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Now Ready, FR 


! Latest Information on | 
ve FUSES FOR EVERY PURPOSE) 


... to help solve confusing fuse problems 


ECONOMY DE-LAY RENEWABLE FUSES—Give safe and dependable 
time-delay on overloads. Inexpensive renewal links easily 
replaced. 16-pg book, S-40. 


RENEWABLE PLUG FUSES—For circuits where repeat blows are 
experienced. Only inexpensive drop-out link is destroyed. Form S-67. 


ARKLESS Mechanical Indicating One-Time Cartridge Fuses—Famous for 
consistent performance; equipped with a positive mechanical indicator. 
Ask for Form S-65. 


CLEARSITE PLUG FUSES—Give a positive, clear indication of their 


condition at all times. No hunting or guessing which fuse has 
blown. Ask for Form S-63. 


ECO ONE-TIME CARTRIDGE FUSES— Unexcelled for uniformity of 
current-time operation. Exceed all safety requirements. Ask for Form S-64. 


FUSTATS—Fuses to which a thermal cut-out and a tamper-proof base 
have been added, to resist tampering and stop over- fusing. Ask for Form S-66. 


CLIP-TITE—Insures tight electrical contact of fuse clips, thus 
eliminating one of the principal causes of heating. Ask for Form S-62. 


FUSE PULLERS—For safe handling of fuses. Made of finest black 


vulcanized fibre. Withstand breakdown tests of 35,000 volts, dry. 
Ask for Form S-61. 


TRANSPRO RECEPTACLE AND FUSE—A sign accessory, for use in high- 
voltage circuits of outdoor and indoor gas-tube signs. Ask for Form S-68. 


* Ready NOW-NEW ECON DUAL-ELEMENT CARTRIDGE FUSES. 12-pg book. 
For controlled, longer time delay. Ask for Form $-60. 


fuses for every PUrpose 








ECONOMY FUSE & MANUFACTURING CO. 
2717 Greenview Avenue Chicago 14, Illinois 


ELECTRICAL WHOLESALERS — We suggest you have on hand for your 
trade a supply of these new Economy catalogs and data sheets and an 
adequate stock of each type fuse to meet customers requirements. Our 
sales representative will be glad to help you. The complete Economy 
Fuse line is your best assurance of Volume, Turnover and Profits 
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DUTCH BRAND FRICTION TAPE 


DUTCH BRAND Friction Tape is well known for 
quality for over forty years. It is free of pin holes 

has correct adhesion. . . has long life and 
stands up on the job. Dielectric strength is 2000 
volts for a single thickness 


DUTCH BRAND 
\ |PLASTIC RUBBER INSULATING TAPE 


| ELECTRICAL TAPE Resists up to 18,000 volts through a single thickness. 

ws PATENT me 75591 It fuses instantly without heat . . . contains no cor- 
rosive chemicals. . . has long life and is dependable. 
This tape serves a very definite non- replaceable 
service under electrical codes meeting electrical 
insulating requirements. 


DUTCH BRAND ca 
PLASTIC TAPE 


thin... strong... flexible... 150% stretch fi i i 


or 
<< von, 
ramen ime 

‘ 


«) 





Here’s quality! Years of research making electrical tape that meets 
electrical insulating requirements is behind the making of DUTCH 


: DUTCH BRAND 
BRAND Plastic Tape. DB” WIRE CONNECTORS 


DUTCH BRAND Plastic Tape is thin but strong . . . flexible with 150% “DB” Wire Connectors are made to exacting speci- 


> ‘ e ‘ . fications of phenolic material, they are weather- 
stretch . . . dielectric strength resists 1000 volts per mil of thickness... oateh..... Ciniinn aout eek cil eulhéa, ne 
withstands weather and resists oils, acids and corrosive chemicals. It is are designed with long skirt for full insulation 


P . . o . - protection. Knurled design makes them easy to 
available in all widths ... .007” thickness or heavy duty .010” and Shatin aed etal, Audidite totent duadesl tins. 


.020” thickness for heavy duty work... for use Sell “OB” Wire Connectors along with DUTCH 
P P , : BRAND Electrical Tapes. 
with power driven tape machines. Electrical 


Wholesalers find it creates repeat sales. 





Johns-Manville 


Stock and Sell : DUTCH BRAN 
RAN Pk 


Pe ee. @. F.  - 


VAN CLEEF BROS... INC. Division 
TE0O0 WOODLAWN AVENUE CHICAGO 19 fib 
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LETTERS 


TO THE EDITOR 





Let’s Have More 
Dear Sir 

Your editorial (“Make Things Hap 
pen”) in December ELECTRICAI 
W HOLESALING 
tention and I wish to congratulate you 


has come to my at- 
for the much needed publicity on this 
very vital matter 

It is a recognized fact in all phases 
of the industry that an adequate wiring 
serious 


all 


levels. The two glaring deficiencies in 


program is one of the most 


considerations confronting us at 


the successful accomplishment of this 


indi- 


program are the uncoordinated 
vidual activities countrywide, ranging 


bad, 


that the most important element of the 


from good to and, secondarily 
program is not being reached, namely, 
the consumer. By this I mean that to 
and 


practically all consumers many 


people within the industry—adequate 


wiring is nothing more than a catch 
phrase 

I believe the most successful accom 
plishment of the desired objective can 
be attained only by a unified and cor 
related activity of all phases of the 
industry, slanted to the consumer to 
educate him as to what constitutes ade 
quate wiring and the reasons therefor 

I would seriously urge that you con 
sider any further editorial support 
along these lines 

GEORGE ALBIEZ 

PRESIDENT 
ENGLEWOOD 


CHICAGO, ILI 


ELECTRICAL SUPPLY CO 


e We 100 per cent with Mr. 
Albiez on the importance of making 


agree 


the adequate wiring program succeed. 
As for “further editorial support,” see 
pages 40-43 in this issue. The article 
is one in a continuing series that will 
hammer away at the adequate wiring 
theme this year. 


Worth Framing 


Dear Sir: 

Mr. Dickson has gotten across the 
idea (EW—Dec. '53, p. 52) that has 
been broiling inside my mental oven 
for some time. The idea is a hot one 
Only last year, we remodeled our show- 
room along the basic premises set forth 
by him in your article, “Light Condi- 
tioning and the Dickson Treatment.” 

We have done in this past year, since 
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our renovation, as much business in 
our 1,200 square foot residential light 
ing showroom as most distributors find 
satistactory in three times its 


an area 


size We have worked along the 
same avenue of approach in encourag- 
ing people to employ light condition 
ing as the star laborer in their homes 
The best sales line that I have yet em- 
ployed is to point out that the cus- 
tomer has spent a great deal of money 
for window area to let the light in 


What are 


it after dark to maintain 


during the day they going 
to do about 
that same cheerful, bright, happy at- 
mosphere they enjoyed during the day? 


Mr Dickson's 


should be 


article is one that 


mounted and framed in 
lighting 


United 


every promotion Conscious 


showroom throughout — the 
States, and is well worth re-reading 
many times 

SYLVAN R. SHEMITZ 
PRESIDENT 
NEW HAVEN ELECTRIC SI 


NEW HAVEN, CONN 


PPLY, ING 


Agent Aid: Pro and Con 
Dear Sir 
You 


cult subject 


have touched on a most difh 
a subject that most 
of us distributor would like to 
air out (Getting the Most Out of the 


Manufacturers’ Agent,’ EW—Dec 


men 


p 5 
most 


and 


Manufacturers’ agents can be 


helpful with regard to technical 


similar assistance as required by 


the 
jobber salesman or the electrical con- 
tractor. | have worked with them on 
many occasions and, along with the 
contractor, have absorbed a great deal 
of information that was helpful at a 
all of 


without an 


However these 


walked 


order for the product he was repre- 


later date on 


calls we away 


senting. And since I am a straight com 
mission sale sman, this tro me was time 
lost 


I realize they are interested in the 


larger orders that my company will 





EW welcomes expressions of 
opinion from readers. Address 
all correspondence to: The Edi- 
tor, Electrical Wholesaling, 330 
W. 42nd St., New York 36, N.Y. 
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give them for stocking their respective 
But 
; 


lines on the outside 


lines since I have to push their 


issistance in ch Ss 


ing orders, however small in volume 


would not only pay me tor my days 


work, but would leave me with 
deal of personal admiration for this 


salesman who is helping me with my 


monthly volume 


" 
ana introductory Work 


Missionary 


has been proven to be essential. And 


these types of calls have paid large 


But | am 
a firm believer in walking in when the 
taken 


product is worth talking 


dividends in future business 


door is open, and the order 


today. If the 
about, it’s worth asking for the order 


It | 


would d 


1 


were manufacturers agent, | 


the following. First, | would 


generalize upon my product the 


sales meeting, leaving the detail and 


technical information to be picked uy 


by the salesman while calling on the 


trade These pomnts we uld be repeated 


soon would be mem 


Sec 


with calls and 


rized by the distributor salesman 


ond, I would keep in mind the fact 


that the salesman must produce sales 
daily and consistently week after week 
after month. And any ef 


and month 


fort I could expend to help him in 


crease that volume would be to both 


of our advantages 

Now for one other complaint. For 
the past four months I have missed my 
personal issue of your magazine, ELE 
TRICAL WHOLESALING 


iuthorization to pick up 


This is your 


the COpties I 

have missed and renew my subscrip 

tion for this next year 
THOMAS D. MACCALI 


MOLINE, ILI 


Dear Sit 
In my 18 


in electrical 


years aS a salesman for 


wholesale house, | have 


found the manufacturers agent, in 
most cases, to be a man of high caliber 


He 


can 


is the type of man to whom you 


say, Drop in any time and ar 


range to go along with me for a day 


or more. I'll make my plans fit in with 


yours.” You say this not only because 


you like him but because you need his 
help. His story comes directly from the 
article you are 


producer of the trying 


to sell and, tell me, where else would 
you be able to get the complete story? 

Once a month we invite some manu 
facturer to send a representative to tell 


(Continued on page 102) 
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memo 


TO OUR DISTRIBUTORS 


The "experts" have not all agreed on the level of business activity 
for 1954. Most of them, ompetition for available 
business will be keen. jmisti d growth 

of the electrical indus present rate — double about every 
ten years: Plans have peen soin with our pistributors in 

an aggressive approach t £ through periodic PLANNED PRODUCT 
PROMOTIONS . For previty, 


puring January and February > our PPP has featured the X0 circuit preaker 
Line. Our pistributors have been anxious to join with our Field 
Engineers in 4 second "push" on a 13 h tremendous 
market acceptance that, only recently could production 

to demand levels. They have been furnished with all the ne 


promotional tools, and the job is well ynder Way- 


Now plans are being finalized for 4 PPP on Industrial Control 

accessories - Such devices aS pushbut tons and Limit switches will be 

featured pecause many Electrical pistributors have not yet participated 

fully i that expanding market. A new, extremely flexible Limit switch 
hted" . Square p design engineers are quite conscious 

of the need ibility if diverse market requirements are 

to be served : from stocks of reasonable size. 


ay, Gadel 


wu. P. Kartalia 
Manager, Merchandise Sales 


See you next 
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How one distributor is putting his selling power behind the AW program 
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For National Electric Supply Co., the main ingredient is hard selling 


Zeroing In on the Prospect F. W. Sullivan 48 
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Everyone Gets into the Purchasing Act 51 
At Coughlin Electric, this policy helps to keep merchandise moving from stock 


The Salesman’s Technical Notes W. J. Novak, J. F. McPartland 54 


The subject this month: Mercury Vapor Lamps. 
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ONLY BULLDOG 


DUO-GUARD 


PUSHMATICS 


PROVIDE DOUBLE 


fo : 
Simplified diagram 
Overloaded circuit heats bimetal, ca 
to expand. Latch is released and vn pal 
upwards by steel spring, breaking 


vy’ 
YAK . 


Simplified diagram of magnetic element. 
High overloads or shorts set magnetic 
field in coil. Magnetic field instadite activates 
‘metal plunger which releases latch. Spring 
pulls latch upward, instantly breaking the 
circuit. 


THOROUGHBRED IN ELECTRICAL EQUIPMENT 


of thermal element. 


PROTECTION 


Duo-Guard Pushmatic circuit breakers provide double pro 
tection because they use separate protection elements. Only 
BullDog Duo-Guards have both a thermal element and a wound- 
coil magnetic element. 


The thermal element (bimetal strip) protects branch circuits 
from “normal” overloads, and guards against nuisance tripping 
The magnetic element (wound coil solenoid) protects branch 
circuit wiring and insulation, and properly connected lamp and 
appliance cords, against damage from shorts and dangerous 
overloads of high intensity. 


Add BullDog’s exclusive push-button control to the Duo 
Guard feature, and you have the world’s most efficient circuit 
breaker. No other breaker—at any price—offers as much. Many 
cost more. Get complete details about the Duo-Guard Push 
matic—the standard BullDog breaker—and _ Electri-Center 
panelboards. Write, today, for free new Bulletin PM-365. BullDog 
Electric Products Company, Dept. WH-24, Detroit 32, Michigan. 


REPCO 


Extra protection at 20 amp. 


The new 20-amp. Duo-Guard provides the 
same short-circuit protection as the 15-amp 
Cords, lighting, appliances and branches get 
quicker acting protection from dangerous 
electrical faults. At the same time, the 20 
amp. Duo-Guard carries its full-rated load 


and prevents nuisance tripping 


ELECTRICAL WHOLESALING—February, 


1954 





NEW PRODUCTS 





Enclosures 


1701-59 
Wellington Ave., Chicago 13, IIL. 


Appleton Electric Co., 


Exposion-proof, dust-tight, rain-tight 
circuit breaker, motor starter, and line 
starter combination enclosures form a 
The 
Appleton 


complete new line enclosures 


( trade ‘Unilets”’ ) 


carry ULL 


name 
approval, and, with a new 
U.L. approved sealing Unilet, may be 
joined in combination to meet U1 
Each 


for circuit breaker, motor 


requirements in certain sizes 
component 
starter, and seal possesses full 7-thread 
engagement at the coupling joints as 
Safe 


Starters 


well as on the bolt-free covers 


entrance to individual motor 


for maintenance work is assured in 


both single and banked combinations 


] 


in hazardous areas without shutting 


off other branch circuits. No “live 
circuit breaker wires are exposed while 
starter enclosure is 


the motor open 


on a line starter combination, elimi- 


nating unnecessary “down time” on 
machines and equipment when they 
are installed, according to the manu- 
facturer. Other features include: U.1 
approval on banked circuit breaker en 
groups of 


Forms | and 2; lightweight construc- 


closures up to three tor 


tion for easy installation without use 


Switch Box 


Union Insulating 
Parkersburg, W.Va. 
Front mounting nail-up switch box 
high; 2 
334 in. long. Box is not designed to 


Co.,  Inc., 


measures: 21@ in in. wide; 
be used as a “wing bracket box”. It 
works best when box is placed flat 
against or not more than 14 in. away 
U.L. approved product is 
for wet wall mounting 


from stud 


Volt-Ammeters 


Pyramid Instrument Corp., Lyn- 


brook, N. Y. 


Snap-around volt ammeters are high- 
voltage models for operation on lines 
up to 600 volts a.c., and offer a choice 
of 0-25, 0-50 and 0-100 ampere ranges. 
Tester is said to be highly desirable 
for plant maintenance men, plant elec- 
tricians and contractors specializing in 
industrial work. For electricians, con- 
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of heavy lift equipment; standardized 
mounting frames for interchangeabil 


ity of most well-known makes of 


circuit breakers and motor starters 


in certain sizes; simplified “straight 


thru” wiring; hub adaptors which 


permit use of over-size conduit and 
streamlined push 


This 


new enclosure line covers all breaker 


conductors; and 


button and pilot-duty control 


tractors and service men who work 


mostly on 110 or 220 volt lines, unit 
0-125/250 volts 
0-10. 


is also available in 
models, in ampere 
0-25. 0-50, 0-100 


ranges of 


Window Fan 

International Oil Burner Co., fan 
div., St. Louis 10, Mo. 
Reversible 24-inch 
claimed to have attic fan power and 


window fan is 


efficiency. It 
6,000 cfm. of 
entire interior of average size homes 
forward three 
speeds. Blades are engineered, deeply 
pitched aluminum, driven directly by 
full 1/6 hp. capacitor type motor of 
840 rpm. speed. Metal 
wings expandable to widths up to 44 
Dimensions of unexpanded 
unit are 2714 in. wide, 2714 
95 in. deep. Shipping weight approx- 
imately 65 Ibs, 


is capable of moving 


air—sufhicient to cool 


at three and reverse 


maximum 


inches. 
in. high, 





starter control equipment of leading 
rated t 225 breaker 


firms impere 


loads and to 100 hp. on 3-phase induc 
volts maximum 


banked 


combination motor starter 


tion motors at OVO 


Illustration shows installa 
tion of five 
enclosures. Four . circuits yperating 
under hazardous conditions while fifth 
motor starter 1s exposed for mainte 


nance work 


Pipe Wrenches 

Toledo Pipe Threading Machine 
Co., Toledo, Ohio 
W renches 
48-in 


easy-action nut 


Heavy duty line of 


pipe 


range in size from 6-in. to 


Features include an 
and single spring designed to assure 
quicker, easier setting of jaws. Handle 
is painted red. Company guarantees 
to replace wrenches free if the wrench 


housing or hook breaks or distorts 


FHP Switch 

General Electric Co., Schenectady 
5, N. Y. 
Manual starting and overload switch 
for fhp. motors was developed for use 
on washing machines, clothes dryers, 
lawn mowers, and similar applications 
Unit is essentially a start-stop switch, 
with manual reset overload to control 
where line current overload protection 
is required. Protection against overload 











is.is the business end 


yy You'll find real business at the 

grip end of this portable electric drill. Cable 
replacements for portable electric hand 
tools and other electrical equipment can 

be a profitable line for the wholesaler who 
stocks and sells Hazacord Flexible Cords. 


Hazacord Flexible Cords—light, heavy and 
shielded heavy duty— provide a complete 
line for virtually every tool application. 
Hazacords are made to the same exacting 
tolerances as heavy duty Hazard cables 
with tire-tread toughness and extra 
flexibility. The Hazaprene ZBF sheath is 
cured in a continuous metal mold to 
provide the durability required to with- 
stand rough handling, twisting and 
abrasion. This quality cord is a best seller. 
Write for Hazacord Bulletin H-444. The 
Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, 
Pennsylvania. 


ee i na at et A ee a 


Here is port of your Hazacord market: Chemical Plants + Mines « Steel 
Mills * Shipyards + Railroads » Garages + Construction » Maintenance 


/ 


Z AC OR ts Moli-Cired | portable: cables 


1958 
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is provided during both starting and 
running through the use of a nichrome 
heater and a nickel-alloy bimetal strip 
in the tripping mechanism. Depress- 
ing the button during the overload 
will not re-energize the motor until 
the overload condition is removed and 
the bimetallic strip returns to normal 
position. Control, with two mounting 
holes accommodating no. 6 self-tap- 
ping screws, measures 27g in. long, 
1 1/16 in. wide and 1 3/16 in. high. 


Indicating Controller 

Minneapolis-Honeywell Regula- 
tor Co., industrial div., Phila. 44, 
Pa. 


Dual indicating controller comes with 
a wet and dry bulb for humidity as 
well as vapor gas or mercury-filled 
thermal systems. The dual indicator 
has two pointers. Measuring system 
components and set-point indices are 
color coded to the respective pointers. 
One of the areas of application ex- 
pected for the indicator is in the 
control of temperature and relative 
humidity of bread proofing and fer- 
mentation rooms. Other applications 
will be found wherever a single in- 
strument is suitable for checking two 
temperatures and where indicating 
controllers are preferred to recorders. 
In meating packing the dual instru- 
ment can be used to control the tem- 
peratures of two adjacent ham-boiling 
tanks. 


insulating Bushing 


The Thomas & Betts Co., Eliza- 
beth, N. J. 


Shatter-proof insulating bushing is for 
4 to 6-inch standard rigid electrical 
conduit. It is made from a special 
cellulose acetate butyrate formula; is 
U.L. approved and designed to con- 
form to latest requirements of the 
National Electric Code. The code 
specifies positive protection against 
«damage to electrical wiring at the ends 
of raceways to prevent short circuits 
and fires 
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Room Air Conditioners 
Philco Corp., Philadelphia, Pa. 
Line of twenty-two room air condi- 
tioners features completely adjustable 
window mounting that permits instal- 
Jation of unit flush, or nearly flush, 
o window sill. Newly styled and en- 
gineered models, ranging from 1/3 
to 2 hp., are in this year's line. The 
mounting requires no extra support 
for the unit either inside or outside 
the building, other than the standard 
installation bracket. Rotary type con- 
trols are located on the cabinet’s front. 
Many models have the control panel 
concealed by a drop cover. Other fea- 
tures of the line are a “pump out” 
for exhausting stale air, odors, and an 
djustable fresh air intake. These 
may be operated separately or at the 

same time. 


Contactor 
Furnas Electric Co., 1069 McKee 
St., Batavia, Ill. 


Magnetic contactor, small enough to 
fic into the palm of the hand, is rated 
up to 5 hp. at 208-550 volts. Furnished 
in 2, 3, or 4 poles, featuring small 
size, lightweight, easy access to coils 
contacts. Wide contact gap 
(21/64 inch) is claimed to be advan- 
tageous in reversing contactors to 
avoid flashover during rapid reverses 
Aready incorporated in air condition- 
ing and heating units, hoists, door 
openers, packaging and baling ma- 
chines, mobile cranes and ovens, the 
magnetic contactors are adaptable to 
applications requiring a Compact mag- 
netic switch for intermittent or con- 
tinuous duty. 


and 


Conduit Fittings 
The Adalet Manufacturing Co., 
Cleveland 11, Ohio 


Flexible conduit fittings come in 4 in. 
and 5 in. sizes. Fittings are of heavy 
duty construction with bolt clamps 
and ridges cast into the clamping 
member to engage the convolution of 
the flexible conduit 
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Aisle Light 

Prescolite Mfg. Corp., Berkeley 
Calif. 
Cast 
step light has a glass behind the louver 
The fixture’s housing fits into a recess 


aluminum constructed aisle or 


of 3% in. by 7 in. by 3% in. 
plate is 544 in. by 81% in., finished in 
gray and may be painted 


Face 


Circuit Breaker Device 


Federal Electric Products Co., 50 
Paris St., Newark 5, N. J. 


Six operating handles disconnect serv 
ice in the circuit breaker device 
Product is designed for homes with 
an air conditioning unit or an extra 
kitchen range. In particular it is for 
applications where a large double-oven 
range of very high kilowatt consump- 
tion requires main circuit breakers 
greater than 50 
large single phase 
being used for air conditioning. Fea 
tures a sequence bussed branch panel 


amperes, or W here 


compressors are 


making it possible to use ten singl 
pole or five double pole branch circuit 
breakers, controlled by one 50 amp 
main breaker 


Hand Lamp 


U-C Lite Mfg. Co., 1050 West 
Hubbard St., Chicago 22, Ill. 


Combination portable hand larmp and 
flashing red beacon may be obtained 
in both sealed beam and standard bulb 
type models. Unit features big beam 
exclusive two-position flashing beacon 
When beacon arm is folded down, it 
fits over the handle. In this position, 
the flashing bulb, covered with a red 
molded plastic Fresnel lens, serves as 
a taillight this manner, 
lamp not only lights way ahead but 
also flashes a warning to vehicles ap- 
Red flasher be- 
when 


Carried in 


proaching from rear 


comes a tower beacon arm is 








RACO OFFERS 


xX... 


ONLY 4 BARS ENABLE YOU Ties « pees 
TO INSTALL ANY DEPTH BOX INSTEAD OF 16 
WHEREVER YOU WANT IT 

REGARDLESS OF STUDDING SIZE OR SPACING 


EXPANDED red einen 
BE. W14"—> 


oe EXPANDED 2614” only four bars 
CLOSED 19%” ———+ provide 
Ee cae = complete 


adjustment 


NORMAL SAFETY PRECAUTIONS REQUIRE THAT A BAR MUST WITHSTAND THESE TESTS 


RaCos CAD 
ALL-STEEL EQUIPMENT INC. Avrora « Illinois 
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raised, assuring unobstructed visibility 
when placed on ground or on top of 


an automobile. 
mA 


a = 








Air Conditioners 

The O. A. Sutton Corp., Wichita, 
Kan. 
Push button control room air condi- 
tioners may also be used to heat out- 
side air for homes in winter. The | 
hp. unit will cool an area of 600 
sq. ft. Rotating twin air circulators 
1,600 ft. per Air 
circulators rotate 360 degrees, tilt up 


move air minute 


or down. 


Soldering Guns 
Weller Electric Corp., 808 Packer 
St., Easton, Pa. 


Increased power up to 275 watts is 


one new feature of a restyled and 
improved soldering gun. Unit is for 
shop as well as precision laboratory 
work. Two industrial models are avail- 
able: single heat 250 watt; dual-heat 


200-275 watt. 


Enclosures 
Trumbull 

General 

Conn. 


Components 
Electric Co., 


dept., 


Plainville, 


Lead-plated, sheet-steel enclosures are 
for safety switches and circuit break- 
ers. These new units are designed for 
outdoor use and other special applica- 
tions where cast-iron enclosures were 
previously used. 


Extension Cord Sets 
Cornish Wire Co., Inc., 50 
Church St., New York 7, N. Y. 


Heavy duty cord sets are for seasonal 
use with hedge trimmers and lawn 
mowers, plus other seasonal jobs about 
The 
cords may also be used for year ‘round 
portable 
washing machines, refrigerators, fans, 
business equipment and smaller mo- 
tors. Types are 18/2, 16/30SJ, in 
standard lengths of 15, 25, 50 and 100 
feet. Both male and female connectors 
are integrally molded onto the cord. 


home, yard, office and factory 


service on electric tools, 
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Volt-Ammeter 
Charles Englehard, 


Newark, N.]. 


Inc., East 


Alternating current volt-ammeter is 
said to perform capably over entire 
audio range with laboratory-standard 
accuracy. Tests at Bureau of Standards 
verify that multi-range measurements 
can be made at frequencies from 20 
to 20,000 cycles to an accuracy of one- 
twentieth of one per cent or better 
Unit is designed to be independent 
of frequency so that ac. voltages or 
currents can be measured over wide 
Possibilities of 
zero shift, spring or magnetic changes, 


ranges. error due to 


scale corrections are claimed to be 
eliminated. Thermal converter element 
can easily be replaced by the user 
without changing the calibration of 


the instrument in any way 


Luminaire 
The F. W. Wakefield Brass Co., 
Vermilion, Ohio 


Full length, luminous side panels with 
no opaque framing, are features of the 
luminaire. The side panels are sup- 


ported internally by a steel frame 


Entire unit provides low — surface 
brightness above the specified 45 deg 
shielding angle. Plastic side panel is 
gauged to 100 foot-lamberts. Lumin- 
aire comes in 4 or 8-ft lengths equip 
ped with rapid or instant start lamps 
Lighting performance is designed to 
Recommended 


meet the American 


Practice of School Lighting 


Lampholder 

Steber Manufacturing Co., Broad- 
view, Ill. 
Cast aluminum construction of the 
lampholder is claimed to make this 
unit ideal in high bay installations in 
factories, foundries and warehouses 
where atmospheric conditions might 
detrimental to metal 
fixtures. Unit is designed for use with 
reflector flood type lamps, R-52, R-57 


and 400-watt 


prove ferrous 


mercury vape or 





NEW PRODUCTS 





Window Fan 
W. W. Welch Co., Cincinnati 2, 
Ohio 


Body of the window fan revolves to 
intake” or exhaust positions. Unit is 
produced in two models, and can be 
used in front of any size sash or case 
ment windows. Fan operates on three 
speeds, delivering 2,500 cfm. of air 


Intercom 

RCA Victor div., Radio Corpora- 
tion of America, Camden, N. J. 
Telephone-type _intercommu nication 
system will operate more than a yeat 
on a single six-volt battery. Contact is 
made by lifting receiver, depressing a 
button. Dialing, switchboard, press-to 
talk keys are eliminated. Units are de 
signed for use in homes, professional 


offices, farms, schools, and industry 


Deodorizer 
John Dritz & Sons, 1115 Broad- 
way, New York 10, N. Y 


Electric deodorizer, with chlorophy| 
tablets, is plugged into either an a. 


outlet No 


are required 


or d.c bottles, wick of 


spray Unit has a signal 
light to tell when it 


| 
aiso 


is working. It is 
and oft 


switch, so it may be kept in the outlet 


equipped with an ‘on 


and used when required. May also be 


used as a night light in addition t 


being a deodorizer. U.L. approved 


~ 
< 
< 


Vacuum Cleaner 


Westinghouse Electric Corp., 
electric appliance div., Mansfield, 


Ohio 


Low contour exterior of the vacuum 
cleaner is for easy cleaning under low 
furniture. The 47% inch high cleanes 
body has a aon-marring vinyl bumper 
Handle is self adjusting. Brush roll is 
designed to maintain constant contact 


with carpet regardless of brush wear 


1 








Here's a horn 
worth blowing 


—~ about! 








7 GRILL TYPE 


New Edwards ADAPTAHORN 
is Tops in Performance, 


Economy, Appearance 


Take every horn problem you've 
ever had—here’s the answer to all 





PROJECTOR TYPE & 


(Flush type horn also available) 








of them! Check the new and 
distinctive features offered by Edwards new Adaptahorn. 
You'll agree it was designed with your next job in mind. 
Cleanly, simply designed . . . like all Edwards 

equipment . . . the Adaptahorn is easiest of all to install 

. Saves time, trouble, man-hours. . . nets you a 

bigger profit on every job. A sure fire customer-pleaser, too. 
Made of rugged zinc die-casting, no other horn can 

match Adaptahorn’s loudness with such low current 
consumption . . . an important point to the user. Let Edwards’ 
82 years of experience work for you. Install Edwards 

new Adaptahorn for your next fire alarm, program 

control or locator job. There’s no horn like it! For proof, 
write Dept. EW-2, Edwards Company, Inc., Norwalk, Conn. 


WARDS 


World’s most reliable time, 
communication and protection products 


Only Edwards New Adaptahorn 
Offers All these Profit-Making 
Features 


. Outstanding finish and appearance. 

. Greater carrying tone at minimum 
current. 

. Rugged, shock-proof . . . die-cast 
housing. 

. Non-adjusting. Subjected to severe 
life tests without failure or need 
for adjustment. 

. Muting feature standard in all 
models. 

. Interchangeable with 6” and 10” 
Adaptabels on same mounting plate. 


7. Weatherproof construction. 


. Front wiring and plug-in type 
connection .. . No “juggling” when 
installing. 

. Elongated mounting holes for easy 
alignment. 

. Female receptacle on mounting plate 
eliminates exposed “hot” points. 

. Can be mounted on all standard 
outlet boxes. 


. Listed by Underwriters’ Laboratories. 
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the finest pie decorative light on the market 


... Available Through Your KILLARK Distributor 


vw KILLARK 


CDekorative 


YOU SEE 
THEM 


SN ti EILUL); 
Choice of 3 Styles: WZ Sih EVERYWHERE 
BRACKET (shown above) “hen 


HANDSOME, FUNCTIONAL DESIGN 


Perfect for industrial, public and residential applica- 
tions where ordinary vapor-proof fixtures may be 
considered too plain or unattractive. Smooth, modern 
lines . . . easy-to-clean design . . . non-staining satin 
like Alumalloy that will retain its ‘just installed"’ look 
for years and years. 


STURDY CONSTRUCTION FEATURES 


Install it, forget it! Constructed throughout of non-rust 
ing, non-corroding Alumalloy . . . strong, smooth, 
lightweight. Protected from all kinds of weather by 
Neoprene Gasket Seal. 


ELECTRIC MANUFACTURING COMPANY 


ENTRANCE FITTINGS © CONDUIT BODIES + FLUSH SWITCH FITTINGS + EXPLOSION-PROOF FITTINGS - 
VAPOR-TIGHT LIGHT FIXTURES + EXPLOSION-PROOF LIGHT FIXTURES + SEALED BEAM FIXTURES 


Atlanta 69 Mills Street, N. W. Dallas 1901 Griffin Street Philadelphia 2014 Chancellor St 
SALES OFFICES and = gestion 156 Purchase St. Denver 1073 Galapago Pittsburgh 50 26th St. 


WAREHOUSE STOCKS 6uffalc 18 Quay St. Detroit 8319 Mack Ave. San Francisco 714 Harrison St. 
Chicago 1528 West Adams St. _—_Los Angeles 412 Seaton St Seattle 4130 First Avenue South 


SALES OFFICES Baltimore 11 W. 25th St. Columbus 2700 E. Main St Minneapolis 924 Andrus Bidg. 
Cincinnati 49 Central Ave. Kansas City, Mo. 616 W. 26th St New York 600 W. 181 St. 








REATEST NAME IN ELECTRICAL WIRE AND CABLE 


/ 
| 
| 
| 
| 
i 


To wire a plant or wind a cot/ 


IT PAYS TO BUY IN ONE PLACE® 


Actually there is only one source for all of the types of wire 
and cable you may need...that’s General Cable. To meet 
your every requirement, General Cable manufactures 

bare, weatherproof and insulated conductors of every variety 
...maintains vast stocks...the broadest distribution 
facilities in the industry...ultra-modern plants coast to 
coast. Specify “General Cable.” Don’t settle for less. 


GENERAL CABLE CORPORATION 20 Lexington Avenue, New York 17, New York 


Sales Offices: Atlanta * Buffalo * Cambridge (Mass.) * Chicago °¢ Cincinnati * Cleveland «* Dallas °* Detroit 
Houston * Indianapolis * Kansas City * Los Angeles * Milwaukee * Minneapolis * Newark (N. J.) * New York * Philadelphia 
Pittsburgh * Portlend (Ore.) * St.Louis * SanFrancisco °* Seattle * Syracuse * Tulsa * Washington, D.C. 
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f you owe it to yourself 
to find out about oe 





electromagnet 
push-button 


all-weather air co 


Exclusive Fresh’nd-Aire Ei 
All-Weather Control cools, 
circulates, ventilates, filters, exhausts : 
and heats*. You enjoy perfect 
weather every day of the year. 


Automatic Thermostat included on all 
models—NO EXTRA CHARGE, — 





=I COOL- DEHUMIDIFY—=; 














| “* 4 
=COOL FRESH AIR MIX~ as 
=___RECIRCULAT LO COOL 








Models for every use 


New patented Fresh'nd-Aire universal Model A4i2 Model A434 

FLEXO-MOUNT window bracket eliminates Yo Ton % Ton 

installation problems—overcomes complicated for areas up to for areas up to 

code restrictions. Mounts unit so flush it hides 

behind draperies—or allows entire unit to 

side ferwerd te eny desired depth in reom. eS. SSE 

Elegantly styled in colors of neutral pastel and Fresh'nd-Aire Company (Div 

lustrous gold to complement the decor of , World's Leading Manufacturers r Treatment Appliances 
America’s most luxurious rooms in either home 221 N. La Salle St., Chicago 1, | in Canada, Toronto 10, Ontario 
or office COUNT ME IN! mg 


and wont full det 


another " 


7 ye - 
quality product of F COR Company Name 


ST PUSH THE BUTTON 


5] corporation Address 
DR PERFECT WEATHER “ 
*Heater included on all models — NO EXTRA CHARGE City 


lam a [ distrivutor 


* 
o% Bes 
Rg callin tee 


ALL YOU NEED FOR EASIER SALES is contained in the G-E center guide to make ordering and replacement easy, and a slide rule 
Fluorescent Ballast Service Plan Kit—customer bulletins on how _ that helps you answer customers’ questions quickly—all you need 
ballasts work, how to install and test them, a stock plan and service to simplify your sales and keep your customers happy. 


You can give faster service and boost your profits 
with G.E.’s new Fluorescent Ballast Service Plan 


Simplified ordering and intensified promotion help 
you get your share of a $5,000,000 business 


This is a complete service and promotion plan. It gives you the sales 
tools to bring more business into your store. It shows you how to 
handle that business faster with better service to your customers. 


New Exchange Plan Has No Red Tape 


Through immediate replacement of in-warranty ballast failures, you'll 
build good will and identify yourself as headquarters for service in the 
fluorescent lighting field. The G-E Service Center Guide shows you how 
to use this simple, practical service plan to handle replacements efh- 
ciently. And the kit’s promotional tools help you sell better service by 
providing the answers to your customers’ questions on ballast problems. 

If you'd like to become a G-E Fluorescent Ballast Service Center, 
contact your nearest G-E Apparatus Sales Office. Your G-E ballast 
specialist will be glad to show you how. General Electric Company, 


Schenectady 5, New York. 401-2 
BIGGEST PROMOTION in the ballast business gives 


you vivid “‘mobile,”’ counter card, counter handouts. 
announcement postcard, and window decal identify 


ing you as a G-E Fluorescent Ballast Service Center. 





a eaten te coe" Tee 
te igh oe re 
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with the new additions 
to the Amprobe Jr. line 


600 VOLT MODELS: 
Amprobe Jr. 


New 
models for plant main- 
tenance men, plant 
electricians, andcon 
tractors specializing in 
industrial work: 


MODEL 525: 0-25 AMPS AC; 0-150/600 VOLTS AC 
MODEL 550: 0-50 AMPS AC; 0-150/600 VOLTS AC 
MODEL 500: 0-100 AMPS AC; 0-150/600 VOLTS AC 
$19.85 WITH VOLTAGE TEST LEADS 








250 VOLT MODELS: 


Amprobe Jr. models for 
electricians, contrac- 
tors, refrigeration, air 
conditioning and appli- 
ance service men: 





MODEL 10: 0-10 AMPS AC; 0-125/250 VOLTS AC 
MODEL 25: 025 AMPS AC; 0-125/250 VOLTS AC 
MODEL 50: 0-50 AMPS AC; 0-125/250 VOLTS AC 
MODEL 100: 0-100 AMPS AC; 0-125/250 VOLTS AC 


$19.85 WITH VOLTAGE TEST LEADS 
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For only $19.85 (just a few dollars more than 
an ordinary voltage tester), you give your cus- 
tomers more value for their money—open a 
brand new market for yourself. To get your 
copy of the new Amprobe catalog, write to: 
PYRAMID INSTRUMENT CORP., LYNBROOK, N. Y. 


‘AM PROBE 


world’s largest-selling line of snap-around volt-ammeters 





CBM 


«wa Ballasts > 


Dq to the 


‘ 





“Tailored to the Tube” means that Certified 
Ballasts are designed to match accurately all 
of the requirements of the particular tube in 
the fixture. 


And so, “Tailored to the Tube” means Better 


es 





for BETTER 


performance 


Lighting Performance in these $-saving ways: 


FULL LIGHT OUTPUT « LONG BALLAST LIFE « LONG 
LAMP LIFE * FREEDOM FROM OVERHEATING 
QUIET, TROUBLE-FREE OPERATION 
Every lighting fixture should have the advan- 
tages and safeguards that Certified Ballasts 

provide. 


Today, the large majority of fixtures for gen- 
eral service use Certified Ballasts. 


*Nine leading manufacturers make CBM CERTIFIED BALLASTS. 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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GET ON BOARD — 





FOR BIG SUMMER PROFITS 


WITH LOSLER A-- 


a 


COOLER-AIRE is a shining example of what's 
new and improved in room air conditioning. 
Tops mechanically, it’s fully approved by Un- 
derwriters’ Laboratories. Tops in appearance 
and convenience, it features the new control 
panel, concealed when not in use. It’s easy to 
sell—easy to install—has unequaled features. 
Its acceptance has been earned through many 
successful years. 


HERE'S WHAT YOU GET 
WHEN YOU SELL COOLER-AIRE. 


@ A fullline of 2 ton, *4 ton, and 1 ton units designed for 
alte limetol( tM loh Muilellli-tulelila- Melle MMR Z-1eleMelil-tole Meelis 
fort e 


A casement model COOLER-AIRE that's easy to install 
even in the most ‘‘impossible’’ locations 


Pal osiil *)i-ti-Mamalelgebtt-lillsle MMi -laeslelaleli tials ME elceleiae li mmel— 


Tielsl-teMoAliiMe tie ialelel Me gale)|-ttell-ta mls miillsle, 


A five year guarantee on Tecumseh hermetic eb iale lige! 


itelsmeh+1Jsile)) suelsleme Bitlimelsl ta. -10lgh.celggelsla mela all other 
elelan 


..-FOR YOU TO 
CASH IN ON BIG PROFITS 


this season with the great new COOLER-AIRE. For complete 
details on the COOLER-AIRE line, and the new merchandis- 
ing method, please make use of the coupon below. 


spores tll tne. 


Gentlemen 


| am interested in selling the new COOLER-AIRE line | 
of air condit oners | 


Please send me information 
Please have your soles engineer call 


Nome of person requesting information 
Nome of business 
Street oddress 


City 


EXECUTIVE and GENERAL OFFICES 


4841-45 North Elston Avenue 
Chicago 30, Illinois 





A complete line of outdoor 


sealed beam fixtures and accessories 


by MAGNI FLOOD 


Wiring devices and 
auxiliary fittings 


Longer life lamp holders with 
all-weather base-gasketing 


R — Regular medium base 
lampholder for sealed beam 
par 38 R-30 and R-40 lamps 


U—Round Box—4 holes tapped '2 

NPS complete with cover plate gasket 
and 1 close-up plug. For use with 1} to 
3 lamp holders 








M—Mogul base lampholder for 
sealed beam R-40, 300w and 
500w lamps. 

T—Wiring Trough—side opening 
with 8 holes tapped 2” NPS, com- 
plete with side cover plate, gasket 
and 2 close-up plugs. For use with 
1-7 lampholders 








L—Back Prong lampholder for 
sealed beam Par 56 300w lamp 





AA—Adapter wiring box—side opening 
with 4 holes tapped 2” NPS. Complete 
with side cover plate, gasket and one 
close-up plug. For use with | to 4 lamp- 
holders. 





Island area light 





1S—lIsland area light 
with porcelain Vitreous 
enamel reflector. 


WB-2—Wall mounting junction box 
with 2” tapped sleeve cast in box for 
connecting conduit or a 12” wire con- 
nector through solid surface. 2 hole 
cover and gasket with '2” tapping for 
lampholders. Complete with wood 
‘crews and sealer. For use with 2 lamp 
holders. 





Portable lighting units 


K — Garden Spike 
unit with 8 in. cad- 
mium plated steel 
spike complete with For 


J-46—Portable par 46 spot and 
floodlights. Lampholder uses 200 


your convenience and 


w par 46 lamp. Internal mounting 
lugs for positive position- 
ing of lamp in desired 
lamp pattern. Complete 
with cord and plug. 
Stands on its own base 
or attaches to wall or 4” 
round box. 360 degrees 
flexibility 


WAGN FLOOD Ine. 


K}:0n lelalime aelalem Sas 
Mt. Vernon, New Y« 


6 ft. SJT cord and 
plug. 


F—6 ft. SJT cord 
and plug complete 
with spike and 
plate. 


Personalized attention given-lighting layouts 


better service warehouse stock 
maintained in Boston, Phila- 
delphia, Miami, New Orleans, 
Phoenix, Los Angeles, Seattle 
Wash., St. Paul and exclu- 
sively distributed in Canado 
by Magni Flood, Canede. 


on request. Write for the light's 


rk 
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Diamond Jubilee Catalog 











—you ll find what you need in the Complete line 


These pictures will give you an idea of the wide 
variety offered in the Penn-Union Catalog: 

Grounding connectors, clamps, and studs for all 
combinations of pipe, rod, flat bar, braid, tubing. 

Every one a thoroughly tested, dependable unit 
of protection for personnel and equipment... of 
ample capacity, high mechanical strength, and 
resistant to corrosion. 


Penn-Union also makes the complete line of 
Service Connectors, Power Connectors, Tees and 
Cable Taps, Straight and Parallel Connectors and 
Reducers, Terminal Lugs, etc. 

Penn-Union fittings are the first choice of lead- 
ing utilities, industrial corporations, electrical 
manufacturers and contractors—hecause of thet 
known dependability. 


Sold by Leading Wholesalers 


PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 


Canada: Dominion Cutout Company, Ltd. 
250 Richmond St., West, Toronto 


THE Complete LINE OF 


PENN-UNION 


— 
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CONDUCTOR FT 





couplings 
are accurately 
tapped, too 











Connections are right... and tight 

. when Conduit of Coiumbus 
couplings are used. Each manu- 
facturing operation — threading, 
chamfering and finishing is carefully 





performed and rigidly inspected; 
your guarantee of satisfied users and 
repeat sales. 


all this plus service 


Conduit of Columbus has nine 
strategically-located warehouses to 
assure prompt shipments. This 
means quick delivery for regular 
and emergency needs. Another 
plus; Conduit fittings are packaged 
at no extra cost. 





Look for this Label 
when you buy fittings 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS Co., € , , OHIO 


PIPE COUPLINGS +¢ PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS « WALL PLATES 
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Business Index: 


NATIONAL PICTURE 





ee 1947-49= 100%. 
300 — Full-Line Wholesalers 


Inventories — 


47-49 =100% 


est 





—=_ 
1952 er ie ee ee ee 


INDEX (above) 


Nov. 1953 Oct. 1953 Nov. 1952 
134 133 126 


Inventories .. 139 148 126 


Nov 195] 
147 


149 


1953 


% CHANGE 


Nov. 1950 1953 from 1952 
135 8 


69 





— 1947-49=100% 


|__ 300 Wiring Supplies and Construction Materials Distributérs 


re Te 





30 — 





1953—— » 





—, 250 








a 
Lp 


200 —— 











Sales = 





—- 150 





100 — 





-— 100 oe Anventories 














-— 30 








= O beers tir isiniits 
1950 195! 














INDEX (above) 


Nov. 1953 Oct. 1953 Nov 1952 
139 158 138 


Inventories .. 173 175 161 


Nov 195] 
140 


151 


% CHANGE 


Nov. 1950 1953 from 1952 
135 +-6 


119 





[~ 1947-49= 100% 
| 300 —- Appliances and Specialties Wholesalers 


| 250 
— 200 ‘bitte, 














~~-Inventories 


1997-—49= 100% 7 
300 





~.. 


| 150 — 








Sales” NZ 








— ——_—_—_—_____+ 





Oe TPES A Tae wer 


1950 195! 1952 


~ 50 
— g bs 

















INDEX (above) 


Nov. 1953 Oct. 1953 Nov. 1952 
128 144 146 


Inventories .. 159 173 128 


Nov. 1951 
145 


155 


% CHANGE 


Nov. 1950 1953 from 1952 
156 +6 


144 


SOURCE: Bureau of the Census. December projection is by this publication. Per cent change in sales is first 
eleven months of 1953 from first eleven months of 1952. 
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Business Index: REGIONAL ANALYSIS 





ELECTRICAL GOODS WHOLESALERS ——«w ersese) ‘oan 


NOVEMBER 1953 fs — = 


NEW ENGLAND 





ae P . - — 3 
Wiring supplies and 0 
construction materials r T 


Appliances and specialties T —I2 


MIDDLE ATLANTIC 





Full-line 


Wiring supplies and 
onstruction materials 


Appliances and specialties 


EAST NORTH CENTRAL 





Fu -1ine . 
Wiring supplies and 
onstruction materials . 


Appliances and specialties 


WEST NORTH CENTRAL 





Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH ATLANTIC 





Full-line — > 
Wiring supplies and 
construction materials 


Appliances and specialties 


EAST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


WEST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


MOUNTAIN 





° 
rull-iine 

Wiring supplies and 
construction materials .. 


Appliances and specialties 


PACIFIC 


Full-line = if. Z +. 8 1. 2 
Wiring supplies and 
construction materials ..... + 3 0 hd 


Appliances and specialties a Fe + 4 1-23 1-56 





*11 months 1953 from 11 months 1952 Source: Bureau of the Census 
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FOR FASTEST TURNOVER... Stab-lok 


your customers are pre-sold 


MORE STAB-LOKS are being installed today than all other 
circuit breakers combined ... and this overwhelming pop- 
ularity is only natural. Contractors know that Stab-lok has 
modernized electrical circuit protection . . and that Stab- 
lok’s dependability has been proved in millions of homes 
and on thousands of commercial and industrial installations. 
But besides assuring more profit with no extra sales effort, 
Stab-lok brings you many other exclusive advantages: 


It’s the most flexible system—easily meets every specifica- 
tion for circuit breaker protection—no sales are lost because 
of special applications. 

You carry a far smaller stock—Federal Noark’s® combination 


flush-surface enclosures enable you to fill all orders from 
about half the stock usually required. 


Investment protected —i improvements mz ide in the Stab-lok 
line ‘never obsolete the devices already on your shelves. 


You're backed up —Stab-lok® sales are promote sd with the 
most advertising and the greatest number of booklets, 
folders and other hard- -hitting, effective sales aids ever put 
behind a circuit breaker. 

Get on the gravy train with Stab-lok...and write for 
the Magic “E” booklet that gives all the latest Stab-lok infor- 
mation. Federal Electric Products Company, 50 Paris Street, 
Newark 5, New Jersey. 


FEDERAL, PACIFIC | 


ELECTRIC PRODL TS COMPANY 


MANUFACTURING CORP 


Federal products: Stab-!ok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Industrial Circuit Breokers, Ponelboords, Switchboards, 
Control Centers, Bus Duct — Pacific Electric products: High voltage circuit breakers and, power switches % Sales offices in principal cities. 











HELPS PLAN 


Thousands of architects are usin 
it to help them plan the type 
kind of lighting systems which will best f fit 
the particular industrial building they are 
designing. They also use it to show their 
clients the reasons why the recommenda- 
tions call for rLM-certified units. 


HELPS BUY 


It gives buyers by the thousands, 

such as industrial executives, oper- 

ating chiefs or plant maintenance heads, 

dollars-and-cents reasons why RLM- labeled 

lighting units are the best buy in terms 

f quality, performance and sustained 
high lighting efficiency. 


here’s how this new “Blue-Cover” 


RLM SPECIFICAT 


HELPS SELL 


It enables thousands of electrical 

contractors, electrical wholesalers, 
etc. to point out to their customers EXACT- 
LY WHAT THEY ARE GETTING for their light- 
ing dollar. It shows why the RLM Label on 
a lighting unit takes the place of over 
1,500 words of specificatians! 


HELPS RECOMMEND 


To thousands of purchasing agents 
it serves as a valuable men Be ey in 
their evaluation of industrial lighting . 
an accurate guide to sound recommenda- 
tions based on a comparison of the merits 
of different lighting units. It tells them 
what to look for and how to estimate 
lighting equipment value. 


HELPS SPECIFY 


To thousands of lighting men whose 

job it is to specify lighting units, 
it puts at their fingertips 21 different 
RLM Specifications, many complete with 
light distribution curves and coefficient of 
utilization tables. All are ready-made for 
use when drawing up lighting plans, lay- 
outs or recommendations. 








This newly-revised “Blue-Cover” edition 
of the RLM Specifications Book of Indus- 
trial Lighting Units has just been made 
available to everyone who buys, sells and 
specifies industrial lighting equipment. 
Already thousands of copies have been 
requested and put to productive use in 
the planning of better industrial lighting. 


NEW“UPWARD LIGHT” UNITS 


In case you have not yet sent for your 
copy, be sure to do so before the supply 
is exhausted. This latest “Blue-Cover” 
edition of the RLM Specifications Book 
has been expanded to 52 pages, covering 
over 83 sizes and types of RLM-certified 
industrial lighting units. Featured are 
new specifications which embrace 15 vari- 
ations of three new “Upward Component” 
RLM Semi-Direct Fluorescent Units 


L 
LABORATORIES, INC A 


ONS BOOK is already helping thousands: 


which direct from 20% to 30% of the 
light upward. Also incorporated are 
important revisions and clarifications of 
existing specifications including new 
tables of typical coefficients of utilization 
and lighting distribution curves. 


A request on your letterhead will bring 
your copy of this new RLM Specifications 
Book, as well as the pocket-size “RLM 
Questions and Answers” booklet, by 
return mail, without cost or obligation. 
Send now for this invaluable reference 

work to help you plan better 


RLM Standards Institute, 

Suite 817, 326 West 

Madison Street, Chi- 
cago 6, Illinois. 
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Wholesale Price Index for 62 Electrical Products 





Product (1947-49——100) Dec 1953 Nov. 1953 Dec 1952 


Copper Wire, bare. Unit: pound .... 132.8 132.8 123.2 
Building Wire, type R. Unit: M feet .. 96.4 96.4 125.8 
Non-metallic Sheathed Cable. Unit: M feet 81.9 81.9 112.8 
Varnished Cambric Cable. Unit: M feet 145.4 138.6 
Flexible Cord, type SJ. Unit: M feet 129.2 129.2 


Lighting Panelboard, fuse type. Unit: each 115.4 114.1 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 118.4 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 145.7 132.9 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 139.2 133.0 
Air circuit breaker 250 volts. Unit: each 142.3 142.3 129.3 
Power Panel, fuse type, 250 volts. Unit: each 122.0 122.0 139.8 
Power Panel, circuit breaker type. Unit: each 126.8 126.8 122.3 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.0 145.0 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 137.4 137.4 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 146.5 146.5 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 138.1 138.1 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each 152.4 152.4 138.5 
Ronewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 115.6 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each 101.1 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 141.4 136.3 
Motor, a.c., '/4 hp., 110-115 volts. Unit: each 111.8 111.8 107.8 
Motor, a.c., '/ hp., 220-440 volts. Unit: each 118.3 118.3 117.0 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 122.7 121.3 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 129.6 129.6 126.5 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 122.4 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 135.0 135.0 126.1 
Motor, d.c., 5 hp. Unit: each 140.1 140.1 135.2 


Fan, under |2 inches. Unit: each 110.2 110.2 108.3 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.6 143.6 135.0 


Drill, production line, '/4 in. Unit: each 112.0 112.0 112.0 
Drill, production line, '/2 in. Unit: each 107.0 107.0 105.6 
Saw. production line, 6-8 in. Unit: each 103.7 103.7 103.7 
Pliers, 6&in., long nose. Unit: each 164.1 164.1 150.0 


Lamp, 60-watt, 110, 115, 120 or 125 volts. Inside frosted. Unit: each 136.9 136.9 117.9 


Distribution Transformer, 15 kva. Unit: each 130.5 130.5 121.3 
Distribution Transformer, 45-50 kva. Unit: each 125.5 125.5 116.5 
Dry Type Transformer, 15 kva. Unit: each 122.8 122.8 121.8 


Dry Cell Battery, flashlight, type D. Unit: each 149.3 149.3 124.4 
Dry Cell Battery, portable radio "B" pack, 67!/2 volts. Unit: each 111.5 108.0 104.4 
Dry Cell Battery, general purpose, No. 6 type 1'/2 volts. Unit: each 140.1 140.1 124.9 


Voltmeter, portable type, 3!/2-6!/2 inches. 0-300 volts. Unit: each 147.9 142.5 133.6 
Ammeter, portable type, 4-6!/2 inches. Unit: each 133.5 129.7 124.4 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 132.2 127.0 117.6 


Toaster, automatic, “pop-up.” Unit: each 106.8 106.8 102.2 
Iron, under 4 pounds. Unit: each 108.2 108.2 102.7 


101.2 101.1 


Cooking range, standard size. Unit: each 101.2 
106.5 107.1 


Washing Machine, non-automatic, wringer type. Unit: each 106.5 
Washing Machine, automatic. Unit: each 104.1 104.1 106.2 
lroner, table model. Unit: each 112.9 112.9 118.7 
lroner, portable model. Unit: each 100.5 100.5 102.7 
Vacuum Cleaner, upright. Unit: each 107.1 107.1 104.8 
Vacuum Cleaner, tank. Unit. each 110.5 110.5 108.2 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.1 106.1 104.5 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each 109.6 109.7 109.4 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 112.2 112.2 


Radio, table model. Unit each 87.7 88.2 
Radio, console model, radio-phonograph combination. Unit: each 97.8 97.8 
Radio, portable model. Unit: each . 93.8 93.8 
Television, console model. Unit: each 73.5 73.5 
Radio-television-phonograph combination. Unit: each 74.5 745 
Television, table model. Unit: each ... 76.5 76.5 


Source: Bureau of Labor Statistics 
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SILVALINE 


If you're looking for a longer-lived, more weather-resistant, 
more dependable service entrance cable — take a good long 
look at what Silvaline* Type SE with true URC Weatherproof 


protection offers you. 


GENUINE URC SATURANT — not an inferior substitute — makes Silvaline’s 
durable fibrous covering indefinitely resistant 


to weather. 


TOUGH NEOPRENE TAPE covers each individual conductor— 
increases resistance to moisture and weather .. . in 
2 colors, black and red — gives the preferred means 
of conductor identification. 


OVER-ALL MOISTURE-SEAL TAPE AND BRAID COVERING provides high 
resistance to deterioration and adds life to the covering. 


SILVER-FINISH COATING provides clean handling and an attractive surface 
... makes greatly improved base for house paint — 
permits use of URC saturant and finish without 
discoloring externally applied paints. 


Silvaline will sell itself to your customers, once you show it to the right cable for the job 
them. If you aren't already familiar with this outstanding 

service erttrance cable, just ask your Anaconda Representative 

to demonstrate its features to you. Then you will see how easy ® 
it is to convince your customers. Anaconda Wire & Cable NACO A D 


Company, 25 Broadway, New York 4, N. Y. "Trademark 


WIRE AND CABLE 
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TIMES and TRENDS 





Watch Out For The Squeeze Play 


For months now salesmen in all lines have been 
warned that the tide has turned. We've read the 
words of caution about selling becoming tougher 
than ever before. We've listened to the predictions 
ot failure for those salesmen who can’t return to 
old-fashioned selling. 

Only a fool would dismiss such counsel without 
giving it serious thought. Just a glance at the per- 
formance record for American business suggests 
that sales cannot .continue on “easy street.” It 
became painfully obvious last year that the sales- 
man carries the largest share of the burden con- 
stituting business prosperity. 

Here, then, are the four major squeezes that 
electrical wholesale salesmen will experience this 
year. 


@ Squeeze For High Volume 
maintain high volume will be on you more than 
ever in 1954. You will be charged with the task of 
moving more goods. The squeeze play in this situa- 
tion is what goods should be sold. 

Despite the fact that consumers have indicated 
unequivocally that they will not buy junk, many 
products continue to pour forth tagged with a 
maximum price for minimum value. There will 
be fewer and fewer of the outlets specializing in 
relieving the trade channels of unwanted mer- 
chandise. 

The wise salesman will keep his sales effort 
balanced by concentrating on the quality story and 
best-for-the-long-pull products. He will guard him- 
self against being carried away in a millstream of 
distress, price-only selling. 


The pressure to 


e@ Squeeze By Competition—Unless your sell- 
ing days go back beyond 1937, you had your first 
real taste of competition during 1953. 

Increased competition can be expected from 
these two types of salesmen. 

You will be squeezed by the dying gasps of the 
coasters, the back sliders, the seat warmers, the 
phonies and the inept salesmen who have hung on 
through the years of easy volume. If your feet are 
planted hard on your sales territory, this kind of 


February, 1954—ELECTRICAL WHOLESALING 


competition will annoy you—but won't hurt you 

The other competition will come from a capable, 
aggressive, intelligent salesman from another whole- 
sale firm. There’s only one way to beat him. You 
must be better than he is. You're cooked if you try 
to outsell him by knocking his effort or his com 
pany. Concentrate on putting enthusiasm and im- 


agination into your own story of quality and profit. 


@ Squeeze By Time—When the orders were 
rolling in, your firm could handle requests for goods 
in practically any quantity from any customer, large 
or small. Today, however, every order must carry 
its own weight. Higher operating costs and unad- 
justed margins have teamed up to make orders that 
do not pay their share of costs a real threat to your 
company. 

Your time is worth money to you and your firm. 
We think it’s important to spend it wisely. It means 
eliminating or spreading out the “pleasant” but 
unproductive calls in order to have more time with 
a tough old bird who buys heavily but is hard to 
sell. Every minute of your selling time must pay off. 

Customers are going to demand more time to 
make buying decisions this year. They, too, are be- 
ing squeezed and will hesitate to place orders un- 
less they can see an immediate need for the ma 


terial. 


e Squeeze By Slimmer Budgets—Most of 
your customers will be buying in 1954 (a) with 
smaller budgets available, (b) with a demand for 
greater value and economy. 

A more complete and detailed sales story wt!! 
be needed in order to overcome a general policy of 
“cutting down” on purchases. Products that will 
support a sales story built on economical operation 
or actual savings for the user will “open more order 


books.” 


a 


EDITOR 
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FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS — CLAMP BACKS—NEST BACKS 


—— 


GEDNEY FITTINGS have just the features tion and lower costs. Besides that, they are 
your customers are looking for. GEDNEY’S made of malleable iron which abolishes break 
are accurately machined and threaded . age losses. Feature Gedney Fittings and you'll 
smooth finished . . . individually inspected | to really cash in. They're best for jobbe rs’ sales 
ensure the quality that brings faster installa- . because they're the contractors’ best buy! 


TYPICAL OF THE COMPLETE GEDNEY LINE ARE: 





Corner Pull-in Elbows in 42", %”’ and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 


Now available in 11/4”, 11/2” and 2” sizes. 





3-Piece Conduit Couplings in a large range of 
sizes from 42" to 6”. Cadmium plated. 





One-Hole Pipe Straps, Clamp Backs, and the 
handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 








GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. « RADIO CITY * NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 








GEDNEY FITTINGS FIT | 
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GUEST EDITORIAL 


At its 45th convention in Chicago last June, the National Association of Elec- 
trical Distributors elected as its president, R. M. Johannesen, president, Johannesen 
Electric Co., Greensboro, N.C. 

Realizing that the task of leading a national trade association of 1100 members 
would demand a major portion of his time, Mr. Johannesen selected some of the 
leading problems facing wholesalers today and prepared a series of short messages 
for his industry. 

These messages will appear as special editorials in ELECTRICAL WHOLESALING 
during the next few months. 

The themes of these editorials are presented in the following introduction written 
by Mr. Johannesen. 

“I'd like to point out that two themes seem to stand out in nearly all of the 
subjects I’ve studied. 

“Qne, we must individually make our decisions on these various problems that 
confront us. Certainly we can and should get good ideas from our trade association, 
trade papers and from meetings. But the final decisions are ours to make, based on 
our particular needs and circumstances and experiences. And that’s just as it 





should be, under our system of free enterprise. 


“The second thought that seems to run through all of these little messages is 
the desirability and necessity of thinking of the other fellow’s problems along 


with our own.” 


Ethics .. . What's That? 


By R. M. Johannesen 


President, National Assn. of Electrical Distributors 


First of all, just what is ethics? 

That's exactly the question little Johnny asked his Dad 
one evening, after being given the word to learn in his 
spelling lesson of the day. And Dad, after due thought 
and with quite obvious pride in his profound definition, 
said, “Ethics is the science of good conduct.” That was 
a little too profound for Johnny, who said, “Dad, I don't 
understand what you mean.” 

Dad said, “Well, it’s like this. You know that Uncle 
Charlie and I own a haberdashery store together. Now 
let's suppose a man comes in tomorrow and buys two 
shirts at $2.50 each. I wrap them up and he hands me 
$5.00. However, just as he is going out the door I dis- 
cover he has given me a $10.00 bill through error. Now 
—that’s where ethics comes in. I’ve got to decide right 
quick; should I keep the extra $5.00 or should I split it 
with Uncle Charlie.” 

Unfortunately, it seems that too many people in the 
world today have just such a distorted view about ethics 
that Johnny’s father had. 

The dictionary defines ethics as “the principles of 
right conduct,” and it should not be necessary for us to 
be reminded that we should be ethical in our personal 
and business dealings, but apparently it is. The Guaranty 
Trust Company of New York published quite an article 
in 1951, which has been reprinted due to the unusual 
number of requests for copies, entitled “Economics and 
Morals.” The article questions, “What is happening to 
America’s ethical standards” and then discusses the matter 
largely from the standpoint of economics and the welfare 
state. It points out that big government breeds power 
and ccrruption which has its degenerative effect on 
private morals. It points out that high taxes, both busi- 
ness and personal, are in themselves conducive to cheat- 
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ing, particularly when the line is so finely drawn some 
times between legality and illegality in tax matters. Some 
times the difference between legality and honesty versus 
cheating and poor ethics is just a good lawyer 

1 think there is much truth in this article but thank 
goodness there has been a change in our government's 
thinking about many of these things in recent months, 
and I hope that with a more favorable attitude toward 
business and ultimately a reduction in taxes, we can look 
for a good rather than a bad influence from government 

There has been much bickering in the electrical industry 
about bad ethics. Many manufacturers, distributors, con 
tractors, and dealers have been taking pot shots at each 
other, claiming selfish motives, lack of loyalty, pressure 
tactics, unfair competition and many other bad practices 
No one segment of the industry has been completely right 
in these viewpoints, just as no one segment has been 
completely wrong, and I think it’s about time each of 
us took a personal inventory and decided where we stand 
and what we stand for. 

No trade association can do this for us. We must do 
it for ourselves—individually. Certainly there are certain 
broad principles defining the customary functions and 
duties of each segment of the industry, but when it gets 
down to actual details what is proper and customary 
action in one section of the country is not considered 
good practice in another. 

What we need to do, today, is to decide on a course 
of action or code of ethics for our individual firms and 
then follow those rules. There have been too many codes 
that have been meaningless, because someone in author- 
ity did not have the intestinal fortitude to back them up. 

If enough manufacturers, distributors, contractors, and 
dealers start conducting all of their transactions on the 
principles of good conduct as well as good business, 
the entire industry will benefit, and it won't be long 
before we can stop discussing the subject of ethics 





In electrical 


a 
ls 


CONDULETS 


Quality does count in practically every electrical conduit installation that you 
make. When you use CONDULETS you know that you are putting in electrical 
equipment of the highest quality, because CONDULETS have been doubly 
tested .. . in the factory and in the field. 


a 


Crouse-Hinds quality control assures a long-lasting product and field records 
prove it by the test that only time can give. Thousands of CONDULET instal- 
lations are still in tip-top condition after twenty, thirty, or even more than forty 
years of dependable service. 

The illustration at the right shows four of Crouse-Hinds’ basic quality features 
that are common to all CONDULETS. The fifth, Wedge Nut Fasteners, is an 
exclusive Crouse-Hinds feature that has made Obround CONDULETS preferred 
by electricians everywhere. 





1. Taper tapping. Condulet threads are taper 
tapped to match tapered conduit threading. Makes 
a rigid joint that will not loosen. This assures perma- 
nent ground continuity . . . important for safety. 


integral bushing. A smooth rounded surface 
protects wire insulation. 

Material. Feraloy...aspecial alloy that is strong 
and tough, resists corrosion, and gives sharp, full 
threads 


Finish. A triple treatment provides long-lasting 
protection ... exceeds Federal and U. L. specifications. 


Wedge Nut cover fastener. Clear cover 
opening ...no projections. No loose parts ... Wedge 
Nuts and screws self-retained. No screw holes to 
align. 


More than 15000 items are listed in the Condulet 
Catalog including a complete explosion-proof and dust- 
Type ARE Arktite tight line for use in hazardous locations. 
Receptacle Equioment On your next job, use CONDULETS . .. they're made 
right to last longer. 


Type EVA Exoplosion-Proof 
Lighting Fixture 


CONDULET 


*CONDULET is a coined word registered in the 
U. S. Patent Oftice. It designates a product 
made only by the Crouse-Hinds Company. 


Type FS Condulet 
With Pilot Lamp Receptacle, 
Switch and Plug Receptacle wi 
Type VC Vaportight 
industrial Lighting Fixture Type EPC Explosion-Proof 


Type GUAC Explosion-Proof Type FLF Explosion-Proof Motor Starter and 
Junction Condulet Manual Motor Circuit Breaker Condulet 
Starting Switch Condulet 


oe. CROUSE-HINDS COMPANY 
owes Syracuse 1, N.Y. 


Distribution 


Through Electrical OFFICES: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston 
Wholesalers — Kansas City — Los — Mil kee — M. lis — Orleans — New York — Philadelphia 


ap New 
aN a Ore. — San Francisco — Seattle — 3t Louis — Tulsa — Washington 
ay RESIDENT REPRESENTA’ Albany -— Atlanta — Corpus Christi — Rich d. Va— Shrevep 
< , 


— Baltimore — Charlotte — C 
Crouse-Hinds Company of Canada Lid. Toronto. Ont 
CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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STRAWS 


EISENHOWER’S TAX PROGRAM « Eisenhower is convinced that his tax revision program, 
with its incentives to business, is all that’s needed now to get the economy headed up 
again. Rep. Reed of New York, chairman of the House Ways and Means Committee 
which must originate all tax legislation, is all for Eisenhower's recommendations—and 
has been getting committee approval for most of the things the President has recom- 
mended. 

Here are some of the most important to small businesses, particularly—changes you'll 
want to check with your own tax advisors: 

Depreciation: The theory behind it is that business will invest more freely if the 
chances of recovering the capital outlay, free of taxes, are made better. Idea is to permit 
a faster tax write-off than is now being allowed on the useful life basis. What he proposes 
is a stepped-up write-off in the early years of useful life. Each year you would be able 
to write off 20 per cent of the unamortized cost of the equipment. 

Double taxation of dividends: Corporate profits are taxed as income to the company, 
52 per cent, then dividends paid out of profits after taxes are taxed as income to share- 
holders. Eisenhower would give dividend receivers a tax credit, starting now. The credit 
would be graduated, with the result that three years hence, stockholders would be relieved 
of $1-billion in taxes. This change may be blocked by political opposition of Democrats. 

Research and development expenses: Whereas before only large companies with es- 
tablished research laboratories could usually get immediate cost deductions of all research 
and development expenditures, with the new recommendations all companies will be 
given an option to capitalize or to write off all expenses arising from research and 
development work as they occur. 

Accumulation of earning: At present the penalty tax on excessive accumulations of 
corporate earning tends to discourage the growth of small companies which are especially 
dependent on retained earnings for expansion. The President recommended that the law 
be changed to make the government assume the burden of proof that a retention of 
earnings is unreasonable. 

Taxation of partnerships: The President recommended that the complex laws applic- 
able to partnerships be simplified and made definite. 

Optional tax treatment for certain corporations and partnerships: The President feels 
that any small business should be able to operate under whatever form of organization 
is desirable for its particular circumstances. He recommended that corporations with a 


Contenued 
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small number of active stockholders be given the option to be taxed as partnerships and 
that certain partnerships be given the option to be taxed as corporations. 

Corporate reorganizations: The tax law applicable to reorganization and recapitaliza- 
tion of corporations is complex and uncertain. This part of the law will be simplified 
and made sufficiently definite to permit people to know in advance the tax consequences 
of their actions. 

Loss carryback: At present, losses may be carried back and offset against prior earnings 
for one year and carried forward to be offset against future earnings for five years. 
Eisenhower recommended that carryback be extended to two years. 

Payment date of corporation income tax: Eisenhower recommended that, beginning 
in the fall of 1955, a start be made in smoothing out corporation income tax payments 
by requiring advance payments in September and December before the end of the taxable 
year. Each of these payments should be made at 5 per cent of the amount due for the 
entire year in 1955, rising to 25 per cent each in 1959 and later years. 

Though estimates of profits are difficult to make accurately, no payments will be 
required before the middle of the ninth month of business year. 


LABOR OUTLOOK e There’s bitterness among union leaders on the minimum wage. Eisen- 
hower proposed that Congress leave the Wage and Hours Law stand as it is until the 
outlook is for a prolonged upturn in business. Labor expected an increase in the 75 cent 
minimum wage and a cutback in the exemptions, which put millions outside the law. 
The administration encouraged the thought a few months ago. The switch was influenced 
by Economic Adviser Burns, who argued that pushing up costs of business was not wise 


when things are soft. Labor Secretary Mitchell, who got himself out on a limb on the 
issue, crawled back only after he was convinced by GOP leaders in Congress that no 
action could be expected. 


ELECTRIC POWER INDUSTRY e The Eisenhower budget submitted to Congress is as much 
a challenge to the electric power industry as those drawn up by Democratic administra- 
tion in the past. There is this significant difference: the Republican budget is a bid for 
electric companies to assume a greater responsibility for meeting the nation’s power needs. 

Electric companies will have to come in and serve a share of this expanding load, 
if the administration plan is to be implemented. Local public power groups and co-ops 
will take part of it, too. It will take more than short-range business evaluations to make 
some of the moves required by the budget challenge. What is needed now, the administra- 
tion feels, is industrial and political statesmanship along with a potent amount of 
salesmanship. Those who set GOP power policy hold that the opportunity is not, as 
federal power advocates contend, a giant bonanza for the private utilities. It is an 
opportunity, they say, to show that private enterprise can and will supply the nation’s 
power needs at reasonable rates and with a sincere regard to the public interest. 


(Washington, D.C.—February 9, 1954) 
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ELECTRICAL 


WHOLESALING 


Claude W. Johnson, Jr. 


HIS PROBLEM: What do you do 


when you lose... 


Eddie Mohr 


HIS PROBLEM: What do you do 


when you replace... 


That Irreplaceable Salesman 


HEY all said Cliff Gabel was 

irreplaceable. His customers, 

his friends, his boss — even 
his “replacement” — chorused 
the same chant: “It’s going to be 
awful hard to fill his shoes.” 

Cliff Gabel, salesman extra- 
ordinaire. Dumpy, lovable, good 
natured Cliff Gabel. Nothing 
distinctive about him, except, of 
course, the hat he always wore 
perched at a careless angle on 
the back of his head. 

Cliff Gabel, the guy who grew 
up with electricity, who knew 
more about things electrical than 
many of the engineers he called 
on, who could answer any 
question, solve any problem, 
command any situation on most 
electrical matters. 

Cliff Gabel, a magic word to 
electrical men in Kentucky, In- 
diana and Ohio—his territory 
At just the mention of his name 
they'd sit back and, in a remin- 
iscing mood, conjure up stories 
about the man and their asso- 
ciation with him. Like the time 
he brought the first crystal set to 
Blanchester, Ohio, and gave his 
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By Thomas F. Preston 


customers and friends a treat by 
setting up the equipment in his 
hotel room and using the bed 
springs as an antenna. Or the 
time he had his car stolen and 
wouldn’t press charges against 
the thieves when it was returned 
intact the next morning. “Looks 
like they had a nice time with 
the car last night,” he told the 
sheriff, “why spoil it for them 
now by arresting them 

Cliff Gabel, both a profession 
al counselor and friend to his 
hundreds of customers up and 
down the Ohio River. It is said 
he knew more people in his 
territory — both customer and 
non-customer — by their first 
names than he did in his own 
home town. He liked people and 
people naturally liked him in 
return 

Cliff Gabel, the service sales- 
man. Nothing was too good for 
his customers. If you wanted an 
order right away, if you wanted 
help to wire your new home, if 
you wanted tickets for a new 
show in the city, Cliff Gabel 
was always ready to oblige with 


any and all of your requests 
Sometimes I think he spent 
more time with his customers 
on non-business affairs than with 
business,” his boss, Cincinnati's 
Johnson Electric Supply Co 
President C. W. “Bud” Johnson 
recalled ‘But the good part 
about Cliff was that his business 
and our business thrived on his 
personality 

How do you replace an irre 
placeable salesman? It’s not easy 
when you stop to consider it's 
someone like Cliff Gabel. You 
see, Cliff died suddenly in 1950, 
leaving a void in the Johnson 
company that was, both in a per 
sonal and business sense, one of 
the deepest the company has ex 
perienced 

But irreplaceable or not, Clift 
Gabel’s shoes still had to be 
filled. This was left up to Bud 
Johnson, the president, and Ed- 
die Mohr, the successor 


Turn page to see 
how Johnson and Mohr 
solved their problems 
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Tue JOHNSON ELECTRIC SUPPLY COMPANY 


ELECTRICAL SUPPLIES — TELEVISION and APPLIANCES — LIGHTING EQUIPMENT 
317-321 SYCAMORE STREET, CINCINNATI 2, OHIO 


FROM THE ofrice oF CLAUDE W. JOHNSON, JR. GA 3700 


This picture just about sums up the whole story as well as 1,000 words 
could tell it. Cliff Gabel will continue to be irreplaceable to those 
of us who knew him well as far as personal friendship is concerned. As 
a matter of fact, it is not going to be very easy for Eddie Mohr to 
reach the real value from ea business standpoint that Cliff was to our- 
selves and to his customers. 


But that is Eddie Mohr starting out right from our front door. He 
doesn't really see those shoes, of course; he just imagines what a job 
it is going to be to fill them. Eddie isn't going off half-cocked. He 
has 94 years of valuable training behind him, a part of it was in the 
Navy, just like his predecessor. Most of Cliff Gabel's customers who 
paid us a visit in the past few years will recognize Eddie as one of 
our alert counter salesmen. 


We are going to give Eddie Mohr about all the help we can; we have an 
idea you will enjoy giving him a little help, too. 


Sincerely yours, 


THE JOHNSON ELECTRIC SUPPLY CO. 


» Liddl 4 finanyp 


President 





ELECTRICAL WHOLESALING—February, 1954 
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How Management Solved Its Problem 


The search for Cliff Gabel's successor wasn't 
half the problem that training him posed—this 
indoctrination had to be started from scratch. 


HE old question: “Is it better to 

grow a man than to buy one? 
pestered Bud Johnson when the per 
sonal grief immediately following the 
death of Cliff Gabel turned into pro- 
fessional apprehension at the prospect 
of filling the crater-like vacancy in 
the company’s sales organization. 

‘Cliff's death came so unexpectedly, 
Johnson recalled, “that we were caught 
way off base. Here we were propelled 
into the very situation we had so con- 
veniently disregarded mentally many 
times before. If we were forewarned 
we could have prepared a little more 
scientifically. As it was, we had to 
groom a replacement from scratch.” 
e Not for Hire—After some consi- 
deration, the idea of “buying” a man 
was out. Too many unsuspecting snags 
put the damper on this recourse. Ex- 
perienced men don't ordinarily fit into 
the scheme of things, Johnson was 
reminded, especially if the experience 
is a product of another company’s 
training. 

Anyway, Johnson already 
crop of home grown sales recruits 
earmarked for the vacated position. 
One of these was Eddie Mohr, senior 
counterman with nine years experience 
—coming through the ranks of the 
stock, warehouse and inside sales de- 
partment of the company. He knew 
the products and was familiar with 
their applications. He proved his abil- 
ity to sell over the counter. He knew 
the customers personally — some of 
them Cliff's. Still, he was wet behind 
the ears field-wise, having been, up 
to then, literally untested in outside 
selling. He was Johnson's man 

Training him from scratch wasn’t 
exactly the company’s idea of a healthy 


had a 


sendoff. But it had to do. Johnson 
was Caught in a squeeze. 

They worked at it hard, Eddie and 
his cutors. One of them—Bud Johnson 
the line to both Eddie 
and his customers. To Mohr, whom he 
personally picked as the likeliest pro- 
spect for the selling job, he spoke 
about the gargantuan task 
him in attempting to reach 
of Cliff Gabel in a_ business 
sense. He explained to him the terri- 
tory he was going into, the type of 
people he would meet and a few of 
the obstacles he was sure to come up 
against. He told 
pected of him and reassured him of 
No sales 
None of the 
patronizing you-can-do-it-boy remarks 
Just plain, hard facts. 

e Appropriate Message—To Eddie's 


customers, Johnson made a 


-laid it on 


ahead of 
the real 
value 


him what was ex- 


every possible assistance 
meeting type approach 


surrring 
appeal for cooperation. Made in the 
form a letter (opposite 
appeal couched in language 
neither dripping with sentiment nor 
steeped in the cold formality of busi- 
ness talk. It was this appeal more than 

that cushioned the 
Eddie Mohr 
strange territory 


page), the 
was 


anything else 


entrance of into the 

Fellows like Frank Shaw, Johnson 
lighting specialist, and Clyde Parsons, 
manager of apparatus and supply sales, 
took Eddie under their wing and ex- 
plained their phases of the Johnson 
operation as it pertained to his new 
territory. Of couldn't be 
learned in only two month’s time. But 
Mohr at least knew he had these men 


course, it 


the 
questions he would be getting from 
the field 


to depend on for answers to 


The appeal of this letter, sent from Johnson's office to 
Cliff Gabel’s customers, did much to cushion the entrance 
of Eddie Mohr into the strange territory. 


February, 1954—ELECTRICAL WHOLESALING 


Others in the travelled 
with 


to show 


ce ym pany 
Mohr for the 
him 


months 
him 
acquainted with customers. One went 


first few 


around and get 
up to Kentucky with Eddie to show 
him around to some of the old timers 
there who were good friends of the 
company—nourished to that point by 
Cliff Gabel 
brother with 


Another salesman, an Elks 
Gabel at Madison, Ind. 
(Cliff was instrumental in getting him 
a coveted membership in that faternal 
organization), travelled Indiana 
Mohr, 


who were long time entries on John- 


into 


with visiting accounts there 
son sales ledgers 

e Study and Work—Eddie was an 
apt pupil. Bud Johnson was quick to 
notice that. His outlook was a healthy 
had 


and worked hard to accomplish it. 


one. He knew the job he to do 


All the weight of the Johnson or- 


vanization was behind him now. 
Nothing more could have been done 
from the administration end, except, 


Eddie 


could have been eased into the selling 


as Johnson himself conceded, 


ranks a little more gracefully.” 
This was impossible because of the 
And 


an impulsive move. It 


time element actually, it wasn't 
wasnt as if 
Mohr were plucked from the stock 
room and assignment for 
field 


background for the job 


given an 


selling; he had the necessary 


The only 
thing he really lacked was the refine 
ment of the pre-selling instruction 
period 

this cog the wheel 


Even without 


spun straight—unmindful, perhaps, of 
had 


After two years on outside assignment, 


the supposed strain it created 
Eddie Mohr has progressed at a rate 
that far exceeds Johnson's original 
He has 
on two of the company's appliance 
lines, he has kept the bulk of Cliff 
the 
company as before and has kept pace 


expectations become expert 


Gabel’s customers as friendly to 

with Gabel’s business volume through- 

out 
The 


how 


How 
Edd ie 


achieved 


stanza of this report— 
Mohr the replacement 
Eddie Mohr 


salesman—is yet another story 


success as the 
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BY BEING ATTENTIVE. 


ing specialist Frank Shaw took Mohr under their wing 


Mohr knew he had these men t 


Fellows like Johnson sales manager Cl\ 


de Parsons and light- 
In the first precarious months 


depend on for answers to questions from his territory 


Eddie Mohr had his own theory on how to handle 
sales resistance and he put it to work often. 
His new customers helped to show it was sound. 


That's how 


“BY just being myself 
Eddie Mohr sized up the atti- 
tude he carried with him into Cliff 
Gabel’s being 
myself meeting 
customers, answering their questions 
their 


way | 


territory. “By 
when it 


just 
came to 


needs. 
most of 


and servicing electrical 
That's the 
the initial obstacles 

Meeting 
part of the job. Mohr knew some of 
them personally from contact with 


overcame 


customers was the easy 


them at the Johnson city counter 
Those he didn’t know were informed 
of his appointment as Cliff Gabel’s 
successor through the mailing piece 
(preceding page) sent to them over 
the signature of C. W. “Bud” Johnson, 
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president of Johnson Electric Supply 

In this respect, it was only a case 
of Mohr’s understanding patience in 
listening attentively to the old time 
customers’ recounting of Cliff Gabel’s 
association with them—both personal 
and business. Cliff had a good many 
friends—Eddie among them—-so this 
part of the territory indoctrination 
was pleasant 

But one was on the 
breaking side, as Eddie 
spent the first week bringing back 
Cliffs belongings that had been left 
all over the territory,” he said. “They 
included two fishing rods, a shot gun, 
wading boots, a set of golf clubs and 


a couple of sets of tools.’ 


back- 


recalled. “J 


aspect 


BY BEING FRANK. When the questions 
did come and Mohr couldn't answer them 
he pleaded ignorance 
ticulars and had 


took down all par- 


them ved at the office 


How the 


bd Not SO Easy —Answering questions 


about products and applications and 
needs 


were a little less pleasant. Cliff's cus- 


servicing Customers’ electrical 


tomers were divided between smal] 
independent utilities, industrials and 
retail and contractor accounts. Many 
of them—especially those utility and 
industrial outfits—depended on Cliff's 
expert advice on electrical problems, 
from home 


wiring a to setting up a 


new business. They usually got this 
advice right on the spot. Cliff was the 
sort of salesman whose business was 


conducted more from his head than 
his catalog 

‘Me? As opened my 
Mohr thought back, “they 
knew right off that I wasn’t half the 
electrical engineer Cliff was. When | 
didn’t 


question or 


soon as | 


mouth, 


know the answer to a certain 


couldn't understand a 
certain electrical problem or find the 
exact product they asked for in the 
catalog, I didn’t beat around the bush. 
I pleaded ignorance and asked them 
point blank if they'd explain it a little 
more or give me a little more infor- 
mation so I could take the problem 
with me to the have it 
for them there. It’s sur- 


office and 
worked out 
prising the way some customers would 
then bend over backwards to help me 


out.” 
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BY BEING FRIENDLY. Meeting customers was the easy part 
In this respect it was only a case of his under 
time customers’ re 
counting of Cliff Gabel’s association with them 


of Mohr’s job 


standing patience in listening to old 


BY BEING 


INQUISITIVE. 
above), bent over backwards t 
Powers summed it 
through the door | knew | wa 


up this way 


o 
Customer Power 


Ralph 
help ut ) hr training 
When |! Eddie coming 


in for a littl . work 


Replacement Solved His Problem 


One of those customers was Ralph 
Powers, superintendent of the Board 
of Public Affairs in Blanchester, Ohio 
He summed up the feeling of most 
of Cliff's old customers 
I saw Eddie coming through the door, 
he recalled, “I knew I for a 
little instruction work. A few weeks 
before, I received a letter from his 
boss asking for my cooperation, so | 
was waiting for him 


“As soon as 


was in 


“Cliff Gabel was not only a business 
acquaintance of mine but he was also 
a personal friend 
friendship I felt it was the very least 


Because of this 
I could do to help his successor in 
every Eddie's a 
pupil. He learns fast. And while I still 
say that Cliff will always remain irre- 
placeable to his company—and to me, 
too—Eddie is just as nice a fellow to 
do business with.” 

e In the Majority—That’s the way 
it was with most of Cliff's customers, 
help. Of 
course, you're always going to have 


way I could. good 


this willingness to offer 
the fringe element—in this case, those 
customers who wouldn't have a thing 
to do with you no matter how much 
you tried to please. Eddie had his 
share. 

“One customer, especially, gave me 
a hard time,’ Eddie remarked. “He 
told me he didn’t want to do business 
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with me because ‘anyone selling whi 
10 doesn't know what he’s 
You know 


is not over 
talking about the routine 
about sending a boy out to do a man’s 
like that 


change so I just left him alone and 


job. Someone you can't 
went looking for new prospects 

The wooing of these new prospects 
was one of the factors behind Mohr's 
ability to keep pace with his prede- 
cessor volume-wise. It brought about 
a change in the variety of products he 
sold, due, in part, to the Johnson com 
pany’s expansion of appliance lines 
When Cliff Gabel traveled the territory, 
a good part of his time was spent on 
apparatus and supply applications. Now 
the appliance market has expanded for 
Mohr so that his over-all volume, split 
65 per cent apparatus and supply and 
35 per cent appliances, has become 
stabilized 

So at the end of the first two years 
of selling—and in competition with 
more than just other wholesale houses 
area—Eddie Mohr 
himself. In competition 


in the has estab- 


lished with 
the memory of Cliff Gabel, as far as 
personality and friendliness goes, 
Mohr has already passed the grade 
Trying to compete with his prede 
cessor’s knowledge of the industry, 
however, and his ability to resolve 


complex problems to the simplest of 


terms, has taken a while longer 
e Always Improving—In 
handicap, Mohr has 


Realizing 


he has 


Overcom 
ing this know-how 


been progressing steadily 


his limitations in this respect 


entered himself into university Courses 
on his own and attends night classes 
in the study of electrical engineering 


His leisure hours are spent cramming 


on equipment and application study 
along with a constant re-examination 


of the Johnson catalog. Manufacturer 


meetings at the Johnson office now 


hold an intense fascination for the 


young man who cant seem to irn 


enough about his market 


It has been a rewarding two years 


In that short period Mohr has become 


one of Johnson's salesmen on 


cop 


water heaters and a company expert 


on sewing machines. By “just being 


myself” he has kept a bustling terr 
(showing 


Clift 


tory in line with the times 


a 10 per cent increase over 


Gabel’s total volume as against the 


Johnson company’s 20 per cert ex 
pansion tor the addition of new lines 


He is 


to set up for his 


now embarking on a program 


company greater 


Cincinnati coverage of the residential 
lighting fixture market 
Eddie Mohr the re 


placement. It's now Eddie Mohr, suc 


Forget about 


cesstul salesman 





They even stood in the aisles to hear... 


An overflow audience of 326 electrical contractors, electri- 
cians, plant maintenance men and engineers, architects and 


home builders jammed West Michigan Electric Supply Co.'s 
meeting room on ‘“‘Adequate Wiring Night.”’ 


He's Spreading the Word 


Ray Jeffirs, president of West Michigan Electric Supply Co., Benton Harbor, Mich., 
is sold on adequate wiring's crucial need, and he is going all-out to sell others 


HERE'S a growing awareness of 
the importance of adequate wiring 
in a 15-county area radiating from 

Benton Harbor, Mich. To 

men there, adequate wiring is becom- 

ing less of an “industry expression” 
and more of a “must.” That's 
because R. A. (Ray) Jeffirs, president 
of West Michigan Electric Supply Co., 
has placed the selling force of his 
organization behind those two words. 

Here's how Jeffirs is making use of 
this selling force to spread the ade- 
quate wiring story: 

e Through a meeting he has pre- 


electrical 


local 


sented the need for adequate wiring 
and wiring modernization to 326 cus- 
tomers who design, install or maintain 
electrical systems. 

e Through his apparatus and sup- 
plies salesmen he is getting three-fold 


40 


coverage: presenting the adequate wir- 
ing story to customers who didn't 
attend the meeting, repeating it to 
those who did, and helping contractors 
sell adequate builders, 
architects and home buyers. 

e Through a direct mail piece he 
is promoting the importance of ade- 
quate wiring to Dodge-reported new 
home buyers. In part this folder says, 
“Make sure yours is an adequately 
wired home . . . be 
enough wiring capacity to take care 
of all the electrical conveniences you 
may the future, as 
those you install now. This extra capa- 
city will cost little more than a ‘bare 
minimum’ job now; adding supple- 
future will 


wiring to 


sure to have 


want in well as 


mentary service in the 


multiply your cost.’ 
e The Kick-off—The 


meeting was 


the starting point of the campaign. 
Held December 10th in the auditor- 
ium-sized meeting room of the West 
Michigan Electric Supply building, it 
was attended by an overflow audience 
of 326 electrical contractors, electri- 
cians, maintenance men and 
engineers, architects and home build- 
250. 
three 


plant 


ers. The number expected 
Tc ) b« OST 


sages were mailed to customers Over a 


attendance mes- 
two-week period. The first was in the 
form of an 
ond a “get on the bandwagon” bulletin, 
the third a reminder. Each 
stressed the that the meeting 
would be “one hour jam-packed with 
facts about the for adequate 
wiring to meet today’s needs in home 
and industry. Spend a profitable hour 
The mailings also played up 


invitation letter, the sec- 


final 
idea 


need 


with us 
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Jeffirs speak on today’s wiring crisis 


They heard the firm's president, R. A 


Jeffirs, present the case for adequate wiring 


and suggest that the time had come for all of them to do something about it 


on Adequate Wiring 


By George Ganzenmuller 


two other important features: that the 
presentation would be light on straight 
talk and heavy on visual presentations; 
that the meeting proper would be 
followed by food, beer and music. 

e Long-term Effort — West Michi- 
gan Electric Supply's adequate wiring 
effort is no one-shot affair. The meet- 
ing was only the beginning. Sustaining 
steps are already being taken. They 
include promotion and follow-through 
by salesmen. 

The firm's six apparatus and sup- 
plies salesmen are carrying the con- 
tents of Jeffirs’s presentation to 
customers who may or may not have 
attended the meeting. Their next step 
is to team up with electrical con- 


Jeffirs. “After all,” as he puts it, 


tractors and sell the need for adequate 
wiring to builders and architects. They 
also have instructions to take orders 
and send for the contractor's AW pro- 
motional kit put out by the National 
Adequate Wiring Bureau. Otherwise, 
Jeffirs figures, the kits just wouldn't 
be ordered. 

Jeffirs and his salesmen are work- 
ing under several handicaps. One is 
the fact that his selling area lacks an 
adequate wiring bureau. Another is 
that the local utility isn’t 
putting its weight behind the AW 


the fact 


program. But these things don’t daunt 
our 
i0-person organization can spread a 
lot of information in our territory.” 


Turn page for complete script of Jeffirs’s presentation 
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These appeals helped 
to bring themin... 


> 


Fs 
TT 44 
# , 


qr AL | (AZT | E 


5D) HKG ELECT SUPP bay ee) 
." a 4 rT} -_ ~ | 


TO WEST MICHIGAN'S 
ADEQUATE WIRING 
MEETING... 





THURSDAY 


|DEC. 10 
BPM. 


eve 
mel ng 
easery oF (asctiean Tease! 
‘ 


—_—_— 


He 


.7 PRM. 
(mipiacm ee ) 


Gf poe ob asd L. 


ai Plant £ 
A woke 


THIRD FLOOR 
OV R BUD ING 
BY and 400 © Bertnn Marker 


Bulletins 


Three mailings (above, the second) went 
out to contractor and industrial customers, 


drumming up attendance 


Food 


West Michigan Electric has 
good food and drink go a 


learned that 
long way te 
a meeting 


ward building attendance at 


Entertainment 


Entertainment, too, i a meeting 


night feature. It make 300d fellow 


ship, produces good w 
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What Jeffirs Said on Adequate Wiring 


When Ray Jeffirs decided to hold an 
adequate wiring meeting, he ran 
smack into a big problem. There was 
no such thing as a ready-made script 
slanted to his particular audience— 
contractors, electricians, plant main- 
tenance men and engineers, architects 
and home builders. What's more, 
there was a dearth of visual aids— 
flip charts, slide films, motion pic- 
tures—that Jeffirs feels are necessary 
to get ideas across at a meeting. Left 
pretty much to his own resources, he 
spent the better part of four days as- 
sembling his material, writing his 
script and having his visual aids pre- 
pared (at a cost of $40). From ELEC- 
TRICAL WHOLESALING, Business 


For quite some time, we have 
wanted to bring together in a meet- 
ing, electricians, contractors, plant en- 
gineers, maintenance men and any 
executives or other personnel of our 
industry interested in the maintenance, 
installation, purchase or planning of 
systems for homes, farms, 
commercial buildings and industry. It 
is a very fine thing for all of us 
interested in similar problems to get 
together in a meeting about our busi- 
ness and to mingle together to discuss 
our common problem and, of course, 
to enjoy good fellowship, such as is 
generated through a meeting like this. 

The bringing together of a diversi- 
fied group, including contractors, in- 
dustrial men and electricians, creates 
some problem in presenting a pro- 
gram that will hold the interest of all 
throughout the ‘entire meeting. There- 
fore, we have purposely planned this 
to be a brief meeting. 

We will present our program to you 
in three parts 

1. Adequate wiring for new homes 


electrical 


and buildings 
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A Complete Script 


Week and the National Adequate 
Wiring Bureau, he got his informa- 
tion on the crisis that exists and how 
to go about promoting adequate wir- 
ing for new homes; from the Ana- 
conda Wire & Cable Co., he got the 
facts he wanted on rewiring of exist- 
ing structures—homes, plants, com- 
mercial buildings—and a film on the 
manufacture of copper wire. Because 
other distributors who want to hold 
adequate wiring meetings face the 
same problem, ELECTRICAL 
WHOLESALING is publishing Jef- 
firs’s script in its entirety as an indus- 
try service, with references to his 
sources of information and the visual 


aids he used. 


Rewiring of existing structures. 
. Educational film on the manu- 
facture of insulated copper wires. 

We sincerely hope this program 
will help to promote and provide for 
extended use of electricity in the 
home, on the farm, in industry and 
in commercial enterprises. 

I don’t know how many straws 
have broken how many camels’ backs 
but I have a strange feeling. We may 
be about to witness another back 
breaking by the proverbial straw. The 
“camel” I'm talking about is the elec- 
trical industry and the “straw” is the 
inadequately wired home and build- 
ing. 

Inadequate wiring systems form a 
‘copper curtain” which is preventing 
free and extended use of electricity 
and electrical equipment by millions 
of American consumers. 

Tom Preston, associate editor of 
ELECTRICAL WHOLESALING, put it 
this way, (EW-Oct. '53, p. 69): 

“The electrical industry today is 
speeding along at a terrific clip on a 
dead-end street. Inadequate wiring 


? 
3 


threatens to turn the road of progress 
along which the electrical industry 
has been moving into a detour of major 
proportion. That’s exactly what will 
happen if something constructive isn’t 
done to thwart the one big threat— 
inadequate wiring—that can almost 
overnight sidetrack this industry 
through a nightmare of digression 
The production lines in (elec- 
trical equipment) factories are keep- 
ing time new developments, 
working at top speed to turn out ever 
increasing quantities of modern con- 
struction materials and appliances . . 
The situation is like reaching for a 
balloon and having it explode in your 
hands 
buy and can’t. The wiring in the aver- 
age structure today is not adequate 
enough to permit the installation and 


with 


The consumer is willing to 


correct operation of many new elec- 
trical products.” 

Can you imagine the automobile 
industry of today with its high produc- 
tion Capacity, its top notch distribution 
system and sales “know-how” being 
able to get rid of its production to a 
hungry consumer market if America 
had the mud roads of 1918? In the 
1918 era, the auto industry talked of 
“pulling America out of the mud.” 
They, as an industry, sold the idea to 
the auto consuming public and that 
same public became salesmen for the 
idea themselves and sold each other, 
and then turned around and paid 
the bill for the roads. No roads, no 
automobile industry growth. This is 
history 

Our industry is facing a “1918 mud 
1oad” situation with a 1953 production 
capacity. How can an industry that 
has made such rapid strides in dou- 
bling its productive capacity, in keep- 
ing abreast of the competitive spirit 
of modernization and efficiency, now 
be accused of falling so far below its 
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If You’re Thinking about Holding an AW Meeting, Ray Jeffirs Suggests .. . 


1. Pick the time most convenient for your 
customers. (“Tuesday and Thursday nights 
get the best attendance for us.”’) 

2. Stir up interest in your meeting by 
sending out enough mailings of the right 
type. (“We always use three.”’) 

3. Spend plenty of time preparing for the 
meeting. (“It takes me an hour to prepare 
for a minute’s worth of talking.”’) 


4. Make full use of visual aids—flip charts, 
slide films, movies. (‘I'm a great believer 
in visual education; 
straight talk.’’) 

5. Start the meeting promptly, don’t let 
it drag out (“12 hours is the maximum”) 
and serve refreshments afterwards. (“We 
have the facilities to serve our guests 
right on the premises.”’) 


it always beats 





standards in promoting the basic ele- 
ment—adequate wiring. This is every- 
body's problem, not just the problem 
of a few. Again quoting Preston, 
(EW-Oct. 53, p. 70): 

“By everybody is meant the 
executive, the salesman, the manufac- 
turer, the electrical contractor, the 
electrician, those actively engaged in 
the industry, as well as their families 
and relatives and their friends.” 

Inadequate wiring has ceased to be 
an academic question. It has reached 
a point where the job of every mem- 
ber of the industry may depend upon 
how successful the problem is solved 
The solution is a long range program. 
Let us begin now, each and everyone 
of us, individually and collectively. 

We have an organization in our 
industry that has been very active in 
sponsoring adequate wiring for new 
homes and that is the National Ade- 
quate Wiring Bureau, which is made 
up of each of the following: Na- 
tional Electrical Manufacturers As- 
National Association of 
Electrical Distributors, National Elec- 
trical Contractors Association, Edison 
Electric Institute, and International 
Association of Electrical Leagues. Such 
organizations as the American Home 
Lighting Institute, American Insti- 
tute of Electrical Engineers and Illu- 
minating Engineering Society partici- 
pated in setting up the standards. 
The job of promoting adequate wir- 
ing is not just the business of the 
National Adequate Wiring Bureau. It 
is the business of everyone in the 
industry. 

Too few consumers really know 
what adequate wiring means to them 
as homeowners. (Show Chart No. 1, 
“Here’s What Certified Adequate W ir- 
ing Means”—based on chart in photo- 
graph appearing on pages 80-81 in 
Oct. issue of ELECTRICAL WHOLE 


top 


sociation, 
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SALING.) Ask them point blank if they 
have ever considered adequate wiring 
for their new homes and they talk 
only in general terms of lights and 
outlets. Talk to them of circuit- 
arrangements and three-wire systems 
and you've got them beat. Talk to 
them about their electrical appliances 
and how the wiring in the home has 
a direct bearing on the efficiency and 
economy of each of them and you've 
got an avid listener. In wiring they 
show no interest; in the operation of 
their appliances they're all ears. (EW- 
Oct. °53, @. 73) 

Now let us chart 
shows something about the consump- 
tion of electricity and the use of ap- 
pliances in the average home. (Show 
Chart No. 2—simplified version of 
chart appearing on page 103, Oct. 3, 
‘53 issue of Business Week.) In 1930, 
the average house used 55 kw-hrs. of 
electricity a month. In 1950, it was 
up to 134 kw-hrs. and now it is around 
145 and by 1955 we expect it to be 
175 (EW-Oct. 53, p. 81). In the 
past 20 years, the number of electrical 
home appliances have jumped from 22 
to 56, and 9 of these new appliances 
are “big eaters” which require separate 


look at a that 


circuits and 3-wire service. 

Home builders and electrical con- 
tractors have an obligation to point 
out to the prospective home builder, 
the importance of adequate wiring in 
the new home. [n terms of additional 
outlay, adequate wiring costs from 
$150-200 more than a minimum wir- 
ing job. (EW-Oct. '53, p. 81.) 

These costs, of course, vary accord- 
ing to local codes and practices, but 
in a very general way adequate wiring 
as compared with a minimum job adds 
2 to 3 per cent to the total cost of a 
new house. On a theoretical $12,000 
house, conventional wiring costs $250- 
$300. The adequate wiring job may 


run $500. Don't . please don’t in- 
stall minimum requirement jobs 
There ought to be many, many more 
100-ampere residential services. Few, 
if any circuits, for new homes should 
use less than No. 12 

To help you inform building con 
and future home 
owners on the importance of adequate 
wiring, the National Adequate Wiring 
Bureau has prepared and made avail 
able for the cost of only $10.00 a 
complete kit that will put you in the 
business of promoting adequate wir 
ing. Contained in each is a wealth of 


wire 


tractors, architects 


information of prime importance to 
contractor and home 
can be 
your discre- 


the electrical 
builders. This 


intact or embellished at 


material used 
tion 


And now we say: Obsolete wiring 


systems for a “copper curtain” which 
is preventing free and extended use 
of electricity and electrical equipment 
by millions of American consumers 

Consider these facts: 
millions of buildings in this country 
10 years old, and 


There are 


that are more than 
in most of them the electrical wiring 
systems have not been improved since 
the buildings were built. Besides, most 
of the wiring was barely adequate for 
requirements which 
installed 


a steady 


the electrical 
existed at the time it was 
Since then there has been 
and continuing growth in 
electricity. We you a 
on home appliances as a good example 
The same thing has happened with 
other types of electrical equipment 
Here's the result: In most city 
homes, farm homes and out-buildings, 
buildings, 


possibly 


uses for 


showed chart 


commercial 
cannot 


factories and 
the wiring 
supply all the electricity that is needed 
and should be used today. Why does 
There are two 


(Continued on page 105) 


systems 


this condition exist? 
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SELLING MOTORS . . 


The Case for... 


Backing Up Salesmen 
With a Motor Service Shop 


*. 


Seve tery, 
. 


. . SERVICING MOTORS 


H. N. Crowder, Jr., Co., electrical distributing firm of Bethlehem, Pa., finds that 
supporting motor sales with a modern repair shop means big volume and repeat sales 


HEN it comes to motor selling, 

outside salesmen of H. N. Crow- 

der, Jr., Co., Bethlehem, Pa. have 
double-barrelled service backing. For 
one thing, there’s a six-man_ inside 
staff thoroughly trained on motor in- 
formation, application and price. But 
more important, according to the 
management, is the firm's motor repair 
shop manned by 21 skilled men, ready 
to handle motors from fractionals up 
to 1,000 hp. In the nine months of 
this branch's operation (home office 
is in Allentown), motor sales in the 
area picked up an estimated 50 per 
cent. 

Though Crowder’s salesmen sell a 
full line of industrial electrical equip- 
ment, they are particularly well briefed 
on the repair service facilities as a 
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By George D. Farley 


vital argument for profitable motor 
sales. The Lehigh Valley area the 
Crowder Co. covers is highly indus- 
trialized and, consequently, creative 
motor merchandising is big business. 
The salesmen sell standard motors 
open enclosure, total enclosure, ex- 
plosion proof and even open gear, but 
they know that the shop can service 
or repair any and all types—and fast. 
No motor is in the shop longer than 
three days. For example, a 250 hp. 
motor can be completely rewound in 
72 hours. If the customer needs it 
sooner, the job is tackled on a round- 
the-clock basis. That's the kind of re- 
assuring sales message the salesmen 
stress tO motor Customers. 
e Extras, Too—What'’s more, they 
sell many related items. “A man with 


a motor needs a lot of additional 
products,” points out Bethlehem Gen- 
eral Manager Joseph Holaska. “We 
constantly remind salesmen that this 
means profitable extras on every sale. 
We work on it from inside, too. When 
a motor comes in for repair, we point 
out the time, trouble and expense he 
can save by purchasing and carrying 
spare parts, wire, switches, and so on.” 
And the company follows through on 
this idea by adequate 
stocks of electrical supplies “tailored” 
to the needs of the many and varied 
industries in its area. 
branches in Allen- 
operate in the 


maintaining 


marketing 
( ‘rowder s other 


town and Easton, Pa. 
same way in selling industrials. 
Outside salesmen find that the serv- 


ice shop is a big talking point when 


ELECTRICAL WHOLESALING—February, 1954 





they come to the question of price. 
“It’s easier to sell quality motors and 
related items when you've got a fast, 
dependable repair service record in 
back of you,” says one. “Quick inside 
know-how and catalog information 
means a good repeat business, too” 
adds another. 

To bolster service still more, Crow- 
der, as a matter of policy, works 
closely with manufacturers’ field men 
Through a regularly scheduled, con- 
stantly operating team system, the 
company can call in a factory repre- 
sentative within hours after a particu- 
larly tough application problem shows 
up. But such an emergency is an ex- 
ception rather than the rule 
though the distributor's motor cus- 
tomers range from cement manufac- 
turers to doughnut makers. 

e Half-and-Half — One-half of the 
Bethlehem branch building houses the 
sales office, showroom, counter, neatly 


even 


arranged shelf stock, with ample space 
for the motors and heavy equipment 
at the rear. 

The motor service shop takes up 
the other half of the building. Its 
Operation is broken down into 
departments. One handles motors up 
to 1 hp.; the other repairs anything 
up to 1,000 hp. Each man on the staff 
is interchangeable. They are all quali- 
fied to work on fractional and larger 
motors. But for the sake of organiza- 
tion, they do specialize. 

e While-U-Wait — Usually brought 


two 





ELECTRICAL WHOLESALING recog- 
nizes that a distributor has certain 
very definite functions to perform. 
They do not include operating a 
motor service shop. However, in 
this instance, we are presenting a 
story showing how one distributor 
has turned a motor repair shop 
into a valuable sales tool for his 
organization. THE EDITORS 











in by customers, smaller motors are 
received at a service counter, opening 
directly into the shop. They are 
trouble-checked, repaired, final-tested 
and ready for pick-up or delivery 
generally within a few hours. Some- 
times the job can be done while the 
customer waits, and this makes quite 
a service impression 

The large motor shop’s operations 
still 
fairly simple. The secret lies in the 
layout. Trucks back into the built-in 
loading dock and the motors are taken 
off by a chain hoist on a five-ton 


are more time-consuming but 


crane, rigged to an overhead track run- 
ning in a complete circle around the 
shop. The motor has easy movement 
through its repair phases 

Here's how a typical repair job is 
handled. First, the motor is inspected 
and trouble-checked on a 1,800 rpm., 
i,000-volt testing panel. It needs re- 
winding, so it is stripped and the 
stator is placed in a burnout oven 
Then it is rewound, put in a chemical 


Crowder Sells and Services All Sizes 


LITTLE MOTORS—Smali motor department handles al! mo- 
hp. Motors can often be trouble-checked, re- 
paired, tested and returned to customer while he waits 


tors up to | 
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Holaska (1 


ing large motor operation to local 


dip tank or high pressure detergent 
Next, 


oven, reassembly 


cleaned it goes to the baking 


and then to final 


Elapsed time 1314 hours 


testing 


That's just one job handled by this 


wholesaler’s motor repair shop with 
maximum speed and efficiency 
e Leads, 


helpful to outside salesmen, the motor 


Too— As another angle 


repair shop can also furnish excellent 
leads to potential new motor and re 
lated sales 


equipment Shop workers 


often go out on emergency missions 
to aid plant maintenance men faced 
with motor troubles. Their personal 
observation turns up many a fruitful 


And 


sales 


lead for sales force follow-up 


they're not limited to motor 
They take in lighting, wiring, etc 
Motor 


Crowder’s total electrical wholesaling 


selling is just a part of 


operation in its industry-heavy trading 
area. But the motor repair service and 


inside sales know-how are good ex- 


amples of the firm's outside sales sup 


port—and it has paid off. The terri 


tory was formerly covered by the 


Allentown main house but somehow 


the company wasn't getting the best 
results in the area 
being in the 


being able to sell 


Just territory, says 
Holaska, has meant 
customers who might have gone else- 
where. “Our over-all service plus spe- 


cial facilities—like the motor service 
shop—has given outside salesmen the 
best support possible, and that’s vital 


in this business 


BIG MOTORS—Crowder’s Bethlehem general manager Joseph 


helps counter man Charle 


Schlener in explain- 


| electrician |. Teemos 





Hard Selling OUTSIDE 


Hammering home _  National’s 
outstanding service reputation, 
Sales Manager Jack Stanton 
stresses firm’s quality lines to 
H. |. McKeever, purchasing 
agent for local industrial 


ONDUCTING business on a hard- 

selling, unswerving, personal touch 

basis has enabled National Electric 
Supply Co., McKeesport, Pa., to create 
a solid, repeat market and to carve an 
enviable reputation in the trade. 

In 1% years of strictly wholesale 
operation, this distributor has accom- 
plished these surprising results: 

e A 900 per cent increase in dollar 
volume. 

e A 


1,000 accounts. 


rise from 5O to more than 
e A floor space and warehousing 
from 4,400 to 10,000 


square feet—with an additional 7,500 


increase of 


square feet in the offing. 

e A 10-mile increase in the radius 
of a now intensively cultivated market- 
ing area, plus indirect sales to plants 
as far away as Georgia and Idaho. 

e A 1,000 per cent rise in lighting 
fixture sales. 

e A jump from a '-ton panel truck 
to a 1014-ton vehicle to maintain a 
speedy 1-hour delivery reputation. 

e A personnel rise from 2 to 13 em- 
ployees directly concerned in a team 
sales operation. 

National Electric Supply Co. didn't 
make these gains from a small base 
business. This electrical distributing 
firm is the outgrowth of the 30-year 
old National Electric Co. which 
through the years had been conducting 
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What Goes into 


a retail-wholesale business—emphasis 
definitely on the retail. In September, 
1951 the company was bought by its 
present president, Leonard B. (Bud) 
Wechsler and his partner, a local phys- 
ician, Dr. Fisher. Wechsler, a gradu- 
ate of Duke University with extensive 
sales experience in the wholesale drug 
field, had definite ideas about revamp- 
ing the firm’s sales policy. 

Though, as he frankly admits, he 
didn't know conduit from Kleenex,” 
he saw a great opportunity for a full- 
line electrical wholesaling company 
in what seemed to be a relatively 
undeveloped marketing area, electrical 
sales-wise. To get “up” on the trade, 
he decided to go along with the retail 
status quo until he had carefully 
studied the situation. 

Wechsler and counterman 
Zack worked the 4,400 square 
store for one year on the old basis 
and tried through merchandising, pro- 
motion and means to make 
steady profitable gains. It didn’t work. 
The retail policy beat them at every 
turn. The business was subject to un- 
controllable fluctuations. In Wechsler’s 
own words, “We were doing a cheap, 
over-the-counter business with unpre- 
dictable ups and downs that convinced 
us we should sell wholesale only.” 


Tony 
foot 


other 


e New Faces — During that year, 


(September, ‘51 to September, 52), 


Wechsler began to lay the groundwork 
for the big switch in sales policy. New 
personnel came to National. Most im- 
portant to building the wholesaling 
trade was Sales Manager Jack Stanton. 
He brought technical 
knowledge and sales know-how with 
him. Well qualified in electrical engi- 
neering, he had been a top industrial 


invaluable 


sales representative with a Pittsburgh 


distributor and, before that, a_ sales 
engineer for a large electrical manu- 
facturer. Though he sold all types of 
accounts his forte was the industrial— 
the bigger, the better 

Rounding out the outside sales 
team, National added a salesman well- 
versed in selling contractors. His name: 
Jack Britton; his experience: several 
years with a large Pittsburgh distribu- 
tor. Other necessary inside employees 
were added to complete the prepara- 
tion for a changeover. Office workers, 
a stock man, a shipper, a truck driver 
(and truck) and another counter man 
joined the company under the direc- 
tion of service coordinator Wechsler. 
The addition of lighting fixture man- 
ager, Morry Lichter, completed the in- 
side sales team 

National Electric Supply was ready 
to convert to a wholesale only policy. 
It had one advantage to begin with 
McKeesport and its immediate en- 


virons were industrially rich but not 
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“* . teed 99 


a Success Story ? 


too well served, perhaps due primarily 
to its distance (about 15 miles) from 
Pittsburgh. Speedy delivery and service 
—the electrical distributor's mainstays 
—were somewhat hampered by the 
distance and limited facilities of hired 
trucking services. So the market was 
there for an alert, aggressive whole- 
saling firm to go after. And after it 
National went 

e Purchasing Big— Many national 
industrial giants had their home offices 
in the new trading area. Major steel, 
can and automotive body companies 
as well as large metal foundries and 
electrical manufacturers, to name a 
few. Quite a few of these companies 
purchased for their plants elsewhere 
Within a short time, National 
handling orders destined for plants as 
far away as Georgia and Idaho. Some 
of these industries were reaching their 
peak in expansion and modernization 
of facilities and National's sales staff 


was 


was garnering a larger share of this 
business via contractors day by day. 
Counter sales zoomed as the company 
built a reputation for adequate stocks 
of quality products and quick service 

The firm actively promoted _ its 
word-of-mouth reputation with pocket 
flashlights and ball point pens bearing 
its name. Stationery, memos, job esti- 
mate sheets, invoices all carried some 
sort of supplier message. National also 
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handed out free personal pocket size 
business diarys containing many pages 
of standard electrical engineering and 
data helpful in estimating 
addition, salesmen Stanton 


product 
needs. In 
and Britton distributed pocket size 
cards containing similar information 
to their accounts. All these pieces con- 
tained the company’s name and helped 
to furnish leads and open doors to 
sales 

The took rhe 


McKeesport contractors in promoting 


firm initiative with 
itself. Though there was no local asso 
National began a series of 
Manufac 


men conducted demonstrations, 


ciation, 
meetings for contractors 
turers 
answered detailed questions con 
tractors had always wanted answered 
The distributor provided the common 
meeting ground and reaped customer 
goodwill and profits 

e Rough Spots—National, of course, 
didn't achieve its surprising position 
without suffering growing pains along 
the way. Problems were corrected as 
soon as possible. For example, volume 
quickly outstripped capacity to handle 
orders. Monthly billing ran about 5 
days behind. After careful study a 
bookkeeping and billing machine pro- 
cedure was set up and the rough spot 
ironed out 

with all other 


That's how it went 


obstacles in the way of efficiency. Na 


@ Hard Selling INSIDE 


Hospitality C 
National Electric Supply how 
Bud’’ Wech 
product 

ffee t 
ontractor cust 


In the rner of 


room, President 


ler serves up new 


formation and hot c 


reiaxing mer 


tional’s office operation was adapted 
for maximum support of outside sales 
men Britton A. slack 


office attitude undermines your outside 


Stanton and 
men, and after all they are the company 
to most Customers,” explains Wechsler 
We started out with a personal rela 
tionship with each customer and oper 
ated as a tight team unit to keep it 
that 
e Always Air Gripes — Complaints 
National 


returns without argument or penalty 


way 


are handled quickly takes 


It has no restocking charge even on 


special orders from manufacturers 


Delivery complaints are few—em 
ployees Cars are used on rush orders 
if necessary. In line with this team 
information 


As Wechsler 


Criticism isn't always con 


spirit, free exchange of 


and criticism are the rule 
puts it 


structive burt it clears the air. Even a 


gripe can be turned into a_ service 


improvement. And if service ever gets 


to be the only thing left to sell, it'll 
be the best 


Wechsler 


Mr. Inside and Outside, are 


National's 


Optimist 1¢ 


and Stanton 


about the firm’s future. Says President 


Wechsler 


ahead of ous 


After | years, were tar 


own expectations and 
right now we cant foresee any limit 
Man 


As long as we keep 
high 


In smiling agreement, Sales 
ager Stanton asks 
the personal touch—how is up? 
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Sizing Up the Prospect on the Spot: a 3-minute Job 








2nd MINUTE—Entering the Store: 





Ist MINUTE—Approaching the Store: 


Observing income level of neighborhood, outside appearance of store; window 


Observing the lighting, furnishings, cleanli- 


displays—type of merchandise shown, chief competing products, well or poorly ness; arrangement of stock, floor and 


arranged, price levels; sales appeal—product quality or wild deals 


Zeroing In on the 


counter displays orderly or disorderly; 


Prospect 


Robot selling methods can work for supermarkets—but not for you. Today more than 
ever it takes dead aim to sell a specific customer. This means learning a lot about 
a prospect in advance. Here's what you ought to know, and where and how to find it. 


By Francis W. Sullivan 


he superiorities of Mrs. Moppett’s jams and jellies 
and offers a special deal today on strawberry preserve 
The friendly voice in the appliance store that gives a 
compelling one-minute sales talk about the big TV set, 
coming on when the “welcome” mat laid in front of the 


Te voice in the supermarket that loudly proclaims 
t 


set is accidentally stepped on. 

These are just two examples of the new robot, or 
“push button,” selling methods which are gaining favor 
as sure means to reach mass markets. Not only retail 
stores employ the tape-recorder with the breezy message; 
banks, service stations, bus lines and carnivals now offer 
their captive audiences new services or pleasures at 
moments when they are most likely to be in a buying 
mood. 

This doesn’t mean that robots will take the place of 
flesh-and-blood salesmen where individual contacts are 
required. But it pinpoints a sharp tendency in salesmen 
during the seller's market just past: to become more 
and more automatic in their selling; to substitute the 
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shotgun approach to many prospects for the rifle aim at 
a specific customer and his problems. The tendency car- 
ries its own warning. There is little difference between 
a mechanical (tape-recorded ) sales talk made to a group 
of people and a sales talk made mechanically by a sales- 
man to scattered individuals 

But in the latter case the results can be far more 
costly, time-wasting and hurtful to the salesman. Prob- 
ably you can recall occasions when you have been the 
target for a skillful sales presentation but found, as the 
talk went on, that many of the points or statements made 
had no application to your specific needs or situation 
The result was that you lost interest in the proposition; 
but more important, you lost respect for the salesman 
who hadn't taken the trouble to find out in advance what 
made your problem different and offered ways to solve 
that problem. 

Now salesmen are learning the hard way the im- 
portance of intelligent preparation for the interview. 
Buyers are loosening old trade ties and examining every 
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featured merchandise; types of clerks; types 
of customers; store atmosphere — keen 
merchandising or dully waiting for trade 


proposition . . . competition includes more salesmen and 
better trained salesmen . . . demonstrated value per dollar 
spent is the most powerful closing argument in today’s 
buyer markets new outlets are a “must” to insure 
tomorrow's volume and profits. 

Are you prepared to meet these new challenges? More 
and more salesmen are finding that developing facts about 
a prospect in advance of the call enables them to sell 
with more confidence and skill. 

What information will you need, and where and how 
will you find it? 

As to the “what” there is a simple definition: develop 
all the pertinent business and personal information about 
an account or person on whom you expect to call. Meth- 
ods of securing the information differ according to the 
type of prospect, but a few principles can be applied 
to all 


Checking the Record... 


Let us suppose that you call chiefly on appliance stores 


and that you plan to call on 10 prospects during the 
next week. These may include brand new contacts, 
prospects previously called on but not sold, and lost 
accounts you are trying to revive. With little effort you 
can develop from the office what records are on file 
regarding each one. Not only credit information, but facts 
as to size, annual volume of business, competitive lines 
carried, standing in the trade, history, changes in man- 
agement or ownership, personal characteristics of the 
buyer, indicating his methods or preferences; facts cover- 
ing any troubles or disagreements in the past and how 
these matters stand now. 

Contrast in your mind’s eye the difference between 
making a first call armed with this information, and walk- 
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3rd MINUTE—Observing the Buyer: 


Sizing up his apparent personality characteristics—lively or dull, active or lazy 
tense or relaxed; his treatment of personnel; his attitude toward customers 
his reaction when he sees salesman— irritated, bored or open-minded 





ing in without it. Assess the confident, constructive sell 
ing job you could make under the first situation against 
the stumbling, hope-for-the-best effort certain in the sec- 
ond. Not only would you know what to expect, but you 
would have a solution worked out in terms of the 
prospect's interests. 

If you work principally with larger electrical con 
tractors or combination dealer-contractors, checking the 
record becomes of even greater importance. The size of 
the account, the value of the immediate order and the 
potential future business will determine the amount of 
pre-approach you can afford to give 

In this case, office records alone will not suffice 
Special reports from credit agencies and consultation of 
standard business directories will often be needed to 
complete the picture. Where very large business is at 
stake, no source of information can be overlooked as to 
its people, its history, methods, progress, policies and 
standing. 

Experts at big-ticket selling use two other sources 
often overlooked 

e Their own company’s top executives. These men 
frequently learn of plans and developments affecting 
specific accounts and the industry as a whole well in 
advance of public knowledge 

e Other departments which are in position to hear 
or discover significant facts—credit, sales promotion, ad 
vertising, accounting, shipping. Conventions, sales meet 
ings, luncheon clubs or a sociable golf game may produce 
the bit of news which will prepare you fully for an 
important first contact 

But, you may be thinking, that will cost a lot of time 
and trouble 

Not compared with the payoff, as the top 25 per 
cent of salesmen have found out—the men who write 75 
per cent of the nation’s business. And there is a secondary 


ag 








reward: few things please a purchasing officer more than 
to have a salesman walk in who is equipped to talk 
intelligently about his (the buyer’s) company, products 
and present problems and then offer an intelligent solu- 
tion of those problems. 


Looking... 


Salesmen in any line of business that requires numer- 
ous Calls on retailers without opportunity for preparation 
have developed an observational technique amazing in 
its effectiveness as preparation for the interview. In the 
three minutes between the time he approaches the store 
and his opening remarks to the buyer, concentrated obser- 
vation wil! reveal a mass of information vital to the 
presentation. Usually in these categories: 

1. Approaching the Store—Neighborhood, income 
levels, outside appearance of store (clean, modern, at- 
tractive; old, unpainted, dingy). Window displays: type 
of merchandise shown, chief competitor, price levels; 
displays well or poorly arranged; type of lighting; sales 
appeal—wild-eyed “deals” or conservative offers; merchan- 
dise priced or unpriced. 

2. Entering the Store—Lighting, furnishings, clean- 
liness; arrangement of stock, floor or counter displays— 
orderly or disorderly; featured merchandise; modern, 
progressive appearance or the reverse. Type of clerks, 
type of customers; store atmosphere—active, keen mer- 
chandising or dully waiting for trade. 

3. Observing the buyer (if he works on floor )— 
Personality characteristics—lively or dull, active or lazy, 
tense or relaxed; his treatment of personnel; attitude 
towards customers; his reaction when he sees salesman 
—irritated and bored or open-minded about new prod- 
ucts and propositions. 

Most salesmen make some form of analysis instinc- 
tively when approaching a prospect for the first time 
It is a sort of marshalling of forces for the attack. They 
think something like this: “Here is a retailer; he is in- 
terested in salable merchandise that will give him good 
turnover and profits. I've got what he wants. Let’s go!” 

Good only so far; the generalities may have only 
limited application. If it concerns you, the store you 
are about to enter may be a cut-price trouble-maker, or 
one operated by a fuddy-duddy who won't cooperate in 
sales promotion, or one about to fold under the stress 
of competition. Each is different from the other in its 
needs and aims, and you will get attention and make 
sales only in proportion as you sell to those needs and 
aims. 

Use the three-minute rundown outlined above like 
a Geiger counter to reveal indications of hidden treasure. 
As the significant facts click off they will begin to shape 
fast into the most effective sales presentation to meet 
each individual case. Such facts are 

e The prospect's featured merchandise lines; your 
principal competitor; price range of volume business. 

e The prospect's chief buying motives, such as volume 
and turnover versus prestige and unit profit; conservative 
quality selling versus “deals” and promotions; quick profit 
versus long-range benefits. And so on 

e The principal objections he will probably raise, 
based on the problem he encounters operating his store 
with his personality in his neighborhood. 
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The above facts and your past experience enable you 
almost instantly to select the most effective selling meth- 
ods to gain maximum response; whether an aggressive 
approach or a casual one, low or high-pressure follow-up, 
a fast, highlighted story of benefits, or a detailed step- 
by-step structure based on complete product analysis. 

But, whatever method you decide upon, you have a 
plan, and therefore an advantage. 

Salesmen calling principally on large and medium- 
sized contractors necessarily give more time and care 
to the pre-approach. Often a preliminary fact-finding 
call is justified as the basis for preparing a survey pro- 
posal. Even in this, many of the observational techniques 
of the fast retail rundown can be applied, but modified 
to meet the consumer situation. 


Listening . .. 


If you have mastered the art of seeing when you 
look, you have probably also learned to listen when you 
hear. Are you anxious to verify financial rumors about 
an account? To learn how much truth there is in those 
hints about the new buyer for the housing project. Has 
the swanky new store actually been taking in deliveries 
from mysterious sources at night? 

The answers to these and other important questions 
often cannot be learned from records or observation, but 
inquiry through the right channels will develop the facts 

Introduced properly by your company’s bank (your 
sales manager can arrange this) you will find local 
bankers most co-operative as sources of accurate financial 
information. Neighborhood merchants in other lines of 
trade can supply facts about a prospect's day-by-day oper- 
ations obtainable nowhere else. Non-competitive sales- 
men are frequently excellent sources of credit data, not to 
mention blazing comments on the eccentricities of buyers 
Use your old accounts to learn facts about their new 
competitor. Finally, if you can manage to chat with any 
of the prospect's personnel before the interview, they 
will often convey an atmosphere, a reflection of company 
personality, which may give the right slant to your 
approach and presentation 

Checking the record, observing, listening; to what 
does it all add up? More than you realize, perhaps. Few 
salesmen will quarrel with the need for continuous ad- 
vance information regarding every account since the 
payoff takes the form of more sales and more money 
But only if such information is based on the fact that 
every account is different. It's the difference that makes 
the difference. 


Building Sales Three Ways... 


But the time and trouble you spend in this effort 
gives you another great advantage: an unequalled op- 
portunity for personalized service. The tougher selling in 
hard goods lines forecast for 1954 will place a premium 
on ingenuity and resourcefulness in helping customers 
solve their problems. Thorough knowledge of every ac- 
count will enable you to accomplish this in three ways 

1. Present Problems—Though the buying public still 
has plenty of money to spend, consumers are becoming in- 


(Continued on page 103) 
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to the president... 


Everyone Gets into 
The Purchasing Act 


A lot of people have their fingers in the pur- 
chasing pie at Coghlin Electric, Worcester, Mass. 
But purchasing agent Carl Bridgham doesn't mind, 
says it helps keep merchandise moving from stock 


N newspaper circles it is often said 

that a reporter is only as good as 

his informants—and the extent to 
which he uses their information. In 
the wholesaling business it can also 
be said that a purchasing agent is 
only as good as his advisors—and his 
ability to correlate their recommenda 
tions on purchasing with his own 
judgment on demand 

At Coghlin Electric Co., Worcester 
Mass., a lot of people have their fingers 
in the purchasing pie without actually 
being associated with the job itself 
Carl Bridgham, Coghlin purchasing 
agent for supplies, doesn’t mind it at 
all. In fact, he encourages it. It’s a 
means to an end, he says. This advi 
sory counsel both Si licited and un 
solicited—enables his company to al 


ways keep if stock an adequate in 


] 
ventory of all 


to render to the customer the best 


items which will help 


possible service. Here are the sources 
of this advice 

e From the customer Bridgham will 
probably get a description with 
gestures of a new product his men 
use in the field that will be a natural 
seller for the Coghlin company 

e From the inside salesmen he'll get 
the lowdown on certain products that 
are slow movers, others that show 
promise of stepping up in demand 

e From the outside salesmen he'll 
get information on the possible sales 
appeal of a new item the company 
is considering taking on 

e From the pricing clerk he'll get 
an insight into the movement of prod 
ucts 

e From the president J. W. Cogh 
lin, he'll get advice in answering ox 
casional complaints from customers 

eFrom T. G. Leary, his immediate 
superior, he'll get help in planning 
and executing a sales meeting for the 
introduction of a new product 

e From trade magazines and manu 
facturers’ salesmen he learns of new 
products, their applications and—most 
of all—their sales potential 

The comments of these men Carry 
their share of weight with the deci 
sions ultimately made by Bridgham 
and his company. But it is the evalu 
ation of these comments that counts 
in the record book of a purchasing 
agent. That's where Bridgham’s de 
pendence on other's opinions ends and 
his real responsibility begins 


For a photo re-enactment of Carl Bridgham’s “listening post’ technique, turn page 
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Everyone Gets into 
The Purchasing Act cont. 





TO GIVE A DESCRIPTION of a 
new product. Here, customer Boni 
Paulino tells p.a. Carl Bridgham 
about a “hot” item he and his men 
find useful in the field. He had 
other customers like him advise 
Carl that Coghlin company is los- 
ing a good bet if it doesn’t take on 
the new line. 


TO GIVE ADVICE on handling 
occasional complaints. President J. 
W. Coghlin shows complaint letter 
and asks Carl to check back to lo- 
cate the root of the trouble and to 
determine responsibility. This ob- 
tained, checking, 
Coghlin himself will answer the 


after careful 


complaint letter. 


They come to 


TO GIVE A SALES PITCH on new addition to line. 
Harvey-Hubbell representative Art Newman shows 
Carl the makeup of new receptacle, its applications 
and its sales potential. Brigham is most interested in 
latter—its selling power. 
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\ — ~— : : 
TO GIVE A COMPLAINT on delivery. Billi Robbins, 
counterman, wants to know disposition of order whose 
delivery date is overdue. After three weekly follow-up 
supplier, telephone call 


postcards are mailed to 


(above) is last resort. 
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TO GET ADVICE on the schedul 
ing of sales meeting for the intro- 
duction of a new product line, Carl 
visits T. G. Leary, TV and appli- 
ance purchasing agent, for his 
opinions on most opportune meet- 
ing date. Bridgham often draws on 
Leary’s experience for the solution 
of everyday purchasing problems. 


TO GET A _ REACTION from 
others in the company who will 
be charged with selling the new 
product, Bridgham makes it a point 
to get salesmen’s ideas before offi- 
cially taking on the line. Here, the 
topic of discussion is a new recep- 
tacle. Bridgham’s question through- 
out: “Will it have a market?” 


TO GET INFORMATION on the movement of prod- TO GET ASSISTANCE in keeping maximum-mini- 
ucts, Bridgham works closely with pricing clerk Dick mum quantities of over 2,000 items in inventory, 
Gannon who gives him daily report based on day's Bridgham consults often with head inside salesman 
purchase orders. System serves as inventory check, is Foster Cahoon. Cahoon guides Bridgham in the 
extended for weekly ordering. purchase of bread-and-butter items. 
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THE SALESMAN’S TECHNICAL NOTES 

















STANDARD 


BULB 
SHADES 


WATTAGES AVAILABLE 
in each shape are 
represented by ‘H- number inside 


bulbs. Si3e¢ of bulb varies with 
wattage. 


A-H4 
AH-4 
H100-AG 








T 


DESIGNATIONS VARY 

with mandlacturers. 
all designate a /oo-watt 
lamp of general type A” 











“H"-NUMBERS |H3 | 





H4 coca inne 




















STARTING CHARACTERISTICS 


Sfarting ul an 


TYPICAL CIRCUIT 
LAMP OPERATION 


current 1s carried entirely it begins fo carry part 
by Argon gas. of the current. 


AT FULL 


OPERATI NG PRESSURE 


mercury vapor carries the 
entire current 
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Pinpoints the Information You Need on... 





Mercury Vapor Lamps 


By W. J. Novak 
And J. F. McPartland 


ERCURY vapor lamps are classi- 
fied as electric discharge lamps— 
light is produced by gaseous con- 

duction (a passage of electric current 
through a vapor or gas). A voltage is 
applied between two electrodes, one at 
each end within the lamp housing, in- 
itiating a flow of current. Interaction 
between the current electrons and the 
gas molecules produces light. To limit 
and stabilize current flow in electric dis- 
charge sources, a transformer or similar 
current-limiting device must be used. 
The transformer also provides the proper 
voltage to initiate the arc 


Construction 


Mercury lamps generally consist of 
two bulbs—an arc-tube, containing the 
electric discharge through the gas, within 
an outer bulb which protects the arc-tube 
from the effects of temperature changes 
The arc-tube is made of quartz or hard 
glass; the outer bulb, of hard glass. 

Mercury vapor lamps contain vapor- 
ized mercury as the “gas.” A _ small 
amount of argon gas is also used to af- 
ford easy starting. It initiates the current 
flow and vaporizes the small drops of 
mercury within the lamp. The mercury 
vapor then conducts the current. 

Either tungsten coils with an electron- 
emissive coating* or elements of thori- 
um metal are used for electrodes 

Energy Output—tIn the spectrum of 
light and energy rays, mercury vapor 
lamps produce ultraviolet rays, visible 
light rays and infrared rays. By design, 
mercury lamps vary according to energy 
output in the spectrum regions. Lamps 
for lighting have high energy output in 
the visible regions. Lamps which create 
fluorescence in dyes and pigments pro- 
duce energy in the near ultraviolet or 

Black Light” region. Other lamps, such 
as sunlight and vitamin-D producing 
types and germicidal lamps, produce 
ultraviolet shorter 
lengths. 

Lamp use determines the choice be- 
tween quartz or glass for the arc-tube. 
Quartz arc-tube lamps have better color 
quality and 25 per cent higher .nitial 
light output than glass arc-tube types. 


* Easily 
rent 


radiation of wave- 


gives up electrons to produce cur 
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The quartz type is smaller, more brilliant 
and better suited to lens or reflector con- 
trol of its output. The glass-tube type 
must be operated in a vertical position; 
the quartz type, in any position. 


Operation 


Required starting voltage for a mer- 
cury lamp depends upon the electrode 
arrangement. High voltage (as high as 
1200 volts) must be applied between 
electrodes in two-electrode type lamps. 
Those lamps with an auxiliary starting 
electrode, the more common three-elec- 
trode lamps, require much lower voltage 
(220 and 250 volts) for starting. 

For each type of mercury lamp, there 
is a proper transformer to provide re- 
quired lamp voltage and current-limit- 
ing. Although operation of lamp and 
transformer is ordinarily at low power 
factor (50-60 per cent), transformers 
with built-in capacitors are commonly 
used to raise the power factor to 90 per 
cent or better. Both single-and two-lamp 
transformers are available, but wattage 
loss and stroboscopic effect are mini 
mized with the two-lamp type. 

Mercury lamps take several minutes 
to stabilize to normal operating conditions 
and maximum light output after initia- 
tion of the arc. Interruption of current 
or a quick decrease of 15 per cent or 
more in operating voltage will extin 
guish a lamp. 

The number of times a mercury lamp 
is started greatly affects its light output 
and life. Each time a lamp is started 
some of the emissive coating on the 
electrodes falls away and is deposited on 
the bulb. The starts continually darken 
the bulb and ultimately exhaust the 
emission material. Average life, however, 
is relatively long. 

Temperature of surrounding air has 
little effect on double-bulb lamps; but 
single-bulb types are not satisfactory at 
temperatures below 32° F., unless some 
protective shield is used. All discharge 
lamps, however, require higher than nor 
mal voltage for starting when used in 
cold air. Such is the case with outdoor 
applications in cold climate areas, partic- 
ularly with quartz arc-tubes 

Very high operating temperatures can 
do much damage to mercury lamps. Care 
should be taken that no luminaire used 
with these lamps traps heat around the 
lamp. 

Designations — A _letter-and-number 
type of designation is used to identify 
specific mercury lamp types. The letter 


‘H” is used on all designations of mer 
cury lamps. All lamp types of the same 
wattage and transformer requirement are 
identified by the same “H-numeral.’ 
To differentiate between lamp types 
of the H-numeral 
another letter is used ahead of the “H 
numeral” —e.g., A-H1, B-H1 


same designation 


Applications 


True color rendition is not possible 
mercury 
spectrum makes the mercury lamp a very 
light, heavy 
concentrations in the blue and green re 


with lamps. Although its line 


efficient source of output 
gions and absence of sufficient output in 
the red region distorts colors 
Correction for color distortion can be 
achieved by using incandescent lamps in 
combination with the mercury units. To 
effect noticeable color correction, at least 
15 per cent of total light output of a 
combination of and 
cent lighting should be incandescent. For 
a ratio greater than 60 per cent incandes 
cent to 40 per 
negligible color correction is possible by 
adding more incandescent lighting 
Color corrected mercury lamps, with 
an inside phosphor coat to add red color, 


mercury incandes 


cent mercury vapor, 


are also available for many applications 

Stroboscopic (flickering) effect of 
mercury lamps is caused by the 120 on 
and-off arc-strikes when mercury lamp 
are used on 60-cycle alternating current 
The use of two lamps on lead-lag trans 
former, three lamps on separate phases 
of a 
candescent lamps in combination with 
this effect 


3-phase supply or the use of in 


the mercury minimizes 
Typical mercury lamp applications 
High Bay Industrial Lighting 

Where high level, efficient light output 


type 


is required, and color rendition is not 
important. 

Floodlighting and Street Lighting 
For high level, efficient output from a 
small source 

Projection Systems 
limited by color characteristics 

Photochemical Applications— W her« 


ultraviolet output is useful; i.e., chlorina 


Application 


tion, water sterilization, photocopying 

Black Light—For a wide range of in 
spection techniques by ultraviolet activa 
tion of fluorescent and phosphorescent 
dyes and pigments 

Sun Lamps — To 
lines in the erythemal region of ultra 
violet energy, producing suntan 


utilize spectrum 


Next Month: Fivorescent Lamps 
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H. D. Roden, Roden Electric Supply Co., Knoxville, Tenn., 
relaxes while Capt. Rod Sullivan, Captain Rod Sullivan, 
Inc., Sanford, N. C., gets across an important point 


A friendly greeting is offered NECA President D. B. Clayton, left, 
by B. F. Buchan, president, Southern States Supply Co., Charlotte 
N. C. and president, Southeastern Electrical Wholesalers Assn. 


C. Q. Townsend, Townsend Electric Supply Co., Albany, 
Ga., R. W. Brantley, Central Electric Supply Co., Hickory, 
N. C., and Gene Palmer, also of Townsend Electric Supply, 
wait for an ‘“‘Industry Day’’ session to start 


No Prophets of Gloom 
On SEWA’s Podium 


Optimism—with some reservations—was the word of the day in Atlanta, Ga., at the 
4th "Industry Day’ meeting of the Southeastern Electrical Wholesalers Association 


By E. Dalton White 
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ay. 


Frank Werheim, Appleton Electric Co., Chicago, discusses trends with 
Fred H. Dendy, Sr., Electric Wholesalers, Inc., 
treasurer; and Woody Strong, also of Appleton Electric 


ware Co., 
Loeb 


Atlanta, and SEWA 


\ 


Waiting for a session are Max A, Eisenberg, Loeb Hard 
Montgomery 
and L. W. Hill, Hill-Soberg Co., Inc 


Ala., Mose A. Snetman, als: 
M wre A a 


ft 


Ben S. Weil, 


Electric Supply Co 


Mayer 


Birmingham 


J. B. Carson, Kingsport Electric Co., Kings president, 


H. W. Crowe, Jr., Electric Supply Co., Gads 
port, Tenn., Mike Welch, Triangle Conduit 


den, Ga., lends an ear to Joe Perry, The Elec- 
Aor 


tric Supply Co., Atlanta, Ga, at 
conference in Atlanta 


HERE were no prophets of gloom 
on the podium at the fourth “In- 
dustry Day’ meeting of the South- 
Electrical Wholesalers 
Speakers at Atlanta—stressing 


eastern Associ- 
ation 
the strong factors underlying the na- 
tional economy—were of the opinion 
there would be a high volume of busi- 
ness this year, though it was conceded 
more aggressive sales programs are 
necessary. 

This was substantiated by Lothair 
Teetor, Assistant Secretary of Com- 
for Domestic Affairs, 
former chairman of the board .for the 
Perfect Circle Corp. He declared that 
his department believes the pessimism 
flowing from some economic quarters 


cannot be supported by a 


merce and 


correct 
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this year's 


& Cable Co., 


Electrical Wholesalers, Inc., Atlanta 


analysis of the facts. Other speakers 
held on 


on the two-day program, 
January 14 and 15, reflected similar 
into focus the 


views by bringing 


stimulating effects new products and 


higher consumer demands have on 


business 
Retiring SEWA President W. Har 
old Butt, after welcoming visitors and 
introducing new members, pointed out 
ndustry is now free of controls and 
regulations. Materials and supplies are 
readily obtainable, Mr. Butt said, and 
the industry has enjoyed a high level 
of activity. 
e Back to Selling — However, 
cautioned, 
keen and the need 


this year 


is to be back in 


competition Ss 


the old selling game” to obtain busi- 


Atlanta, and John R. Thornton, 


with Ray R. Morgan, Sr., 


gan Electr Gadsden, Ga 


ness. He pointed to the great expan 


sion in power facilities in the South 
the development of new 


handled by 


cast and 
products which must be 
the wholesaler 

a rumbling around about 


Mr 


suggested 


There iS 
reducing the cost of distribution, 
Butt stated 
that 
The 


als as che 


and some have 


the middleman be eliminated 


distribute 


done he 


wholesaler can mate 


ply as it can be 
retorted 


M1 


kept 


Butt 


] | 
a minimum level, and whole 


urged operating costs be 


salers cooperate with manufacturers in 


] 


giving them needed 


Most 


7 eetor § 


sales coverage 
encouraging to business was 


that those in 


Mr 


the Eisenhower 


statement 


Administration “firmly 
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“Electrical wholesaling . . . rough, tough and competitive’ 


believe in the resourcefulness of Amer- 
ican businessmen.” He said govern- 
ment officials “do not believe in master 
planning. They believe in free markets 
and within the 
framework of decent competition. 
They believe in the absolute minimum 
of regulations and controls on busi- 


freedom of action 


ness.” 

Mr. Teetor added government offi- 

cials have the “absolute conviction that 
American business can and should be 
responsible for its own success and 
growth.” 
e Population Growth While 
providing business with the philosophy 
of the Eisenhower Administration, Mr. 
Teetor substantiated it with some hard 
facts. He noted the largest pertinent 
factor in our dynamic, growing econ- 
omy in the years ahead will be the 
leap in population. There was a 19 
million gain from 1940 to 1950 and 
there will be another 28 million be- 
tween 1950 and 1960. The South's 
growth was encouraging, with a 2,- 
065,000 population gain in the past 
three years. In the eleven Southeastern 
states, income totaled $38 billion or 
$1,185 per capita. 

For the electrical wholesaling in- 
dustry, Mr. Teetor saw a bright trend 
with new construction remaining at 
or near 1953 900,000 
homes to construct, business continu- 


levels, new 
ing to expand and new products to 


increase sales volume. He concluded 
that any speculation about a serious 
recession is unwarranted by the facts, 
decline from 1953 peaks 


make 1954 a good year 


and any 
would still 
for business 
e Optimistic View — Arthur W 
Hooper, editor of ELECTRICAL 
WHOLESALING, in enumerating some 
of the problems of the wholesaler in 
the new level of economic activity, 
held an optimistic view for business 
Although 1953 approach 
$5.7 billions, it still be known 
as a year of “profitless prosperity.’ 
“The electrical wholesaling business 
has been rough, tough and competitive. 
Although drastic measures were taken 
toward the reduction of operating 
costs, wholesale distributors had little 


success in lifting their operations to a 


sales will 


will 
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more comfortable profit level.” 

Mr. Hooper saw several 
affecting the wholesaler. The present 
cycle will bring severe competition, 


trends 


the phase wherein the strong will sur- 
Wve and prosper the weaker 
organizations fail. He felt the outlook 
was encouraging wholesalers 
analyzing sales territories, ascertaining 
profitable item coverage, better bal- 
ance in sales lines and an aggressive 


while 


with 


sales program leading to more profit- 
able operations. 

In conclusion, Mr. Hooper remarked 
he did not believe wholesalers would 
convert to a store, but 
there was evidence some added volume 
could be obtained by developing spe- 
cial display techniques. He saw ad- 


self-service 


vantage to the wholesaler making the 
most of the changing market. 
eReversing Downtrend — Blaine F. 
Fairless, sales manager for Steel City 
Electric Co., Pittsburgh, pointed to the 
success of civic and industry leaders 
in reversing the downtrend in Pitts- 
burgh and starting a building boom 
which has attracted industry to the 
area. He told the audience the story 
of the Pittsburgh development demon- 
strates that business takes the 
leadership, it can do the job and win 
the public confidence. 

e Wire, Cable—The panel on wire 
and cable believed promotion of the 


when 


wider use of large size wire and cable 


would do much to expand the ad 


c- 
quate wiring program. 
Cutbacks in military 
give wholesalers more supplies 
quicker deliveries. Manufacturers are 
getting away from coils and making 
greater use of large size cartons. There 
are no standards for packing, nor are 
there any standards for labeling, al- 
though there is a need for some uni- 
better identification on 


orders will 


and 


formity and 
cartons 
Manufacturers are 
problem of lack of standards and uni- 
formity in sizes of bushings and out- 
diameter of cable to eliminate 
present problems. Better inventory 
control will go a long way toward 
holding reels longer than twelve 
months and loss of credit for returns. 
Many wholesalers want manufacturers 


studying the 


side 


to go through them in sales, rather 
than direct to customer on some items, 
especially and lead insulated 


cable. 


The panel reported new develop- 


paper 


ments in prospect for wiring devices 
For every $1,000 of total construction, 
there is $3 of wiring devices. There is 
also a large market for developing 
adequate wiring since approximately 
only one out of every 2,000 homes is 
wire adequately 

Manufacturers 
brown 


reported that the 


] 


difference in and ivory colors 


is difference in raw materials costs 
Makers of mercury switches said they 
behind on 


the 


months 
orders, but see improvement in 
months ahead. There is not likely to be 
any wide fluctuation in conduit prices 
in the near future, the panel con- 
cluded. The trend in boxes is to large 
sizes with some standardization. This 


were up tO SIx 


is also true with fittings 

e Lighting Up—tThe lighting panel 
reported outlook for 
business with increases up to 10 per 
cent over 1953. Opinion was expressed 


an optimistic 


that it would be profitable for a whole- 
saler to have a lighting specialist on 
his staff. 

The five panel discussions cleared 
up many of the questions prevailing 
in the industry regarding products and 
The for 
better labeling and packaging seems 


policies continued pressure 
to be producing some results. The con- 
clusion, however, is that there is still 
a great deal yet to be done to attain 
any degree of uniformity 

SEWA President-Elect 
Buchan, president of Southern States 
Supply Co., Charlotte, N.C.. at the 
close of called upon 
wholesalers to inaugurate aggressive 
sales programs, work cooperatively in 


Burton F 


the sessions, 


the best interest of the customer and 
to provide ever expanding services as 
an important function in the economy 

Other SEWA officers for 1954 in 
clude: M. L. Tice, executive vice presi- 
dent; Ben S. Weil, vice president; and 
Fred H. Dendy, Sr., treasurer. The 
association 
area meetings as a means of solving 
local problems and solidifying the in- 


intends to intensify its 


dustry 
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IF is PARANITE 
IT’S, RIGHT, Wie “dh 


PARAFLEX Non-Metallic Sheathed — nee << SES SS'NAA NAS ANANSSANAASAAA A 
rrr z ; x 


Cable lays flat. Won’t squirm or twist. : - 
Clean to handle. Plainly marked. ey | 


PARAUSE® Type “RR” cable pro- 


vides permanent underground installa- 
tion from power line to meter and for 
connecting several buildings. CAA ap- 
proved under Specification L824. 


ee eee eARO Building Wire = OCCA LIRA LULPRIILVEDEL EL 
combines in a single wire the heat-resis- prente 

tant qualities of Type RH and the mois- , HYDRO- THERM 

ture resistant qualities of Type RW. » 


can be relied upon to meet severe cli- PARANITE 
matic conditions. Both actual line and 

Weather-Ometer tests prove unusual 

ageing characteristics. 


URC Weatherpr« of Wire and Cable “ bes Si a BN ee 


SERVICE ENTRANCE CABLE, 


Type SE Style U unarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con- 
ductor, Type SD. 








PARANITE WIRE AND CABLE . 


AND CABLES 


Division of ESSEX WIRE CORPORATION SINCE 189% 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE—LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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the key to 1954 


How many new industrial, commercial and retail accounts will you open up in 
the next 12 months? How will you go about getting new business? Do you have 
a continuous, concentrated program that has proven successful . . . or is new 
business handled catch-as-catch-can? Either way, this report presents a low cost 
plan that, properly used, could double your new accounts in 1954. 


Industrial and Commercial Promotion 


53 Fluorescent 
Lamp Ads 


Industrial and 
Commercial New 
Business Plan 
Book—Yours for 
the asking. 


PURCHASING AGENTS 

Purchasing, today, is a profit-making job. When the purchasing agent is 
brought in at top level planning, before “specs” are written, he can usually 
show a profit. To acquaint management with these facts, Westinghouse is 
running a series of double-page ads in Fortune Magazine. You identify 
yourself with this unique campaign, locally, by using the special material 
prepared by Westinghouse. 


FLUORESCENT LAMPS 


53 full-page fluorescent lamp ads, in major news and trade publications, 
pre-sell your prospective customers. You get the immediate benefit of this 
advertising tidal, wave by using the Direct Mail Kit, supplied at no cost. 
This kit outlines several low-cost new business plans. And if you like, 
Westinghouse will even handle your Direct Mail, from printing to mailing. 
You simply pick the firms you want to sell, and then follow up the leads 
until the order is signed. 


MERCURY VAPOR LAMPS 

Westinghouse leadership in the mercury lighting field, backed by a com- 

plete advertising campaign in Fortune Magazine, opens new profit possi- 

oilities. To get your share, simply use the follow-up and tie-in material in 

the direct mail kit that’s yours for the asking. (The new 1000 watt Fluores- 

cent Mercury Lamp is the cheapest source of mass white light in the world 
. making it the perfect opening wedge for new high bay lighting accounts.) 
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Lamp Profits 


Retail Store Promotion 


To help you open up new retailers, and sell more to your 
present ones, Westinghouse is offering consumers 6 steak 
knives for $1.00, with the wrapper from a 3-bulb carton. 
A total of 269 ads tell the story in Life, McCall's and Sun- 
day Comic Sections. To assure dealer cooperation, West- 
inghouse is offering your dealers $4000.00 in prizes for the 
best light bulb display built around this premium. And 
every dealer who enters, automatically receives a free set of 
6 steak knives. Westinghouse also supplies ad mats, count- 
er cards and streamers. You get a new type of promotion 
piece that has been remarkably successful in signing up 
new dealers. 


Whether you now have a new business program, or have 
been thinking of starting one, you should look into the 
Westinghouse new business plan. 


To get your 1954 Industrial and Commercial Plan Book 

(A-6335A) ... and Retail Store Promotion Plan Book 

(A-6332) without cost or obligation, write to Westing- came a . 
house Lamp Division, Dept. EWH-2, Bloomfield, N. J. Stare Hema 


Plan Book 
today 
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SUPERIOR SERVICE. The Roebling Wire and HIGH QUALITY . . . PRICED FOR SALES. 
Cable line is complete . . . meets every require- Roebling manufacturing standards and quality 
ment. Strategically-located warehouses assure control insure the best—priced competitively to 


boost sales. 


prompt deliveries. 











\ # ‘¢ Se 
— 


CONSTANT ADVERTISING BUILDS DE- ROEBLING ENGINEERS WORK FOR YOU 
MAND. Full page advertisements, in color, . .. their technical assistance is available when- 


reach all your prospects, every month. ever needed to help sales. 


Ask us about Roebling distribution in your territory 


JOHN A. ROEBLING’S SONS CORPORATION 
Trenton 2, New Jersey 
A whbsidiory of The Colorado Fuel and Iron Corporation 


ASS 
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Here’s a new sales program to help you 


Here’s a program that’s helpful and valuable to 
you and to your dealer customers because it 
focuses a line selling story right down to the 
retail counter . . . and sells merchandise to the 


final user. 


PROVED NATIONALLY 


The program was tested nationally last year by 
several different companies, with great success. 
For one national retail concern this program in- 
creased sales when sales on other, similar lines 
were decreasing. Nationwide, for this one con- 
cern, this program was estimated to be worth 


one hundred thousand dollars in sales. 


HOW IT WORKS 


The sales program features a number of spe- 
cialty products in the Monowatt line, and a few 
of the staples. Attractive displays for these 
products, plus sales helps make up an overall 
selling program for your dealer business in 
electrical supplies. Featured items in this sales 


program are: 


FEATURED ITEMS 


Cat. No. Item 


1110-2 
1206-2 
1329-2 
1711-2 
1936-3 
2006-2 
2051-2 
2093-2 
2363-2 
2366-2 


Ivory Quick Clamp Plug 

Ivory Monolock double outlet 
Ivory Monolock single pole switch 
Ivory Quick Clamp Triple Tap 
Ironing cord with switch connector 
15-foot ivory extension cord set 
Closet Light 

Auto Spot Light 

Ivory Night Light 

Telephone Light 


SALES HELPS 


To help you and your dealer customers sell these 
featured items, and the other sales-rated items in 
the nationally advertised Monowatt line, these 


selling aids are included in the program — 


For you: 
1. Simplified sales-rated catalog 
2. Sales portfolio for your salesmen 
3. Post card mailing program 
4. Flyers and mailing pieces 
5. Trade advertising support 


For your dealers: 

1. Simplified sales-rated catalog 

2. Colorful, 11 x 11 inch product plaques 
displaying all the items featured in the 
sales program. 

3. Nationally advertised Monowatt electrical 
supplies—"The line that’s made for retail 
selling”. 


THE LINE IDEA 


This program brings the full force of the Mono- 
watt seven point line selling idea right down to 


the retail counter. 


1. Continuing improvement in product de- 
sign and product performance. Several 
products of improved design are featured 
on the product plaques. You'll find many 
staple items of improved design and im- 
proved performance in the Monowatt 
line. 


New ideas in products. Quick Clamp 
plugs and taps, Monolock switches and 
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et dealer business in electrical supplies 


outlets that clamp-wire without exposed 
terminal screws, and the auto spot light 
are examples of Monowatt new product 
ideas. All are featured on the product 
plaques. 


New ideas in merchandising methods. 
The product display plaques themselves 
are innovational in merchandising. 


Sales ratings. The Monowatt dealer cata- 
log rates all items according to their retail 
sales importance . . . helping you and your 
customers determine what to buy, what 
to feature, and how much to stock. 


Self-selling packaging. Of the items fea- 
tured on the plaques, two have won na- 
tional awards for packaging. All have 
proved they do a good selling job on retail 
counters. 


Sales helps. The sales helps included in 
this Monowatt sales program have been 
tested and proved for sales results. All 
Monowatt sales helps are easy to use and 
proved for effectiveness before they are 
included in any sales program. 


GET THE DETAILS 


Ask your Wiring Device Department sales- 
man for complete information and sales pro- 
gram materials, or mail us the coupon. 


ee 


WIRING DEVICE DEPARTMENT, 
GENERAL ELECTRIC COMPANY 


PROVIDENCE 7, RHODE ISLAND 
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7. National advertising. Six of the items in- 
cluded on the product display plaques 
have been advertised in either POST or 
LIFE. 


WHAT IT MEANS TO YOU 


This strong line-selling idea distilled into a 
simple, proved sales program gives you a sup- 
ply line with real merchandise opportunities. 
You have something of the steady-selling, good 
margin, staple business of a good supply line; 
something of the merchandising, promotion, 


specialty business of an appliance line. 


YOUR SALES OPPORTUNITY 


If you are a typical electrical distributor, the 
dealer customers already on your books make 
up one of the three major retail outlets in your 
territory for the sale of wiring devices, cord 
sets and specialties. The business is there . 


from the customers you already serve. 


From our tests, from the results we have already 


seen (and incidentally, from the rush with 
which others are hurrying to develop similar 
programs) this sales program has proved that 


it can help you go after this business and get it. 


Please send me complete details on the 


Monowatt sales program. 


Company 
Address 


Signature 


Title 





OUTSTAND 


Briegel, the Original Indenter Fittings 
are neater in appearance, easier and faster 
to use. Installation is simple and less 
expensive. Two quick squeezes sets them 
forever. Try B-M Indenter Fittings and get 


more profits from each job! 


MMICGLL 3 


GALVA, ° he CO. 


ELECTRICAL WHOLESALING—February, 1954 





THE THREE CUTLER-HAMMER STARS *% * * STAND FOR THREE NEW STANDARDS 


$V installs easier 


works better 
lasts longer 


1. Just loosen two screws...and off comes wrap-cround 
cover. Screws sfay in cover, do not fall into machines or get 


last on floor; a typical time-saving design detail. 


2. Remove entire starter mechanism ... by merely loosening 
three screws. Then light, easy-to-handle skeleton case can be 
installed. Emb d ts for good job on uneven surfaces. 
And upper mounting holes are keyhole slotted. 





3. Pull in wires ... Making duit cti and pulling 
wires is a cinch. No starter mechanism or side walls of case 
in the way. No skinned knuckles or damaged starters. 





4. Connect up and go... Straighi-through wiring; all line 
terminals at top, load terminals at bott All terminals are 
clearly marked and visible from front. Pressure connectors 
throughout. All panel wiring is color coded. 





Factory records everywhere today show the cost of installing 
motor control is almost always greater than the cost of the 
equipment, often two to three times as much. That is why 
Cutler-Hammer engineering made easier installation a key 
objective in designing the new Cutler-Hammer y% x x Motor 
Control. When you buy motor control, figure its real cost, its 
installed cost. Then you too will insist on Cutler-Hammer! 
Your nearby Cutler-Hammer Authorized Distributor is ready 


to serve your needs. Order from him today. 


CUTLER-HAMMER, Inc., 1327 St. Paul Ave., Milwaukee 1, Wis. 


CUTLER-HAMMER + % > MOTOR CONTROL 


February, 1954—ELECTRICAL WHOLESALING 





electrical wholesalers! 


there are big profits for you, 


distributing television sets 
to your regular customers as part 
of your regular sales program! 


Television set sales no longer have to be restricted to 
“special” distributors. Through actual sales successes with 
firms like yours during the last six months, we know from 
our doubled volume that your same salesmen who daily 
sell lamps, fixtures, appliances, tools, hardware, etc. . . . 
will bring you GREAT NEW PLUS PROFITS by also sell- 
ing high-quality television. 





We have, therefore, increased our production facili- 
ties and are now offering you the opportunity of becom- 
ing an 





authorized distributor of magnificent Meck Television 


write, wire, or phone immediately for full 
information on the SAFE, SANE, and STEADY MECK 
distributor program. Share immediately in big TV profits 


without forced sales quotas 
without minimum stock requirements 
without profitless key dealer ‘special’ deals 


call WHitehall 4-0510 (Chicago), or write 
John Meck, President 


JOHN MECK INDUSTRIES 


(Div. Scott Radio Laboratories, Inc.) 
1012 N. Rush Street, Chicago 11, IMinois 


Meck Television for everyone with famous SCO i } quality 
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SAFE * DURABLE *- DEPENDABLE 


Heavy Duty Plugs an 
Receptacles 


FOR PORTABLE ELECTRICAL EQUIPMENT 


Pyle-National plugs and receptacles are built to withstand the most 
severe operating conditions, as proven by years of remarkably depend- 
able service in a wide variety of industrial applications. The many sub- 
stantial construction features of this extensive line of plugs and re- 
ceptacles and the high quality of materials and workmanship insure 


safe operation, uninterrupted service and long life. 


Tie eer y Mtl 
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QuelArc* ° Circuit Breaking Series Unique partitioned in- 
sulation provides long insulated paths through air and across surfaces 
for exceptional protection in these current rupturing devices. Cast 
metal housings, high grade insulation and individually renewable 
contacts insure long service life. Ratings 20, 30, 60, 100 and 200 amperes, 
250 volts DC, 600 volts AC—2, 3, and 4 pole—grounded through shell or 
extra pole. Threaded cap, plain and hinged spring door housing styles 


are available. 


"TRADEMARK REG. U. 8. PAT. OFF. 


ekg ew reversible contact units. 
. 3, 4,6, 8 and 12 pole 


Triploc * and Multiple-Circuit Series 


A line of exceptional versatility, unequalled 
in the heavy duty field, with a virtually 
unlimited number of assembly combina- 
tions for varied applications. Offers a selec- 
tion of 1, 2, 3, 4, 6 and 8 pole contact units 
which are interchangeable and reversible in 
any single set of housings. Many types of 
housings available of pressed steel with 
automatic lock and of cast metal threaded 
for watertight gasket seal. Multi-Circuit 
housings with 2,3 and 4contact units avail- 

able for combinations up to 32 poles. Ratings 
15 and 20 amperes, 250 volts DC, 460 volts AC 

circuit breaking. Pressed steel fusible and 
fuseless plugs measure only 1'%< 
diameter. 


Midget Triploce series same con- 


struction features as Triploc except for 
much smaller outside diameter of plug 
shell—only 144". Interchangeable and re- 
versible contact units—2, 3 and 4 pole—are 
of the flat blade type. Rated 10 amperes, 
250 volts; 15 amperes, 125 volts. 


outside 


General Purpose Series Available 


with cast metal housings in many types for 
circuit breaking and disconnect service. 30 
amperes, 125 volts DC, 250 volt AC—1, 2 

4, 5 and 6 pole. 60 amperes, 250 and 600 
volts—3, 4 and 5 pole. 100 ampere, 250 and 
600 volts—2, 3 and 4 pole. Also many special 
types, fusible and fuseless, for varied ap- 
plications. 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


BRANCH OFFICES AND AGENTS in principal cities of the United States and Canada. * EXPORT DEPARTMENT: 
International Rail Supply Co., 30 Church St., New York. * CANADIAN AGENT: The Holden Co., Ltd., Montreal 


CONDUIT FITTINGS °. FLOODLIGHTS °* TURBO-GENERATORS * 
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GYRALITES °* 


MULTI-VENT AIR DISTRIBUTION 


69 





ae a Show your customers why 
Sa It’s wise to buy 
| 3 On over-all cost... 
not price 


o Rte 


pane netoepeeraetnegaiieniies , 
Como mes | — RE 
'MEWRUUMG MLL | 2 
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WEBB CONVEYOR | 
PRESS WELDER 2 
AT | MBBLNG MAH ® 3 8 
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Engineered for dependable, economical circuit protection 


I-T-E Circuit Breakers save your 
customers production time, too! 





Production time’s too precious a commodity 
—to have it wasted by costly, unnecessary 
power interruptions! 

Tell your customer what one wise pro- 
duction superintendent has recognized. He’s 
been replacing fuses so often, that now he’s 
going to replace the whole fusible device— 
with a modern I-T-E circuit breaker. 

Next time there’s an overload or short 
circuit on the line, there’ll be no waiting . . . 
no costly delay. The I-T-E circuit breakercan 
be reset quickly —to restore service ina hurry. 

Remind your customer, too, that he can 
purchase dependable circuit breaker protec- 
tion for the cost of lost production time in 
his plant! 

Yes, in electrical protection (as with most 
purchases), over-all cost is the cost that 
counts. Show the dollar-conscious buyer 
how much more economical modern I-T-E 
circuit breakers really are—compared with 
fusible-type protective devices. 


I-T-E Circuit Breaker Company, 19th and 
Hamilton Streets, Philadelphia 30, Pa. 


I-T-E 


Individually Enclosed Circuit Breakers 
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“TEN REASONS WHY” 


I-T-E CIRCUIT BREAKERS 


PROVIDE THE UTMOST 
IN MODERN CIRCUIT 
PROTECTION 


. They offer the highest degree of 


safety to personnel. 


. They reduce production down- 


time. 


. They eliminate replacement costs 


and maintenance. 


. They are completely tamperproof. 
. They are pretested to insure uni- 


formity of operation. 


. They prevent single phasing when 


a fault occurs. 


. They safely carry their continuous 


current rating indefinitely. 


. They save mounting space. 
. They offer a wide range of special 


attachments and enclosures. 


. They incur low watts loss. 


@ 


I-T-E CIRCUIT BREAKER Co. 


Philadelphia, Penna. 








DO YOU KNOW 


WHERE TO BUY 
a 


STEPDOWN 
TRANSFORMERS 


Designed to permit operation 
of standard 110/120 volt, 
50/60 cycle electrical equip- 
ment from a 200/240 volt 
circuit, Sizes from 85 watts 
to 2000 watts. 


AN ACME ELECTRIC STOCK PRODUCT 





VOLTAGE REGULATING 
TRANSFORMERS 


For manual regulation of 
a high or low voltage 
condition to the normal 
voltage required by the 
electrically operated 
equipment. 150 watts to 
10 KVA. 


BELL RINGING, CHIME AND 
SIGNALING TRANSFORMERS 


Heavy duty, bell ringing transformers. 5 
watts, 10 volts secondary, supplied with 
mounting feet or universal mounting, outlet 
box plate. 115 or 230 volt primary. Chime 
transformers of heavy-duty construction 
rated 72 VA, 16 volts secondary, 115 or 
230 volts primary. Standard mounting feet 
or universal mounting, outlet box plate. 
Signaling transformers for bells, gongs, 
sirens, annunciators or relays where a sec- 


ondary output of 4, 8, 12, 16, 20 or 24 
volts are required. Sizes from 50 VA to 
750 VA. 


AN ACME ELECTRIC STOCK PRODUCT 


CONTROL 
TRANSFORMERS 





SIGN LIGHTING 
TRANSFORMERS 


For signs or other applications 
requiring a secondary of 12/24 
volts. Primary 120/240 volts 
single phase, 60 cycles. Avail- 
able in ratings from Yj KVA 
to 5 KVA, 


Built in a variety of designs 
that meet U.L. requirements 
in ratings from 25 VA to 
250 VA. 115, 230, 460 volts 
primary; 6, 24, 115 volts 
secondary. 


AN ACME ELECTRIC STOCK PRODUCT 


INSULATION 
BREAKDOWN 
TESTERS 


For checking for grounds, 
shorts or testing insula- 
tion in accordance with 
U. L. requirements. Con- 
nects to 120 volt primary. 
Secondary voltage manu- 
ally pre-set at 500, 1000, 
1250, 1500, 1750, 2000 
er 2500 volts. Supplied 
with high voltage, rub- 
ber covered cable and 
test prongs. 


AN ACME ELECTRIC STOCK PRODUCT 





MANUAL VOLTAGE 
REGULATORS 


A laboratory type 
instrument of infinite 
voltage control over 
a range from 0-135 
volts. Available in 
portable and switch- 
board mounting types. 


AN ACME ELECTRIC STOCK PRODUCT 














ACME ELECTRIC CORPORATION 
Main Plant: 672 Water Street « Cuba, N. Y. 


West Coast Engineering Laboratories: 1375 W. Jefferson Bilvd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. @ 50 North Line Rd. @ Toronto, Ont 
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Why be a Rome Cable Distributor ? 


That's a good question, and here’s a good answer 
—an answer you can check with any Rome dis- 
tributor ! 

We, at Rome Cable, believe the electrical dis- 
tributor is a logical means of serving users of our 
products . . . and, for this service, he deserves 
recognition, as well as our complete support and 
co-operation. 

Here's how we back him up. We adhere to a 
strong distribution policy. Our people have spent 
most of their lives making wire and cable. They 
know their business. Rome completely controls 
all manufacturing, starting with basic raw mate- 
rials. That means dependability. 

We insist on high product quality. Rome is one 
of the few cable manufacturers who maintain 
competent, full-scale research and engineering 
services. Inspection and test procedures are 
rigidly prescribed, entirely independent of pro- 
duction and sales. Superior quality builds your 
reputation, brings repeat business. 

We offer a personalized customer service. 
Rome’s operations are close knit; key personnel 
are readily available. When you need informa- 
tion you get it without delay. To you, that means 
customer confidence. 


There are other reasons, too... 


Strategically located sales offices and 
warehouses for close contact and 


A strong program of national adver- 
tising and sales promotion to build 


acceptance for Rome products . . . to 
make your selling job easier. 
Available technical service by quali- 
fied Rome sales engineers to help 
you sell. 


efficient service. 


A continuing program of research in 
the development of new and im- 
proved products. 


It costs less to buy the best... and it’s profitable to sell the best 


ROME CABLE 


Corporation 


: 


TORRANCE ee a. | 
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Gre Zuer SHOROTOUCT 


| nal Electric 
te ——_Jpsicton National 
a : CHERARDUCT 


Sherardizing was discovered in 1900 


While endeavoring to develop a metal more resistant to corrosion than steel, 
Sherard Cowper-Cowles accidentally dropped some zinc dust on a hot 
plate. It smoked. The zine did not melt or run. And in the fine tracings of 
bright metal on the plate a new method of galvanizing was discovered . . . 


Sherardizing. 


it’s still “Galvanizing at its best” 
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Threaded before Sherardizing 
Sherarduct threads are cut before, 


base of the 
uniform, full zinc protection. 


Lt galvanized conduit at its BEST 





It’s the Sherardizing process that fortifies Sherarduct 
—a dry galvanizing process that actually alloys 
corrosion-resistant zinc to the steel wall under heat. 
This is galvanizing at its best! 

Sherardizing provides a 100 per cent uniform 
protective zinc coating over all surfaces, including 
the hill and valley of every single thread—safe- 
guarding the conduit system against rust and corro- 


not after, ape Even the 
clean, sharp threads has 


Protection for Threads 


Surfaces and threads of the Sherar- 
duct coupling are fully zine pro- 
tected. Accurately cut threads per- 
mit butting of conduit within the 
coupling—provide complete _ pro- 
tection of the entire conduit system. 





sion for all time. This is Sherarduct, galvanized 
conduit at its best! 

Still further protection is provided by the baked-on 
Shera-Solution, an alkyd-like enamel that seals the 
zinc against acids. and other corrosive elements. 

Always specify and use National Electric Sherar- 
duct Rigid Steel Conduit. It provides positive pro- 
tection for all wiring! 


Works easily...Fishes easily... 
Bends without flaking 

Gradual heating and cooling of the 
Sherardizing process normalizes the 
metals. Result: easier —— 
forming and bending on the job. 
Butted joints leave no gaps to inter- 
fere with “easy fishing.” 


For proof of Sherarduct Quality 


Write for the booklet, “Facts about Sherarduct Learn 


more about the Sherardizing principle—how it makes 
I 


Sherarduct “galvanized conduit at its best.” 


EVERYTHING IN WIRING POINTS TO 


National Electric Products 


PITTSBURGH, PA. 


3 PLANTS « 8 WAREHOUSES «+ 34 SALES OFFICES 
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ERIGID {0 54 


PRESENTING THE 


WINDOW TYPE ROOM AIR 


Vo, Yq and 1 Ton uni 


Dramatically new! 
Designed for year ‘round comfort. 


FRIGID offers this popular priced, 
profit making line with features 
demanded. Modern Styling; Dehu- 
midifier; 2 Speed Da-Nite Cooling; 
Exhausts Stale Air . . . Intake fresh, 
cool outside air; Double Size Filter 
for greater health protection; U.L. 
and C.S.A. Approved; and a 5 Year 
Warranty. 


he a Sed tee <n PO 


A mere flick of the ligidial 
for desired temperature 


Now ! that added boost to your profit! E locto-Coutw! 
WINDOW FANS 


IT’S NEW! IT’S DIFFERENT! 


Exclusive Push Bottom control...no more pulling 
or tugging .. . just push buttons for complete auto- 
matic control. Handsomely designed to harmonize 
with any decor... Just push o button for refresh- 
ing outdoor air to fill the room or for exhausting 
stale air. 6 quiet speeds...3 Speeds Exhaust, 
3 Speeds Intake. Fully guaranteed. 
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FRIGID means quaiity, styling and guaranteed perform- 


ance ...and priced right to give you more profits in '54. 

+ TP 
Kei , : : 
CX it's FRIGID for Home and Industry + Reversible Window Fans + Hassock Fans + Attic Fans 
Jobbers:— eer Blowers * Shutters + Exhaust Fans 
Send a; 
for ya 
new . —<F ‘ Tis 
1954 ee ARS ~; 4 1, > 2 
Nlustrated et? = Ai, £ AB, . 

a SZ, SR)// 


catalog 





FRIGID INCORPORATED - 128 Thirty-second Street + Brooklyn 32, N.Y. 
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Here’s 
profitable business! 


A complete line of electrical conductors 
for every industrial and domestic use... 


U. S. Roya! Portable Cable U. S. Laytex® Centro! Cable U. S. Grizzly® Non-metallic Neolay® Aluminum 
Sheathed Power Cable Feeder Cable 


Send f or fi i ce hookl ets! 15 Convenient Branch Offices to Serve You 


boo isted , oi P ai 999 Lee Street, S.W e 7208 Euclid Avenue e 5th & Locust Streets 
The klets lis below give valuable, detailed Atlanta, Ga Cleveland 3, Ohio Philadelphia 6, Pa 
data about the “‘U. S.”’ Line of wires and cables. Amherst 6631 Express 1-4060 Lombard 3-7445 

. : 429 S. Charles Street 6125 Peeler Street 101 Sandusky Street 
Write to address below and let us know which Baltimore 1, Md Dallas 9, Texas Pittsburgh 12, Pa 

7 =e Lexington 3808 Dixon 2651 Fairfax 1-3200 
—s want for yo reference files: . 560 Atiantic Avenue 2121 W. Fort Street 305 S. Broadway 
Boston 6, Mass Detroit 16, Mich St. Louis 2, Mo 


U.S. Laytex Telephone Cables « U.S. Laytex Supervisory Liberty 2-6360 Tashmoo 6-2121 Chestnut 4990 

. Ls. , | ’ The Merchandise Mart 16th & Swift Avenues «+ 160 Motor Avenue 
Contre! Cables - U.S. Cord Sets and Power Supply ¢ ords Chicago 54, ill N. Kansas City 16, Mo Salt Lake City 1, Utah 
« U.S. Uscolite Splice Housing - U. S. Electrical Wires Michigan 2-1800 Norclay 3575 Salt Lake City 4-6563 
> y ini try J ry 1101 Central Parkway 191 Hudson Street Soto & East 46th Sts 
and Cables for the¢ oal Mining Industry U.S. Aluminum Cincinnati 2. Ohio New York 13, Y Los Angeles 58, Calif 
Power and Lighting Wire Handbook «+ U. S. Electrical Cherry 3220 CAnal 6-7100 Logan 3161 
Wiresand Cables for the Chemical and Petroleum Indus- 


tries - U.S.General Catalog of Electrical Wires and Cables, 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department 














ROCKEFELLER CENTER * ~ NEW YORK 20, NEW YORK 
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A Complete Service Entra 
Mast Assembly 


ee e for ranch type buildings 
1y%" ss Cap 


i 


No. PF-64 
Pole Fitter 
1 U% “e to _ 


Makes your selling job easier 
Saves your customers time and trouble 


i 


No. P-67 
7-Ft. Length 
Everything you need for a service entrance mast in- 2" Pipe Threaded 


One End 
No. 61-C 
Insulators 

(3 Wire Service 

as Illustrated) 


panne ae els alt 


stallation in one convenient, economical package. It 


L 


comes with a 7 foot length of 2” galvanized pipe and 
all the necessary fittings . . . ready for immediate in- 
stallation. And, like all B-I products, Blackhawk In- 


dustries complete service entrance mast assembly is 


{ 


outstanding for strength, neatness, simplicity, and No. RFL-6 


- e Lead or No. RFS-6 
ease of installation. Steel Roof Flashing 
(Not Included 
in Mast Service 
Just right for both installations: Assembly.) 





7% 
, Se — 
No. MB-6 


Mounting Brackets 


= ow 
aed 








f 
No. OA-64 


P Offset Adapter 
Service enclosed Service mounted P 


in construction r on exterior 








Approx. 
Catalog DESCRIPTION Wt, - 





MA-61 Complete Unit with 1 No. 1428 11%” Entrance Head. 1 No. PF-64 
Slip Fit Pole Fitter for 2” Pipe with 2 Set Screws. 1 No. PF-67 7’ 
Length of 2’’ Galv. Pipe Threaded One End. 1 No. 61-C pipe Mount- 
ing Insulator. 2 No. MB-6 Mounting Brackets. 1 No. OA-64 2” 
to 144" Offset Adapter. 


Same as MA-61 Except 2 No. 61-C Insulators 
Same as MA-61 Except 3 No. 61-C Insulators 























Also available without 7 foot length of pipe. 


SPECIFY B=] WHEN YOU BUY 


Immediate delivery . . . to electrical wholesalers only. 


BLACKHAWK INDUSTRIES pvbvq 


Entrance Cable Fittings . Staples . Yard Lights . Sill Plates . Locknuts 

Fluorescent Brackets . Cable and Conduit Straps . Connectors . Box 

Caps . Grounding Assemblies . Grounding Clamps . Bar Hangers 
Hangers . Beam Clamps . Mochine Screws . Wood 
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Here’s a closeup of the new Emerson-Electric DeLuxe Room Air Condi- 
tioner . . . the unit you can sell with confidence, without reservations. 
The well-known dependability and long-lived quality of Emerson-Electric 
fans have been translated into this superbly designed and engineered 
room conditioner ... presenting a great new selling opportunity for you! 
For complete information on the complete line of Emerson-Electric 
DeLuxe Room Air Conditioners, write for Brochure No. RC33. 


Biggest national advertising campaign in Emerson-Electric history 
will back these units, plus sales helps like these: 
Consumer folders—colorful, packed with selling information, for use as mailing 
pieces, bill inserts, etc. 
Attractive floor display —to sell them on the spot! 
Newspaper mats, radio and TV scripts—to do the big /oca/ selling job, the 
one that means profits for you! 
THE EMERSON ELECTRIC MFG: CO. 


St. Lovis 21, Missouri 


EMERSON << ELECTRIC 
meee |p 


ROOM AIR CONDITIONER 
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Send for Free Brochure describing 
these and many other features 


oe %- and 1-ton sizes with BTU ratings 
of 6,000, 8,600 and 11,500 per hour. 
Twin-Compressor unit (except %-ton 
unit which has single cylinder). Ultra 
quiet, efficient, two-speed blower motor 

@ Comfort-Control Dial gives easily under 
stood directions for any of 8 services 
Thermostat equipped. 
Perfected uniform air distribution louver 
distinctly new, with 13 possible combina 
tions of directional flow, finger-tip control 
Beautifully designed all-steel cabinet fin- 
ished in Antique Ivory and Fawn Enamel 
which blends with all furnishings. 


























IT’S AN 


ABotitE 
FIRST 


ALL-WHITE 
INSIDE 
AND 
ouT 





Cooler lighting... 
Cleaner lighting... 


longer lamp Life... 


OUTLET BOX 
REFLECTOR 


This original ABOLITE idea starts automatic air circu- ak Elites Sears 


designs. 


lation around the lamp and thru the ventilator slots 
of the ABouire reflector thus keeping lamp and reflec- JIFFY-LITE 


tor surfaces cleaner, longer. Lamp necks stay cooler 3 No more unsafe ‘naked 
bulbs." Two piece 





rt ‘ PT socket and reflector form 
to provide maximum lamp life. - pied eat cane oe 
Z screws into any socket. 

Neo tools needed. 


ABOLITE is your first choice in lighting reflectors. First anor gale. 
with new ideas — ventilator slots, all-white porcelain 
finish. First with practical features for easy installa- 
tion—outlet box reflectors. First with the new designs 

‘ 5 FLOOD LIGHTS 
for new type lamps — the Protecto-Shield for R-52 adie Master query 
application from parking 


and R-57 lamps. There’s an ABOLITE for every lots, railroad yards to 
sign lighting or sport 


lighting requirement. fields. 








7 SOLD ONLY 
THROUGH 

ABOLITE  .. ELECTRICAL 

 & 7 WHOLESALERS 


THE JONES METAL PRODUCTS CO., West Lafayette, Ohio 
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i -,. Have One Source for Immediate 
— YOUR Ne : ‘ 

SY piTTsBURGH STANDARD Conduit Delivery Information? 
SALES AGENT 


USE J ITTSBURGH 
TANDARDS 


“SALES 
CONTROL 
CENTER" 


Pittsburgh Standard’s Sales Control Center 

° ° speeds your purchasing of rigid steel conduit, 
pI he | n e E.M.T., elbows, couplings and fittings . . . be- 
cause it completely eliminates “going through 

channels.” It is the single co-ordinator for pro- 

duction, sales and delivery information for all 

t 0 Pittsburgh Standard Agents throughout the world. 


we 
er | 
‘ : f 
. > | ; * 


SPECT E 
RIGID STEEL 
CONDUIT \3 


° di When next you need information on 
| which to base bidding estimates and 
iM me late work schedules, ask your Pittsburgh 


Standard agents for immediate answers. 
The Sales Control Center will enable 


Conduit him to give you facts, not guesses, and 


you'll be many days, many dollars ahead. 


De ive if y Famous “Standard of the Trade” Products 
RIGID STEEL CONDUIT—AIl Finishes 
ELECTRICAL METALLIC TUBING 


Information ELBOWS - COUPLINGS - FITTINGS 


Wholesalers in Principal Cities 


SALES 
CONTROL 


CENTER ITTSBURGH )\ 
TANDARD 


CONDUIT) Co. 


61 BRIDGE ST., PITTSBURGH 23, PA. - Plants at Morrisville & Etna, Pa. 
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THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
1LD FINISHED CARBON 
UBULAR PRODUCTS 


( 


Jj CONTRACTOR TELLS 

WHY HE’S FOR BUCK- 

EYE: “When wiring 

homes, I refuse to take 

short cuts. That’s why I 

use Youngstown Buckeye rigid steel 

conduit. That’s the conduit approved 

for all types of building construction 

and occupancy—for tomorrow’s de- 

mands as well as today’s. Buckeye 

gives wiring complete protection. 
Home owners like to know that.” 


, LISTEN TO THIS CON- 

; Jag SULTING ELECTRICAL 

\f/ ENGINEER: “Only full 
weight standard threaded 

rigid steel conduit is ap- 

proved by the Code as moisture, dust 
and explosion proof for use in haz- 
ardous locations: That’s why I al- 
ways specify Youngstown Buckeye 
conduit. In addition, I find that the 
strength and permanence of Buckeye 
conduit is appreciated by builders.” 


Youngstown manufactures full weight standard threaded rigid steel conduit 
from start to finish. This assures better steel and consistency of quality in 
manufacture. Only top grade steel gives complete long term protection. When 
you buy or specify Youngstown Buckeye conduit, you know you’re meeting 


all construction requirements. 


Shipments of Buckeye rigid steel conduit are now being made from our conduit 
mills at Indiana Harbor and Youngstown. 


A WIT ATIC\YV 
AAINL ALL I 


CONDUIT RODS 


BARS 


DS 


\LYTIC TIN PLATE - C¢ 


PLATES BARS 


ELECTR 
SHEETS 
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Genera! Offices 


“ty 


Youngstown Buckeye Conduit! 


RAILROAD 


Youngstown 


Export Office-500 Fifth Avenue, New Y 
KE TIN PLATE - 


WIRE - PIPE ANI 
TRACK SPIKE 





PARTS GALORE! 


96 PAGES aa fcilithe 
i // LAMP, 


4000 ! | FIXTURE, 
ITEMS | FLUORESCENT 


. 7 | and 
“IN | oe: ELECTRICAL 
eg SUPPLY 

IN PUSTRES 


NEW 1954-55 
CATALOG available! 


YORKVILLE METAL PRODUCTS COMPANY 





where space 


INSTALL 





is limited 


The @ Switchboard, Front-Connected illustrated here 
is 54” x 96” x 14%” and contains two (2) 60 Amp., 
one (1) 100 Amp., two (2) 200 Amp., and one (1) 400 
Amp. 3 P. Shutibrak Switches; also space for two (2) 100 
Amp. and two (2) 200 Amp. future switches. 


@ Switchboards, Front-Connected are 
available in the following types and capacities: 
SHUTLBRAK — 30 to 1200 amperes, 250 
volts AC or DC and 600 volts AC. Rotary type 
operating handles furnished on 30 to 200 
ampere capacities. Straight handles on all 
others. 

‘ KLAMPSWITCHFUZ — 30 to 600 amperes, 
250 volts AC or DC. 
SNUFARC — 30 to 200 amperes. 600 volts AC. 


SWITCHBOARDS 
front-connected 


Like all ( Switchboards, these space-saving 
boards are built from standard, pre- 
assembled units that fit readily together to 


form one complete assembly. 


Designed for floor mounting against wall, 
they are constructed of standardized unit 
type sectional enclosures with integral pull 


boxes at top and bottom. 


Switching units are either Shutlbrak or 
Klampswitchfuz, plug-in design, permitting 
ready interchangeability and replacement 


without the use of tools. 





Want to know more about these light and 
power distribution units? Your nearest @ 
representative, listed in Sweets, will be glad 


to give you complete information. 


Frank etdam Electric Co. 


P.O. BOX 357 ST. LOUIS "3, MISSOURI 
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these Sales Aids 
to work for YOU selling 


INCH-MARKING .. . an exclusive 
sales feature that teams up with 
the ELECTRUNITE Bender for 


easier fabrication and installation*. 


*In sizes V2", %4"' and 1”. 


INSIDE KNURLING . . . another 
ELECTRUNITE exclusive*. By actual 
tests makes wire-pulling easier. 


*In sizes V2", %"’ and 1”. 


saat Yuse PLASTIC ARMOR 

A NEW ITEM TO SELL .. . a door- 
opener for your salesmen... 
longer-lasting ELECTRUNITE 
“Dekoron®-Coated” E.M.T. for 
severe-corrosion locations ... an 
ELECTRUNITE exclusive. 





ACCEPTANCE ... . first in prefer- 
ence by brand-name in unbiased 
surveys...an ELECTRUNITE feature. 


BENDING IN- 
STRUCTIONS... 
for your customers’ 
convenience ...an 
ELECTRUNITE extra. 


iar 
Remoes ELI CK YN 
mw 














@ One way to hold old customers and sell new ones is 
to keep telling them about Republic ELECTRUNITE, the “‘Inch- 
Marked®” E.M.T. 


We have sales promotion material all prepared which describes 
the exclusive selling points of Republic E.M.T. It’s ready to 
go to work for you, with your imprint on it, telling users why 
they’ll be ahead if they ask you for the “Inch-Marked®” E.M.T. 
It will help channel to your door the buyers’ requirements for 
the varied stocks and services you offer. 


This is just one more way we're backing you more in ’54, Take 
advantage of it. Write today for the literature you need .. . 
and put it to work making more sales. 


REPUBLIC STEEL CORPORATION 
Steel and Tubes Division 
203 E. 131st Street, Cleveland 8, Obio 


GENERAL OFFICES ° CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


[REPUBLIC 


ELECTRUNITE E.M.T. 





INSTANT SUPPLY! 


V-BELTS FLAT BELTS BELTING 
a 


A Coast-to-Coast Chain of Warehouses 


“U.S.” is really geared to deliver. You actually training and successful selling aids which in- 
can get immediate shipment—thanks to the clude catalogs and store displays. 

“U.S.” transcontinental chain of warehouses. Every item in the “U.S.” Line is famous for 
And the “U.S.” Line is complete, including durability and for economy in maintenance. 
sheaves. In addition, when you handle “U.S.” Every V-Belt has the unique Equa-Tensil Cord 
you get sales engineering assistance, valuable Section which distributes the pull so evenly 
among the cords that each carries its full share’ 
of the load. For more complete information 

MULTIPLE V-BELTS 
F.H.P. BELTS * SHEAVES 
FLAT BELTS AND BELTING PRODUCTS OF 


SPECIAL PURPOSE BELTS 


write to address below. 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION «+ ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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ROFIT MAKERS 


WINTER AND 


INDUSTRIAL EXHAUST FAN 
TYPE PVB 


For continuous movement of dusty, 
humid air in factories, warehouses, 
foundries, etc. Totally enclosed ball 
bearing motor. Vertical or horizontal 
installation. Although an_ industrial 
heavy-duty type, operation is quiet. 


WHOLESALING 





—-for MERCURY LIGHTING/ 


Always a step ahead REVERE offers these two distinctive 
units for the increasingly popular use of Mercury-Vapor 
High Intensity Lamps in service station, loading dock, 
truck weighing station, factory entrance and similar 
lighting. Other units are available for high ceiling and bay 

areas as well as for street and highway lighting. 


The “69’er” at left produces a bright uniform spread 
of glare-free light offering ease of installation and 
low upkeep cost. Slip fitter and transformer holder 
are cast integrally. Heavy-duty Mogul socket en- 
closed in large well-proportioned housing allows 
proper lamp positioning for best lighting results. 
Specular Alzak reflector — 14” stippled glass cover 
protects lamp from rain, drafts or accumulation of 
dirt. For use with 400 watt Mercury Vapor lamps. 
Units are mounted on 14 foot upsweep arm Revere 
3 


NO. 3069 


Here brilliant light at the Pump 
Island “Sales Area” is produced by 

the use of four REVERE No. 3048 

Mercury-Vapor Island Lighters. Note 

station plot is totally free from glare 

with light approaching daylight—an 

effect much desired by service sta- 

tions. The high mounted lights are 

Revere 3800 Eliptors with incandes- 

cent lamps for color compensation. 

Island Lighter Reflector is 26” in 

diameter. Available in all porcelain 

or Alzak aluminum. Dome casting 

has a large wire-way for ease of splic- 

ing leads and will accommodate up 

to five top floods. All wiring is en- 

closed. Lamp is protected from rain and dust by a globe which also helps main- 
tain better temperatures. Strong and sturdy REVERE construction assures 
years of satisfactory operation. Keep pace with ultimate consumer demand for 
quality, reliability, ease of maintenance and wiring, standardized designs and 
higher lighting levels by promoting REVERE equipment. NO. 3048 


REVERE ELECTRIC MANUFACTURING CO. 


6011 BROADWAY * CHICAGO 40, ILLINOIS 


WE COVER THE FIELD WITH A COMPLETE LINE OF.. . SERVICE STATION ¢ AIRPORT e 
SPORTS e STREET ¢ OUTDOOR THEATRE ¢ MARINE AND INDUSTRIAL LIGHTING EQUIPMENT 
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“¥F 


easier to use... just tighten the screws 


———_ 


| 


USING EMT? 


4 


USING RIGID 
CONDUIT? 


a0 


NEW WEAVER 
SERVICE ENTRANCE HEADS 


all-purpose dual-grip connecti 
“aaa cai Cone vie 


SAVE MONEY—The connector clamp is built-in! 
You save the dollars you’d ordinarily spend on special fittings 


to adapt conventional heads for EMT. 


SAVE TIME AND LABOR—Just set the head on the conduit 
and turn the screws. Your men don’t waste time and 


labor cutting threads before installing the head. 


No need to bend the conduit out from the wall to allow 
room for screwing the head on. The handy clamp permits 


installation flush with the wall... vertically or horizontally. 


Lightweight aluminum alloy—seals tightly —moistureproof i 
=r 


—rust proof. Six sizes: 1%", %”, , aoe e 1%”, es Ress 


Mr. Wholesaler: 
Stock up on these new heads now—be 
set for sales. Write for details today. 


wai — 


2110 HOWARD ST., ST. LOUIS 6, MO. 
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Study proves White bulb 
promotion boosts volume 
of regular bulbs, too! 


General Electric’s March “‘Blitz’’ pro- 
motion on White lamps is timed to give 
a profitable spark to your late Winter 
bulb sales. Actual saies records from 
previous years prove the “Blitz”? pays 
off if you get your retailers to tie-in 
with extra displays. 

The figures show WHITE LAMPS 
ACTUALLY OUTSELL REGULAR 
60 AND 100-WATT BULBS during 
the promotion and SALES OF THE 
REGULAR BULBS ARE GREATER 
THAN NORMAL! The “Blitz” boosts 
sales of all G-E bulbs. Many retailers 
actually double their volume of the 
popular 60 and 100-watt sizes. 


Don’t miss out on this easy way to 
ring up more profits. Urge your cus- 
tomers to plan additional General 
Electric White lamp displays now. 
And be sure they order plenty of G-E 
bulbs so they won’t run short. 


G-E WHITE BULBS ARE 
NOW IN A NEW 
PACKAGE THAT MAKES 
THEM EASIER TO 
SEE AND SELL 
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GE BLITZ’ PROMOTION CAN 


NT] Double Your Sle 
of 60 and 100-watt bulbs 


Aa 





seenneceeseeee 
prannenderete® 


eonsncennerseet® 
pannannneeeee? 

; sie se 
? 


pannnaceeeee 
eae 


~ageseeet® 
<igeee? 
- caneeeeee? 
aaate 


| ° ” 
lite bulb 
O*1 Cr 
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ADS+TV+DISPLAYS=$$$ FOR YOu! 








TV LIFE 


JANE FROMAN SHOW FULL PAGE AD 
March 4, 11, 18 March 8 











GENERAL @@ ELECTRIC 
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Listed by Underwriters 
for Inside Wiring 


Yes Mr. Wholesaler . . . Inside, Outside, 
Anywhere Connectors are Used, You'll Find 


BLACKBURN “No. 1” with Your Customers! 


This ready acceptance means fast turnover 
for you with quick and steady profits. 


BLACKBURN’S record of reliable fast service 
helps keep your inventory at a minimum... 
conserves your dollars. 


You'll like the BLACKBURN Line . . . every 
item was designed with the wholesaler in 
mind: Connectors, Terminal Lugs, Aluminum 
Fittings, Two Bolt Clamps, Ground Rods and 
Hoists. 


Send for Free Samples and Literature 


JASPER BLACKBURN CORPORATION + 35 Madison St., St. Louis 6, Mo. « Phone CEntral 3007 
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The Inside Story of CAROL Cable 


In this big, modern factory 
at Pawtucket, Rhode Island... 


High-speed drawing machines draw pure copper rods 
into wire... 


All these, and many more essen- 
tial wire-making operations are 
under one roof... one respon- 


sibility ... at Carol’s complete 


N 
N 
\ 
\ 
\ 
Ne 


cable plant. 
Fine wires are stranded into strong, flexible cables... 
The result: a precision-made line 


of high quality wire and cable 
for electrical, electronic and in- 
dustrial applications. For com- 
plete facts, write or call Carol 
Cable today. 


{ 


Selected insulating materials are blended in huge in- 


tensive mixers. 


Division of The Crescent Co., Inc. 
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FOR THE 


UL SEAL 


... it means 
SAFETY 


and 
in individual 


DEPENDABILITY corrugated cartons 


for POWER TOOLS 


HEAVY-DUTY EXTENSIONS LAWN MOWERS 
HEDGE CLIPPERS 


HAVE iT PROJECTORS 
ROYAL UL listed “SJ” and “S” cord APPLIANCES 
Heavy-duty MOLDED-ON RUBBER caps FLOOR POLISHERS 

and connectors 
MACHINE TOOLS 


Built-in strain reliefs 
and 101 other uses 


Easy to display and ship 
Completely SAFE and fully DEPENDABLE 











Thru your wholesaler Write for sheet 3-54-1 describing the full line 


ROYAL ELECTRIC COMPANY, INC. PAWTUCKET, RHODE ISLAND 


WIRE @ CORD SETS @ FUSES @ DEVICES @ DECORATIVE CHRISTMAS LIGHTING 
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where reliability is the first requirement. . . 


it’s Pres Conduit 


for Manhattan’s new Beekman- 


The new, modern Beekman-Downtown Hospital, located on New York’s Downtown 
East Side, was especially designed to serve the unusual variety of medical 
needs found in this type of neighborhood. This 5'44-million-dollar hospital F 
is equipped with an extensive out-patient department for accidents and Hospital 
emergency work, large charity wards and beautifully equipped private 
rooms—plus especially attractive quarters for interns, nurses and other 
staff members. 
The many and unusual electrical requirements of a hospital call for the 
very finest electrical installations. That’s why Spang Conduit was chosen 
to protect the wiring throughout the building. Spang Conduit is quality- 
controlled from raw material to finished product. This means Spang 
Conduit is easier to work with . . . easier to cut, bend and thread... 
providing an economical, time-saving installation. 
And where reliability is so important, a Spang installation can be 
counted on to give years of satisfactory and dependable service. Ask any 
architect or contractor. They'll tell you the same thing. 
Specify Spang for your next job. Take your choice of Spang Cenlaco 
“Hot- Dipped,” Spang Central White Electrogalvanized, Spang Central 
Black or the new Spangleam EMT. Your distributor carries the complete 
Spang line. 


Beekman-Downtown Hospital, 
New York City 
, t E Lorimer & Rose, 


New York City 
tructural Engineers: Roberts & Schaefer 
Company, New York City 


Me Engineers: Karsunky, Weller 
and Gooch, New York City 
er or: Cauldwell- Wingate 
Company, New York City 
Elect tor: Plymouth Electric 
Company, New York City 
jf tor: J. A. Edwards and 
Company, New York City 


jean 
CONDUIT 
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News Notes 
From N.A. 


AREA MEETING AT CHICAGO 


A large attendance of members from 
Chicago and surrounding area were 
present at the Conrad Hilton for the 
NAED Area Meeting on January 14th. 
F. R. Eiseman, Jr., Revere Electric 
Supply Co., Chicago, a member of the 
association's Board of Governors, pre- 
sided. 

The meeting began at 3:00 p.m. 
and included a cocktail hour, followed 
by dinner. Association programs and 
activities were reviewed; and problems 
in the merchandising of electrical sup- 
plies and appliances were discussed. 

Featured speakers included: NAED 
President R. M. Johannesen, Johan- 
nesen Electric Co., Inc., Greensboro, 
N. C., who offered a graphic presen- 
tation of the “Value of NAED Mem- 
bership.” 

Executive Director Chas. G. Pyle, 
who “looked ahead into 1954” from 
the electrical distributor's standpoint. 

Walden Johansen, of This Week 
Magazine, who presented the details 
of the Electric Housewares Index as 
prepared and released by that publi- 
cation. 

Louis M. Nichols, consultant to 
NAED’s Operating Cost Committees, 
who described the association’s 1953 
reports for the Appliance Division and 
Apparatus and Supply Division. 


FLORIDA MEMBERS 
MEET AT JACKSONVILLE 


The area meeting for NAED mem- 
bers in Florida was held at 3:00 p.m. 
on January 18th at the Roosevelt 
Hotel in Jacksonville, with cocktails 
and dinner following. Board of Gov- 
ernors’ member, J. A. Meier, Florida 
Electric Supply, Inc., Tampa, presided. 


96 


ED. 


By Alfred Byers 


Executive Secretary 
National Association of Electrical Distributors 


Considerable assistance in completing 
arrangements for the meeting was 
given by member Wallace P. Coving- 
ton, Ace Electric Supply Co. of the 
host City. 

The meeting was well attended and 
the discussion exemplified the high 
degree of interest in NAED activities 
and services which Florida members 
have. As chairman, Mr. Meier pro- 
moted a constructive exchange of 
views on current problems which 
proved beneficial to the members, and 
their key executives present. 


SYRACUSE AREA MEETING 


H. M. Long, L. & K. Electric Co., 
Binghamton, N.Y., deserves all credit 
for the splendid luncheon meeting of 
up-state New York area members at 
the Syracuse Hotel, Syracuse, N.Y., on 
January 26th. Mr. Long presided as a 
member of the Board of Governors 
from that area. 

The special program he prepared 
for the meeting emphasized the sub- 
jects about which electrical distribu- 
tors are most concerned at present. 
Particularly helpful to those present 
was L. M. Nichols’ discussion of 
phases of the 1953 Operating Cost 
Committees’ reports relating to the 
distributor's selling and warehousing 
functions. 

Mr. Long's careful planning was 
obvious as the meeting developed, and 
the enthusiastic participation in dis- 
cussions by those present should have 
been very gratifying to him. 


DETROIT AREA MEMBERS MEET 


On January 28th, NAED members 
in Detroit and environs held a very 
constructive area luncheon meeting at 


the Fort Shelby Hotel, Detroit. Ar- 
rangements for the meeting were made 
by W. T. McNaughton, of McNaugh- 
ton-McKay Electric Co., who also con- 
ducted the session. 

Under his able chairmanship, the 
meeting considered merchandising and 
operating problems of current interest 
to the many members and their key 
executives Information was 
developed 
these participants. 

Data presented by L. M. Nichols, as 
consultant to the Association's Oper- 
ating Cost Committees, served to stress 
the need for developing efficient and 
economical operating methods without 
impairing customer services under to- 
day's competitive and 
higher costs. 

Walden Johansen, representing This 
Week Magazine, explained that pub- 
lication’s survey resulting in the estab- 
lishment of the now well known 
Electric Housewares Index. He 
displayed charts and a 
trading area map of the Detroit area, 
supplying copies to each one present 


present 


which directly interested 


conditions 


also 
illustrative 


NAED COMMITTEE MEETINGS 


Executive Director Chas. G. Pyle 
has announced the following meetings 
of NAED committees to be held in 
New York during February and March 
1954: 

February 2—Radio and Television 
Committee, Jos. M. Zamoiski, chair- 
man, Jos. M. Zamoiski Co., Washing- 
ton, D.C. 

February 9—Lamp Committee, 
Chas. H. Weicensang, chairman, Hy- 
land Electrical Supply Co., Chicago, 
TIL 


February 10—Industrial and com- 
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mercial Lighting Committee, E. T. 
Glaser, chairman, The F. D. Lawrence 
Electric Co., Cincinnati, Ohio. 

February 11—Residential Lighting 
Committee, Frank Argast, chairman, 
Farrell-Argast Elec. Co., Indianapolis, 
Ind. 

February 15—Catalog Committee, 
H. D. Roden, chairman, Roden Elec- 
trical Supply Co., Knoxville, Tenn. 

February 16—Electrical Raceways 
Committee, L. E. Latham, chairman, 
E. B. Latham & Co., New York, N.Y. 

February 17—Motors and Industrial 
Apparatus Committee, J. W. Harwell, 
chairman, Braid Electric Co., Inc., 
Nashville, Tenn. 

February 18—Panelboards and Safe- 
ty Switches Committee, W. H. Bing- 
ham, chairman, Westinghouse Electric 
Supply Co., Long Island City, N.Y. 

February 24—Warehousing Com- 
mittee, Edward F. Anixter, chairman, 
Englewood Electric Supply Co., Chi- 
cago, Ill. 

March 2—Outside Apparatus and 
Construction Materials Committee, 
Stuart C. Irby, chairman, Stuart C. 
Irby Co., Jackson, Miss. 

March 3—Wires and Cable & Ar- 
mored Conductor Committee, J. P. 
Hamblen, chairman, Southern Electric 
Supply Co., Houston, Tex. 

March 4—Wiring Devices, Fuses 
and Signalling Equipment Committee, 
C. L. Justesen, chairman, National 
Electric Co., Inc., Passaic, N.]. 

March 9— Conduit Fittings and 
Boxes Committee, Joe Mevis, chair- 
man, Nunn Electric Supply Corp., 
Houston, Tex. 


EXECUTIVE TRAINING COURSE 
FOR NAED MEMBERS 

The NAED sponsored Executive 
Training Course, to be conducted next 
June and July at the Graduate School 
of Business Administration of Har- 
vard University, and by their faculty, 
is the Association's latest contribution 
to the success of its members. 

Mr. Pyle reports that, even at this 
early date, the rate at which members 
are filing applications for their execu- 
tives who will take this course far 
exceeds his expectations. There is every 
indication that enrollment will reach 
the established maximum very 
soon. 

The purpose of the course is to 
train member executives, who will 
manage those businesses in the future, 


limit 





to cope with the top management 
problems peculiar to electrical dis- 
tributors. 
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REPRESENTATIVES .. . 


listed below will answer your ques- 


tio 


indicate local warehouse stocks. 


Atlanta 


WAGNER 


the complete line of 
E. M. T. FITTINGS 


No. 602—COMBINATION COUPLING 
FROM BX TO THIN WALL 


The WAGNER B-M Line 


We are licensed to merchandise orig 
inal B-M all steel thin wall Fittings 
and Tools 








Two-piece 
compression 
Connectors 
three sizes, 
concrete 
tight 








Set Screw Type 


ee 


Khodes 


WAGNER 


ns and work with you. Stars 


3, Ga. Dawes & C 101-402 Building 
Phone—- Main 
Boston 10, Mass.- 
Liberty 2-4518 


Chartette, N. C.- 


Chiena> oO, WJ A 
Chicago 6, Ill. Phone 
Cincinnati 2, Ohio—Arthur L 
Phone—Main 5251 
Cleveland Ohio— Kilkenny 
Phone—Cherry 1-5070 
Dallas 2, Texas—<icorge E 
Phone—Riverside 5931 
Denver 2, Colo._-Fred BE 
Tabor 3991 
i Mich.— = Hemphi ll & Company 
Townsend 8- 
Kansas City 2, Mo. W. F. posed & Company, 500 
Broadway at 34th. Phone—Logan 2550 
Los Angeles 12, Calif.—Murphy Hain Company 
Phone—Michigan 5619 
Minneapolis |, Minn.—R. H 
Phone—Main 1681 
St. Paul—Phbone Nestor 5622 
New York 22, N. Y. Rearton & Nagi 
Murray Hill 8-7980-1-2-3 
Philadelphia 7, Pa. James : 
Phone—Lombard 3-7472-3-4 
xn = Pa.— Crescent ‘Sales Cc Im o—26th St. ar 
V.R.R. Phone—Grant 3833 
San Franeiseo 3, Calif. = RO, & Gilomb 
Underhill 2367 
ttle 4, Wash.—Northwestern Agencies, 4130 First Ave., S 
—Elliott 8882 
St. Louis 24, Mo.—Arbeiter-Steele ( 
Phone—Parkview 8362 
Gyrenuen N. Y.—Walter E 
Syracuse 2-9664 
Washington, .. C.—J. P 
Sterling 4488 
Toronte 3, Canada—Steel Electric 
Phone—Lloydbrook 2139 
Hawaiian Representative——Garnett Young 
St.. San Francisco 7. California. Phone 
Export. Langguth-Olson Comes, J! Park 
N. Y¥. Phone—Barclay 7-7293-4 


ee Kk 


4 W. MacLeod Company, 5 Pittsburgh St. Phone 


Compression 
Type 


Paul Lumpkin, 222 Builders Building. Phone 


Jaques C ompan 618 W Monroe St 


State 2-5671 


Ehlers Company 19 Central Ave 


Company, Rockefeller Bidg 


Andersor 


Company wo Griffin 8&t 


Staible & Sons, 2046 Arapahoe St. Phone 


12638 Hamilton Ave Phone 


Porter Bldg 


720 Ea Second 8 


Connectors for Thin Wall Con 


Cupples, 718 N duit—Rain Tight 


444 Madisor 


_Heagarty & Company. 918 Vine 


1264 Folsom St. Phone 


Phone 


ompany 8147 Delmar BI 


Daw, 1155 Oswego Bird. Phone 


Quick, Room 433, Munsey Bldg. Phone 


Couplings for Thin Wall Con 
duit—Rain Tight 


Fittings, Ltd., 35 Golden Av« 


& Company, 390 
Douglas 2-4220 
Place, New 


Fourt! 


York 





(WAGNER MALLEABLE PRODUCTS CO. | 


X 


General Sales Office: 222 W. Adams St., 


Foundry and Plant: Decatur 60, III. 


Chicago 6, III 


rs 
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CRESCENT 
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4 
> 


died 
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EXPERIENCE 








"> CRESCENT | 
WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, NEW JERSEY 
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NEWS OF THE INDUSTRY 


1953 New Construction 
Totaled $34.8 Billion 
WASHINGTON, D.C—Expendi- 


tures for mew construction put in 
place in 1953 totaled $34.8 billion. 
This represents the highest volume 
recorded in the 39 years for which 
data are available. 

Private construction was up 8 per 
cent from 1952 to $23.6 billion in 
1953. Public outlays rose 4 per cent 
to $11.2 billion. New records were 
established in 1953 for private spend- 
iug on commercial, religious, educa- 
tional and public-utility construction, 
and for public outlays on schools, 
highways and sewer and water con- 
struction. 

The year 1953 was at peak in terms 
of physical volume also (expenditures 
adjusted for price changes), with an 
indicated gain of almost 5 per cent 
from 1952. Federal funds expended 
for new construction in 1953 amount- 
ed to almost a seventh of the total 
outlays (private and public) for new 
work done during the year—about the 
same proportion as in 1952. 

Private spending for residential 
building rose 9 per cent from 1952 to 
almost $12 billion in 1953, and for 
the eighth consecutive year exceeded 
total expenditures for all public con- 
struction activity. Commercial build- 
ing, freed from the materials and 
credit limitations of prior years, soared 
to $1.8 billion in 1953—up 58 per 
cent from 1952. Religious and private 
school construction, each of which had 
slumped to annual expenditures rang- 
ing from only $6 million to $31 mil- 
lion in the war years, rose about a 
fifth from 1952 to peak levels of $474 
million and $425 million in 1953. 

The only types of private work to 
show a 1952-53 decline were indus- 
trial plant (down slightly to $2.2 bil- 
lion), farm construction and hospital 
building. The 1952-53 rise in public 
construction expenditures mostly re- 
flected gains in highways, schools 
Federal industrial plant and sewer and 
water construction. Over a fourth 
( $3.2 billion) of total public construc- 
tion expenditures last year went for 


Square D Names 

Pengilly, Maechtlen 
DETROIT, MICH. —J. H. Pengilly, 

vice president of the Square D Co., 

became chairman of the 

committee of the firm's western divi- 

Pengilly, a vice 


executive 


sion in January. Mr 
president since 1936, has served with 
the company since 1919 

Lawrence G. Maechtlen, vice presi- 
dent, took over the duties last month 


J. H. Pengilly L. G. Maechtlen 


as a manager of Square D's western 
division. Mr. Maechtlen, 
elected a director and vice president 
in 1951, heads the operations in the 


who was 


main western plant at Los Angeles, 
as well as plants in Seattle and San 
Francisco 


VIDEO RECORDING UNIT magnetically records, 


Graybar Names Stang 
Allentown Manager 
ALLENTOWN, PA 
Stang, Jr., is manager of the Graybar 
branch, an 
Manager, 


August 
Electric Company, Inc., 
nounces Atlantic 
J. A. Mayer 


Mr. Stang, who was manager of 


District 


lamp sales at Philadelphia until his 
present appointment, joined the firm 
in 1937 in the Philadelphia operating 
department. In 1940 he became sales 
man and was appointed manager of 
lamp sales for the Atlantic district in 
1949 

He is a member of the Engineers 
Club of 
Maintenance 


Industrial 
Division of 


Trenton and the 
Association 
the Central Jersey Electrical League 
Mr. Stang attended the University of 


Pennsylvania. 


Knodel Appoints Hagedorn 
CINCINNATI, OHIO — Paul G 


Hagedorn is sales and general man 
ager of the Harry Knodel Distributing 
Company. He succeeds Rodney Young, 
who resigned. Mr. Hagedorn had been 
with Norge and Zenith products dis 


tributors for nine years 


reproduces black-white 


and color TV pictures on tape. David Sarnoff, RCA board chairman, estimated 
cost of recording color programs on magnetic tape would be 5 per cent of 
what it would cost to put it on color film since tape can be reused, and does 


new highways. 

These reports are based on prelim- 
inary estimates of the U.S. Labor De- 
partment and the U.S. Department of 
Commerce. 


heart of equip 
Princeton, N. J., 


not have to be processed or developed. Recording head unit 
ment, is held by engineer J]. Zenel, at research center 
where technique was developed 
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The mixer won’t mix 


Postscript : 





The Wires Are Down! 


(Reflections on an Ice Storm) 
By Carl B. Dietrich 

The wires are down and the town’s without power: 

I can’t shave my beard or enjoy a hot shower. 
No coffee for breakfast, no toast from the toaster. 

Can’t fry any eggs. and we can’t use the roaster. 
No water to drink, for we can’t work the pump: 

Can't vacuum the house 

There isn’t a light and the clocks all stand still; 

The radio’s dead, and life’s lost every thrill! 
The washer won't run; all my clothes are unclean. 
-how we cuss that machine! 
Garage door won't lift, so I can’t use my car. 

And street cars don’t run, and my legs can’t go far. 


Oh, how I do long for those days long ago 
When ev’rything was SURE, even though mighty SLOW! 


And who is to blame for troubles like these? 


Why, salesmen of course, who sell me on “ease.” 


But soon I'll forget these troubles | tell, 
And buy still more gadgets from salesmen who sell! 


the whole place is a dump! 








December Housing Starts 
Down to 68,000 Units 
WASHINGTON, D.C. — Housing 


starts exceeded the million mark for 
the fifth consecutive year in 1953, 
when 1,102,400 new permanent, non- 
farm dwelling units were put under 
construction. The total was only 2 per 
cent under the final estimate of 1,127,- 
000 for 1952—the second best hous- 
ing year on record; virtually all of the 
1952-53 decline was in public housing. 
The all time peak of 1,396,000 starts 
occurred in 1950. 

Privately owned housing in 1953 
totaled 1,066,900 units, about the 
same number as in 1952. Seasonally 
adjusted, the annual rate of private 
starts in 1953 exceeded 1.1 million 
units during 5 months of the year 
(including December ), and was above 
a million for all months except 
August, when activity was adversely 
affected in some sections of the 
country because of work stoppages. 
New public housing in 1953, by con- 
tract, dropped by 39 per cent from 
1952 to 35,500 units, the lowest in 
5 years. 

Although housing starts in 1953 
declined almost steadily from the peak 
in April, the rate of decline in the 
closing months of the year was less 


than seasonal. An estimated 68,000 
units were begun in December, 12,000 
less than the November figure and 
3,500 less than in December 1952 
Early reports indicate that the Novem- 
ber-December 1953 decline in private 
housing occurred in sections of the 
country that were most affected by the 
onset of winter weather, particularly 
in the North Central states. Increases 
from November were reported for the 
West South Central, and Mountain 
states; in the South Atlantic region 
activity was about the same as in 
November. 

These estimates were from the U.S 
Labor Department's Bureau of Labor 
Statistics. 


Distributor Salesmen 
Win $1,000 Each 


CHICAGO, ILL.—Three distributor 
salesmen won $1,000 each ‘in the 
Viking Club sales contest held by the 
Norge division, Borg-Warner Corp. 
The three-month campaign, which 
finished recently, saw some 37 other 
salesmen share nearly $10,000 in cash 
prizes. 

The grand prize winners were: J. J. 


Golian, Mayflower Sales Company, St. 


(Continued on page 108) 





ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


* ELECTRICAL URGE 


* QUALIFIED 
CONTRACTOR 


whose combined circulation 


$¢ mony of your 


reache 
ers 


important custom 


LIKE THESE every month 


ADS 
. . plus DIRECT MAIL 


plus pRODUCT SAMPLING 


i m 
explain and point ovt to the 


T & B product features. 


REMINDS THEM, TC 
products ore ava! 
from you - - - OVF . 
distributor. 


Sea tet — 


Monoger 


OO, that T& B 
lable only 
uthorized 


7312 


Genera! Sales 


The THOMAS & BETTS CO. 


Incorporated 
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NEWT&B 
INSULATING 
BUSHINGS 


for ¥2” to 6” 
Standard Rigid 
Conduit 


ENGINEERED 


TOUGH...) @ BEND ’EM, 
POUND ’EM, TWIST ’EM 


These new T & B Insulating Bushings are designed 
to withstand rough treatment. Made of tough 
cellulose acetate butyrate, they're the toughest 
Insulating Bushings available today. 


Use T & B’s new Insulating Bushings wherever 
NEC requires protection for cable sheath or wire insulation 
against damage from burred or unevenly cut conduit... or 
for the ultimate in protection even where not required. 
Send today for a free sample and descriptive literature. 


Toughest Insulating Bushing Available Today... Can 
be used over and over again...shatterproof. 


\ “— . > + . . 
‘can Vibration-Proof ... Easily installed by hand, yet a wrench 
is needed to take them off. Bushing threads /ock onto conduit. 


e . . 
i: Resists Corrosion...Unaffected by common acids, sol 


vents, moisture or fumes. 


}/, Blue Color...Provides easy identification for electrical 


I . 
inspectors. 


AWS 
LOOK FOR THIS SIGN — ENGINEERED IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 


The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. it’s our way of assuring you the service and 
Savings of a friendly local source. Cali him for all your electrical needs 144 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butier Street * Elizabeth 1, New Jersey 
Thomes & Betts itd, Montreal, P.C., Ceneda 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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THE ELECTRICIAN 
WITH INSIDE 
KNOWLEDGE 


SPECIFIES 


HI-LAG 


FUSES 


| 
} 
} 
| 


Se eee ee eeeeeeeeereeeeeee 
‘eeeerere eeeteoe 


. 


There is a great scientific and practical difference 

in renewable link fuses. WARE Hi-Lag FUSE superiority 

is winning happy new users...lowering plant maintenance 
costs...and winning more sales and good-will 
for the men who recommend them. 


Men Who Know 


STUDY FUSE PROBLEMS 


When current flow is distributed over the extra 
wide end surfaces of WARE Hi-Lag links, the 
full current carrying capacity of the links is 
used. The widths of the knife blades and links 
match each other. Current is not converged into 
hot pressure spots as in old fuse designs which 
secures links against knife blades with pressure 
from a small diameter washer. With WARE Hi- 
Lag the entire end surface of the link is gripped 
in never loosening contact with the knife blade 
by means of an exclusive bridge assembly and 
extra wide spring-tension washers. 


Men Who Know 


STOP NEEDLESS BLOWS 


Ware Fuse 


co RPO RAT 


ON 


Sure! Fuses are supposed to blow to give ade- 
quate protection, but poorly designed fuses 
blow long before they should! Link contact 
poincs in other fuses loosen and oxidation re- 
sults due to expansion and contraction of metals 
and fibre during OFF and ON periods and 
cause excessive heating and unnecessary blows. 
Not only does exclusive WARE Hi-Lag design 
cut the number of dangerous contact points in 
half, but loose link contacts CANNOT HAP- 
PEN in a WARE Hi-Lag! Large spring tension 
washers hold the link and knife blades in a 
solderless connection. The spring tension 
washer never loses tension . . . always locks the 
links safely into the circuit. 

Write now for all the fuse facts 

Ware Fuses Guaranteed to Meet the Severest Test 
UNDERWRITERS APPROVED 


4420 WEST LAKE 


CHICAGO 24, 








Letters to the Editor 
(Continued from page 3) 





us about his product. Knowing before 
the meeting who would be with us, I 
have often been guilty of saying to 
myself, “Sure wonder what can be 
said about this product.” To my amaze- 
ment, | come away from that very 
meeting full of ambition and deter- 
mination to try out the same story in 
all my sales the very next day. Since 
this has happened time and again, I 
can repeat—it works. 

I know the retailer appreciates all 
the help he can get from the wholesale 
salesman. Well, that holds true for the 
wholesale salesman, for he too appreci- 
ates some help. So let's give the credit 
to whom credit is due—the manufac- 
turers’ agent. 

E. W. WEAVER 
ALLEN ELECTRIC INC. 
ALLENTOWN, PA 


CO.., 


Dear Sir 

... 1 certainly agree with the sen- 
tence in the second paragraph, “The 
agent can be a thorn in your side or a 
powerful ally on your side.” For the 
past 25 I have worked with 
many agents who represented leading 
manufacturers in the electrical indus- 
try. I have always found that it paid 


years, 


| me good dividends to cooperate and 


work closely with these men. They are 


| usually much better informed on their 


products than I could ever hope to be 
and, in many cases, secured orders for 
me that I probably would not have 
been able to sell 

I would like to qualify the above 
remarks to state that I am speaking 
solely of the legitimate manufacturers’ 
agent who sells only through qualified 
electrical wholesalers. The reason I say 
this is due to the alarming growth of 
agents who represent fly-by-night man- 
ufacturers who have entered the elec- 
trical field in the last few years. I find 


| here in our city that many of them are 
| selling merchandise that does not carry 
| the Underwriters’ Label and, in most 





STREET | 
PLLINOTS| 








cases, is inferior in quality and work- 
manship. Also, they usually have only 
short lines of the fast-moving items 
and will not produce the slower-mov- 
ing types of equipment necessary to a 
complete line. 

Of course, most good electrical job- 
bers recognize this fact and . . . try to 
avoid dealing with them. Many of 
them, though, call directly on our cus- 
tomers and make deals, leaving about 
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5 per cent margin for the distributor. 
Our customer, of course, is led to be- 
lieve that we have been overcharging 
him, and then legitimate agents are 
forced to meet these prices, thus reduc- 
ing our profit rate, which is already too 
short. 

Something more disturbing caused 
by these unethical agents, which I am 
sure is of some concern to the entire 
electrical wholesaling group, is the fact 


that more and more of these people | 
are selling hardware jobbers, drug and | 
sundry, automotive, machinery, paper | 
and janitor supply houses. We elec- | 
trical jobbers are slowly but surely | 


being nicked to pieces by the inroads 
these people are making into our field 
.. . All of this additional competition, 
plus the fact that most of our national 
industries, municipal government 
agencies, etc., have been placed on 
large discount basis, which even in 
dealing with our best and most reliable 


factories leaves the poor distributor | 


with not enough margin to handle the 
billing let alone the merchandise. 

I would like to know the answer to 
this problem. Shall we sit idle while 
our business is being drained or shall 
the electrical wholesaler take on a line 
of drugs, hardware, machinery? 

JOSEPH J. GORMAN 
APPARATUS AND SUPPLY MANAGER 
CONTINENTAL ELECTRIC CO 
KANSAS CITY, MO. 





Zeroing In on the Prospect 
(Continued from page 50) 





creasingly price-minded and _value- 
minded, more selective in their buy- 
ing. To meet this trend dealers and 
industrial buyers are eager for new 
buying suggestions, new sellinz and 
merchandising plans. 

What can you do? 


Observe, listen, pass along news and | 
methods | 
used by others. Develop an up-to-date | 
file of testimonials and verbal proof | 


descriptions of successful 


stories. Educate retailers’ salesmen in 
the features and advantages of your 
product. Get behind the counter and 
demonstrate how to sell it. Develop 
plans for neighborhood consumer cam- 
paigns for your progressive dealers. 
2. Latent Problems — One thing 
you don’t want to overlook. Some- 
times in helping a customer to solve 
his present problems you will uncover 
an unrealized opportunity for sales 
that may never have occurred to him 
—a latent problem. A recent actual 
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PRICING ERRORS 
OUT-OF-DATE PRICES 
DELAYED QUOTATIONS 


MONEY 
U CUSTOMERS 
TIME 


(ro 
YOUR BEST SOLUTION 
IS TO ORDER 7 


THE ELECTRICAL WHOLESALE 
PRICE BOOK SERVICE PUBLISHED 
BY TRADE SERVICE PUBLICATIONS, INC. 


HERE'S PROOF / 


HERES WHAT TYPICAL DISTRIBUTORS SAY 
ABOUT TSP: 








You, too, can get the benefit of our 20 years experience. Distributors 
from coast to coast rely on T S P for latest up-to-date price information. This 
detailed price information service is designed especially for your operation 
as an electrical wholesaler. It is supplied in loose leaf form and kept up to date 
with latest revised price sheets mailed weekly. Net prices are calculated to save 
you time and are tailored to your own individual location. This saves you time 
and avoids errors. The basic price book is thoroughly cross indexed with 
specific page numbers given for every manufacturer and item listed in the 
2,500 pages. 





WRITE TODAY FOR FREE 
DETAILED INFORMATION 
ON HOW YOU, TOO, 
CAN BENEFIT BY USING 
TSP SERVICE! 


blical, Lionud 


: ' 
INCORPORATED 
673 No. Wells Se. 

LATERAL ERE TENTED EIDE ISTO 
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At last 

hallways: 

with practi 

Guth “Vv” Ca 

provide “wall: 
illumination. The 
GRATELITE Low! 
Diffuser shields lan 

is easily maintained.'¥ 
Hallways and corrido 
“come out of the dark’ 
and turn into safer, more: 
cheerful lines of light 
that guide the eyes 

and the step. V'C:U’s 
available in 4’ & 8’, 

1 & 2 light models. 


*Patents Pending 
Trademark Registered 
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Write today on your letterhead 
for complete information. 


THE EDWIN F. GUTH CO. ST. LOUIS 3, MO. 








example, a direct result of past easy 
selling years, wili illustrate: 

An electrical wholesaler’s salesman, 
after taking a close look at the busi- 
ness of one of his customers, decided 
the man needed special help if he was 
to remain a good risk for the supplier. 
This contractor specialized in the sale 
and service of standard lighting equip- 
ment to stores. Searching for a solu- 
tion to his problem the salesman ac- 
companied him on several calls. While 
the contractor was selling his regular 
lines the salesman observed the com- 
paratively poor lighting in stockrooms 
and storage basements. A few inquiries 
developed that, due to eye-strain, 
stock-handling employees made nu- 
merous mistakes and their morale was 
low. Working from these facts, he 
proceeded to sell fluorescent lighting 
installations for these areas, putting 
them through the contractor. Here was 
a latent need the contractor had not 
only overlooked, but resisted, due to 
his many previous successful years in 
business. Adding the new line to his 
operations solved both his own and 
the salesman’s problems. 

Another latent need area: if you 
keep abreast of the fast-growing de- 
velopments in the infra-red and elec- 
tronic fields, there will be some of 
your accounts to whom such informa- 
tion will represent business facts of 
the utmost value. 

3. Future Problems — Most im- 
portant of all in personalized service, 
real knowledge of a customer's business 
permits you to anticipate his future 
problems. Through experience and ob- 
servation you pretty well know the 
signs which foretell where a business 
is heading—onward to greater things 
or backward into trouble. 

Right a careful check may 
develop that some of your former top 
accounts were excellent fair-weather 
sailors, but are not equipped to weath- 
er stormy competitive seas. Here is an 
opportunity for exceptional service. 
Forget temporarily that your business 
is to get orders. Adopt a friendly, 
counselling attitude and put your 
knowledge and experience at your 
customer's disposal. Such timely help 
may enable him to act wisely in a 
difficult situation and thus forestall 
serious trouble. Needless to say, your 
co-operation, tactfully offered, will not 
be forgotten. 

This is executive and creative sell- 
ing of the highest order. It may assume 
increasing importance in every sales- 
man’s work as the year progresses. 


now 
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An entirely different angle: your 
intimate knowledge of your customers’ 
businesses can be of the utmost value 
in protecting your own company dur- 
ing the uncertain months ahead. Not 
only will you be able to report risky 
or unfavorable developments at an 
early date (sometimes in the most 
unexpected quarters), but you may be 
able to spot trouble before it gets 
started or becomes serious. Alertness 
in these cases will earn the highest 
praise from your management. 

The rapidly shifting events of the 
past fifteen years have placed the 
salesman fact-to-face with constantly 
changing responsibilities. Vast expan- 
sion in every line of activity has 
drastically altered conventional pat- 
terns and habits. Probably there never 
was a time when the old adage 
“Knowledge Is Power” was truer than 
it is today 





What Jeffirs Said 


(Continued from page 43) 





reasons why. The chief reason is that 
the great majority of electrical con- 
sumers do noc (a) realize that their 
electrical wiring is imadequate, and 
(b) they have no idea of the extent 
to which obsolete wiring is penalizing 
them. The second reason is that many 
of them believe that they cannot afford 
to modernize their wiring systems. 


What must be done to correct Popular Fast-selling OOR 


this condition? First, consumers must 

be shown why it is to their advantage o d “ “ a ° A ° 

to modernize their electrical systems T req s! g to | Con vit Fast an Easily 
for unrestricted use of electrical equip- : ’ ; 
ment. Second, they must be persuaded e You just can’t beat these small drop head dies for 


to take the first step towards moderni- quick easy pipe or conduit threading. 
zation—consulting an electrical con- e Snap the size head you want into the drive ring, from 
tractor. Third, they must be shown either side, and you’re ready to cut clean perfect 


that they can easily afford electrical threads . . . heads can’t fall out. 


modernization. All three of these es- e Precision-cut alloy dies reverse easily for close-to-wall 


sential jobs can be done. : : 
Anaconda Wire and Cable Co. has _ | threads—no special dies needed. 


developed an extensive program, “Full | @ OOR and OR, %” to 1”; 111R and 11R, %” to 14%"; 
Power Ahead,” to promote and pro- 12R, 4%” to 2”. Free carrier with sets. Every threader 
vide for the extended use of electricity. fully work tested before shipment. Stock them for 
(Show Chart No. 3, “Full Power quick turnover. 
Ahead, and Chart No. 4, “Who Will THE RIDGE TOOL COMPANY «¢ ELYRIA, OHIO 
Benefit from the ‘Full Power Ahead 
Plan and How?” ) 
In its brochure, Anaconda states 
flatly that 9 out of every 10 industrial 
plants in this country are inadequately 
wired. (Show Chart No. 5, “Are You 
Sure Your Plant Is Not One of the 
90% Now in the Red Electrically?” ) 
Don't be too sure. The electrical sys- 
rem is your plant may be building up 


to a breakdown too! In fact, the odds 
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/§ for devices to hang conduit and pipe 


(BREA Se SO TSR ete se or 


Pipe and 
Romex Straps 


Pipe and 
Conduit Clamps 


b 


Hanger Rings 
and Bolts 


\\ 


“Snugfit"’ 
Pipe Hooks 


Perforated 
Hanger Iron 


**560"' 
Combination 
Hanger 


write for 
the NEW 
catalog of 


PAINE 
products 





PAINE COMPANY, 


th 


Make 


tr 


your source 
for quality 
hanging and 
fastening 
devices 


3 Westgate Road, Addison, Illinois 





| 
| 


are 9 to 1 against you—9 to | that 
you are now operating with obsolete, 
overloaded wiring, wiring that is drain- 
ing away your profits every minute 
through invisible heat loss and power 
loss. (Show Chart No. 6, “The Odds 
Are 9 to 1 You Are Paying Penalties 
for Overloaded Circuits.”) This un- 
seen, steady loss of power you. are 
paying for is only one of the penalties 
you pay for putting up with an obso- 
lete wiring system. When you add up 
the profit-eating penalties of weak 
wiring, don't forget to count your 
losses from interrupted or slowed- 
down production, the wages paid to 
workers made idle by break-downs, 
and the money paid out for repairs 
of damaged motors and other equip- 
ment. They all add up to a total loss 
that nobody can afford in this era of 
shrinking profits. 

That’s why it’s wise to check up 
on your wiring before overloading up- 
sets you electrical apple cart, before 
you're caught short of power to op- 
erate mew machinery you may need 
to improve production. It isn’t enough, 
you know, just to have enough power 
for present needs. To maintain your 
position in today’s competitive market, 
you must keep ahead—so 
“power up” and be prepared. We'll be 
plant 


moving 


glad to cooperate with your 
power engineer in checking your wir- 
ing system, to help you keep “out of 
the red” electrically. “Power up” now 
and be prepared for more efficient 
production, more profitable production 
from now on. The question is not, 
“Can you afford to rewire now?” but, 
“Can you afford not to rewire now?” 
Don’t make a snap decision. First con- 
sider the ways in which obsolete wir- 
ing may now be costing you cold cash. 

(Show Chart No. 7, “Can the Home 
Wiring System Feed All the Appli- 
ances with All the Electricity They 
Need?”) Maybe, if the home is new 
or if the wiring has been improved 
recently. If not, the answer is almost 
sure to be NO! The householder with 
a modernized wiring system will be 
able to utilize fully the electricity he 
pays for, which he cannot do with a 
wiring system that is overloaded. He 
will be able to enjoy the conveniences 
of all the appliances now available to 
make housework easier and home life 
more enjoyable, and use as many as 
he wants at one time without the 
annoyance of dimming lights or 
danger of fuse blowouts. 

Since the wiring in the average 


| home was installed, uses of electricity 
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have multiplied. In the past ten years, 
17 new electrical home appliances 
have been introduced, including dish- 
washers, automatic washers, clothes 
dryers, freezers and television receiv- 
ers—all “big eaters” of electricity. To 
attempt to feed all, or even most, of 
these appliances from the wiring 
circuits in the average home is short- 
sighted and can only result in serious 
interruptions of electric service. 


(Show Chart No. 8, “Can the Sys- 
tem Feed All Farm and Home Elec- 
trical “Helpers” with All the Energy 
They Need to Work Efficiently?” ) 
Not all of them, certainly—unless the 
buildings are new or have been rewired 
recently. You won't need a slide rule 
to figure out the answer to this 
question. It’s as simple as this: if the 
farm wiring hasn’t been improved 
since installation, the answer to this 
question is almost certain to be NO! 
Since then, uses of electricity on the 
farm have multiplied. New electrified 
equipment has been introduced to 
make farm operations more efficient, 
more economical and more profitable, 
and many new home appliances have 
come into use. 


To attempt to feed all, or even 
some, of this new equipment from 
the old circuits is as futile as trying to 
grow a profitable crop in poor soil. 


The inevitable result is frequent fuse 
blow-outs, or even more serious inter- 
ruptions of electrical service. 


(Show Chart No. 9, “Obsolete and 
Inadequate Wiring penalizes Progress 
and Profit in Commercial Enter- 
prises.” ) Overloaded circuits limit abil- 
ity to use these tools of better business. 
Obsolete wiring in store and office 
penalizes both tenants and property 
owners. First, consider the tenants. 
If they operate stores, obsolete wiring 
circuits limit or even prevent ability 
to use such modern merchandising 
tools as air conditioning, effective 
window and store lighting, and il- 
luminated or animated displays. If 
they maintain offices, under-voltage 
wiring limits, or may prevent use of 
modern lighting to promote working 
efficiency and electrical office machines 
to speed up and improve operations. 
And how is the property owner penal- 
ized? Here’s how: if the wiring in his 
building is inadequate, he soon finds 
it increasingly difficult to keep his 
tenants and harder still to find new 
ones. No smart business man will 
knowingly rent a store or office where 








with Sylvania 
Fluorescent. Lamps, you sell 


Lasting Brightness 
Sylvania Fluorescent Lamps contain 
STABILIZED PHOSPHORS .. . an exclusive 
coating achievement enabling the lamps to provide 
a longer-lasting brightness now than they ever 
did before. This actually amounts to a “Bonus 
of Light” worth more than the cost of the 
lamps themselves. That’s why Sylvania 
can cover its lamps with this 
money-back assurance. 
Tell your customers about 
this latest Sylvania engi- 
neering advancement. For the 
complete story write Sylvania, 
Dept. 4L-2702 or call your 
Sylvania representative. 


Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 


he can’t use all the tools for better In Canada: Sylvania Electric (Canada) Ltd., University Tower Bldg., St. Catherine Street, Montreal, P. Q. 
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business which he needs today. 

The electrical contractor will 
profit directly and immediately from 
the new wiring business. The type of 
wiring jobs to be developed are not 
only profitable in themselves, but also 
serve as “fillers” to keep installation 
crews busy between larger jobs. The 
electrical contractor is the key man 
in the “full power ahead” campaign. 
Since the contractor is the man who 
will make direct contact with those 
who need wiring modernization and 
will profit directly from all business 
he develops, he is the logical man to 
spearhead the campaign. 

He has a 3-part role in the program: 
1. to develop an active interest in 
wiring modernization through direct 
mail advertising and personal contact; 
2. to follow up promptly on all in- 
quiries or other leads, 3. to help his 
customers arrange for financing wiring 
modernization. 

Anaconda Wire and Cable Co. has 
prepared for the contractor a compre- 
hensive and integrated sales promo- 
tion campaign that gives him every- 
thing he needs to develop profitable 
new business in wiring modernization. 
(Show sales promotion package. ) 

* * * 

That completes the script. Next, Ana- 

conda’s motion picture, “Nerves of 

the Nation,” was shown. Jeffirs then 

had literature available from the Na- 

tional Adequate Wiring Bureau and 

reprints of ELECTRICAL WHOLE- 

SALING’s “Adequate Wiring’s Chal- 

lenge” passed out to his guests. He re- 

minded them our service pays,’ add- 

ing that he intended to hold a meet- 

ing someday on how good distribu- 

tion saves money. Food, beer and 

music followed. Jeffirs figures the 

meeting, including refreshments, cost 

less than $1 per person — cheap 

oj. NEOPRENE BY WEIGHT guiiy ——~ | enough considering the direct bene- 

fits the program eventually will pro- 
duce. 


CERTIFIED — 


NEWS 


(Continued from page 100) 


Louis, Mo.; C. E. Haight, Radio Dis- 
tributing Company, Grand Rapids, 
Mich.; and B. C. Abney, Moore- 
Handley Hardware Company, Nash- 
ville, Tenn. 

Mr. Golian led the field in his com- 
petition class composed of major city 
distributors. Mr. Haight, high man in 
the middle size city class, was also 
high man for the entire contest. Mr. 
Abney was leader in the small city 
category 
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Steiner Electric 
Celebrates 36 Years 


CHICAGO, ILL.—Steiner Electric 
Company recently celebrated its 36th 
anniversary by adding an annex of 
about 20,000 sq.ft. to their new 
building. 

An anniversary party was given to 
the employees. About 16 people, who 
had been with the firm from 12 to 
32 years, were honored by special 
gifts. The employees, in turn, sur- 
prised President George S. Steiner 
with a gift of a Polaroid camera. 


Don Salyer Heads 

New Mexico House 
ALBUQUERQUE, N. M. — Don 

Salyer heads the new firm of Salyer 


Distributing Company. He was for- always tops 


merly Albuquerque branch manager 


for the Boyd Distributing Company, z it I 
Denver, Colo. wm 1 Ss C ass eee 
Salyer Distributing Company, lo- 
cated at 708 First St, NW, Albu- 
querque, will distribute consumer 
products in the northern half of New 
Mexico. The firm was recently ap- 
pointed distributor for Motorola Inc. 


EE! Sales Conference 
To Be Held In Chicago 

NEW YORK, N.Y.—The 20th An- 
nual Sales Conference of Edison Elec- 
tric Institute will be held on April 
5, 6, 7, 8 at the Edgewater Beach 
Hotel in Chicago. More than 1,000 
top level sales executives of the elec- 
tric light and power industry are ex- 
pected to attend. 

The latest developments and tech- 
niques in the home service field will 
be discussed, during the first day, by 
leading home economists from the 


electric utilities and manufacturers. On y vd The only 40% 
: = rubber-jacketed 
portable cord 
with branded jacket. 
And it is self- 
taste, scnvoliy lovstiona, Whese measuring, too— 


severe conditions are encountered 


. 
and maximum protection is required, branding is 


the cord and cable to specify is 


BRONCO 60 CERTIFIED with 60% repeated every 
by weight Neoprene branded jacket. 
AL NEWELL, Duley Sherberth and two feet! 
Jim Hogaboom look over the new 
power tool line recently taken on by 
Hughes Supply, Inc., Orlando, Fla SOLD NATIONALLY BY ELECTRICAL WHOLESALE DISTRIBUTORS 
The wholesaler is located at 52] W 
Central Ave., and has branches in Manufactured by WESTERN INSULATED WIRE CO., Los Angeles 58 © California 
Daytona, Gainesville, St. Petersburg 
and Lakeland. 
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Manarch 


“FLOWS” BRASS to FIBRE to give 


Monarch is the only fuse with 
this new construction fe > 
Fibre barrels cannot loosen 
from brass fittings. There are 
no rivets or pins to cause hot 
spots and char the fibre bar- 
rel, It means you geta quality 
fuse with better protection 
. +. over a longer operating 
period ... and at the regular 
fuse price. 


Ask your wholesaler now or 
write for further information. 


72 Es a 


Jamestown, New York 


Ca.,i10. 


A re thai: 


| the second day, April 6, four concur- 
rent sectional meetings covering the 
| commercial, farm, industrial and resi- 
| dential markets will be held. Talks 
| will be slanted towards the specialized 
selling techniques needed to overcome 
| sales resistance in the respective mar- 
ket. 
| On April 7 and 8, prominent speak- 
ers from electrical and allied indus- 
tries, will survey the general business 
and economic conditions and the effect 
on selling and sales management. The 
conference will conclude with the pre- 
sentation of annual awards honoring 
outstanding promotional activities by 
utilities presented by prominent pub- 
lications, associations and electrical 
manufacturers 


Roggen Succeeds Hoffman 


In Reinhard Brothers Co. 


MINNEAPOLIS, MINN. — Henry 
Hoffman, director and South Dakota 
division manager of Reinhard Brothers 

| Company, has retired. Gary Roggen, 
formerly automotive purchasing agent, 
| succeeded him on February 10th. A. C. 


Gary Roggen Henry Hoffman 


Reinhard Jr., president, made the an- 
nouncement. 
| Mr. Hoffman, a 42-year veteran 
| with the firm, had been South Dakota 
division manager since 1947. He con- 
tinues as a director of the company, 
a position to which he was elected 
in 1949 
Mr. Roggen joined the Reinhard 
| firm in 1947, at the opening of the 
| Sioux Falls divisional office 


| Smithcraft Doubles 
Production Area 
| CHELSEA, MASS.—The purchase 
| of 175,000 additional square feet of 
floor space for the Smithcraft Lighting 
division has more than doubled the 
firm’s existing plant area. The build- 
ing will be used in the development 
of a long-range expansion of the com- 
pany’s manufacturing facilities. 
Announcement was made by J. J. 
Smith, president of the A. L. Smith 
Iron Co. 
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What To Do On A Cold Day 


MENOMINEE, MICH.—The tem- 
perature got down to —2 deg. F., last | 
December 24th. It was the coldest day | 
of winter, till then, in Menominee. It 
was also the day that thieves entered | 
a warehouse rented by the Signal Elec- | 
tric Mfg. Co., and stole 14 packaged | 
electric fans. 


Ray McCleery Joins 
Bernard Electric, Columbus 
COLUMBUS, OHIO— Ray Mc- 


Cleery, who has been in the electrical 
wholesale industry for the past 35 | 
years, has joined the staff of the Ber- 
nard Electric Supply Company. D. W. 
Paini, general manager, says Mr. Mc- 
Cleery's duties will include inside sales 
and consultation with electrical con- 
tractors. 

Bernard J. Kerscher is president of | 
the firm, which is located at 225-227 | 
N. 4th St., Columbus 


Lappin Names A. G. Nichols | 

MILWAUKEE, WIS. — Alan G. | 
Nichols is district manager for the 
electrical supply division of the Lappin | 
Electric Company. The territory in- 
cludes south central Wisconsin, with 
headquarters at Madison. 


Honeywell Board Elects 
Three To Executive Posts 
MINNEAPOLIS, MINN.—Charles 


B. Sweatt has been elected to the new- 
ly created post of vice chairman of 
the board of the Minneapolis-Honey- 
well Regulator Co. Two other officers 
have been elected executive vice pres- 
idents. Mr. Sweatt, younger brother of 
board chairman Harold W. Sweatt, 
has been executive vice president since 
1945 


The new executive vice presidents 





ROBERT FISH and F. H. Camplejohn, 
manager, Jax Electric Supply Co., Inc., 
Jacksonville, Fla., study best method 
to hook up a circuit breaker. M. Gold- 
stein is president of the firm, which is 
located at 2311 Lavra St., Jacksonville. 


3 of the 19 Marcus 
transformers installed, 
with ratings up to 
150 KVA. 





Capacities am, 
Ite 3000 KVA 


© DISTRIBUTION 

¢ GENERAL PURPOSE 
e UNIT SUBSTATION 
e PHASE CHANGING 

* ELECTRIC FURNACE 
@ RECTIFIER 

« WELDING 

« MOTOR STARTING 

* SPECIAL 





... are STAR PERFORMERS 
at the Cincinnati Garden! 


Feeding the power where and when needed at 
Cincinnati’s huge and busy “Garden” is another 
important assignment for MARCUS Dry Type 
Transformers 


Because all Marcus Dry Type Transformers are 
now being constructed with Hi-Heat, Hi-Die- 
lectric Magnet Wire, levels of at 
least 10 times present industry standards 
easily attained 


insulation 
are 


This factor alone, plus an enviable record of 
trouble-free performance and matchless depen- 
dability made Marcus Dry Type Transformers 
the choice of the Beltzhoover Electric Co., of 
Cincinnati, Electrical Contractors for the pro- 
ject, and A. M. Kinney, Inc. the consulting 
Engineer on the job 


Increase your power Performance Standards 
with Marcus Dry Type Transformers. 


“Mark of Quality” 


Representotives in Principal Cities 


MARCUS— 


TRANSFORMER CO., inc. 
HILLSIDE 5, NEW JERSEY 


| ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 
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a branch circuit 


breaker capable 
of interrupting 


10,000 AMPERES 


Here, at last, is a single-pole panelboard-type circuit breaker designed for 
today’s requirements. It has the sturdiest construction, the smoothest switch- 
ing action and the fastest short circuit interruption of any branch circuit 
breaker available. 

The HEINEMANN General Purpose Panelboard Circuit Breaker also 
has a standard interrupting capacity of 10,000 amperes at 120 volts, AC or 
5,000 amperes at 250 volts, AC—extremely high considering its size. Even 
beyond this . . . it has a one-time safe interrupting capacity of 20,000 amperes 
at 120 volts, AC or 10,000 amperes at 250 volts, AC. Such a large interrupt- 
ing capacity may have been needless in the past, but it is a practical require- 
ment with present-day electrical distribution systems. The modern practice of 
high capacity buses to branch circuit panelboards makes short circuit currents 
of such magnitude quite possible. 

In addition, Heinemann Circuit Breakers operate on the hydraulic-magnetic 
principle. They employ no thermal elements, thus de-rating is never necessary. 
In effect, Heinemann provides greater, safe, usable capacity in branch circuits 
with the same wiring because the circuit breaker capacity is not affected by 
ambient heat or cold. 

Send for Bulletin 3410 


HEINEMANN ELECTRIC CO. 
152 Plum Street, Trenton 2, N. J. 


are Tom McDonald and A. M. Wilson. 
Both formerly held the title of vice 
president. They now assist Paul B. 
Wishart, president, in carrying out 
managerial duties at the policy-making 
level. 


Division Activities 
Combined By Bryant 
BRIDGEPORT, CONN. — The 


Bryant Electric Co., has combined the 
sales activities of the wiring device 
and the Hemco plastics divisions 
under Harold Hey, general sales man- 
ager. 

Clyde W. Foster is specialties sales 
manager for all plastic products and 
directs certain wiring device activities. 
Mr. Foster has been with the com- 


Clyde W. Foster John R. Craig 


pany 34 years in various sales capaci- 
ties, and since 1946 was Western 
district manager. He is located in 
Bridgeport. 

John R. Craig has succeeded Mr. 
Foster as Western district manager, 
Chicago. He joined the company in 
1929 and for the past two years has 
been North Central area manager with 
headquarters in Cincinnati. 

Edgar B. Gilmore succeeds Mr 
Craig as North Central Manager. Rob- 
ert S. Hawkins is Southwestern area 
manager with headquarters in Dallas, 


Tex. 


Long Island Wholesaler 
Adds Warehouse Space 


NEW YORK, N.Y. — Avon Elec 
trical Supply, Inc., Long Island dis- 
tributor, had added about 25,000 sq. ft. 
of warehousing space. The firm's 
present facilities, situated at 145-14 
Jamaica Ave., consist of 20,000 sq. ft. 

Avon Electrical has also taken on four 
additional salesmen in line with its 
decision to expand its housewares op- 
eration. The sales force total’s nine 
men. Mort Friedman, formerly in the 
sales department of Eagle Sales, New- 
ark, N.J., has been named sales man- 
ager of the traffic and housewares 


division. 
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New Texas Wholesaler 
Headed by Harbaugh 


EL PASO, TEX.—The Boyd Dis- 
tributing Company of Texas handles 
Motorola, Inc., sales in the far western 
part of Texas and the southern half 
of New Mexico. The new wholesaling 
firm is headed by Bob Harbaugh, 
former general sales manager of the 
Boyd Distributing Company, Denver, 
Colo. 

The firm is located at 2209 Mills 
St., El Paso. 


G. E. Announces Program 
For Supplies Sales 


PROVIDENCE, R.I—A sales pro- 
gram, designed to get distributors 
more dealer business in electrical sup- 
plies, has been inaugurated by the 
wiring device dept., construction ma- 
terials division, General Electric Co. 

Featured are a number of specialty 
products in the line, and a few of the 
staples. Displays for these products, 
plus sales helps make up an overall 
selling program for dealer business in 
electrical supplies. Distributor selling 
aids include a simplified sales-rated 
catalog, sales portfolio for salesmen, 
post card mailing program, flyers and 
mailing pieces and trade advertising 
support. 

Aids for dealers take in a simplified 
sales-rated catalog, plaques displaying 
all the items featured in the sales pro- 
gram and national advertising. 


Osborne and Dermody 
Named In Nevada 


RENO, NEV.—Osborne and Der- 
mody Supply Company, this city, is 
distributor of Westinghouse electrical 
apparatus in both the Reno and Las 
Vegas areas. The wholesaler serves in- 
dustries, utilities and contractors. 

John A. Dermody is president, 
while R. L. Osborne, Jr., is vice presi- 
dent and general manager of the firm, 
which has its headquarters at 253 
Chestnut St., Reno. A branch opera- 
tion is located at 1305 South A St., 
Las Vegas. 


Gesco Promotes Porter 
NEW HAVEN, CONN.—Richard 


C. Porter is manager of the General 
Electric Supply Company's branch in 
this city. He was promoted from 
Waterbury where he held the post of 
local house manager. Earlier Mr. Por- 
ter was traffic appliance sales represen- 
tative for the company. 
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1933 
Popular 
Light Duty 
Size 
1931 


1929 Tough 
Popular Heavy Duty 


Standard Duty Size 
Size 


ALL PORCELAIN 


Your Salesmen Know 


Foreelain Roducts 
Wireholders .' 


1980 
Copper-bail 
reinforced. 
Round Base. 


1982 
Copper-bail 
reinforced. 
Oval Base. 


Steel-bail Steel-boil 
reinforced. reinforced. 
Screw-assembled 


“Semi-Fioat” action. 


Rigid screw. 


METAL REINFORCED 


45 STYLES AND SIZES TO CHOOSE FROM 


The best and broadest line 





boosts volume — profits! 


Your customers get what they 
want, in Porcelain Products’ 
wireholders—45_ styles and 
sizes to choose from! Quality, 
too—sharp, clean threads, that 
speed installation — large, 
smooth wire-ways that protect 


conductors. A name that sells! 
All this at low cost! 

Accepted everywhere, known 
everywhere! You profit from 
the value of the old established 
name—Porcelain Products, 


Inc. A good name is priceless, 


ELECTRICAL PORCELAIN SINCE 1894 


Porcelain Products, lie. 


FINDLAY, OHIO 








CALENDAR OF EVENTS 


National Adequate Wiring Bureau 
Conference 
LaSalle Hotel 
Chicago, Il. 
February 25-26 
Meetings, panel discussions 


~ COMPARE AND National Electrical Manufacturers 


Association 


Spring Meeting 
YoU [| WITt y | Bagewaser Beach Hore! 
| Chicago, Ill 
March 8-11 
Meetings 








Because . . . for over 30 years Eagle has made quality 
products for sale through wholesalers only. Whether it is 
a receptacle, switch, wall plate or fuse . . . you have them 


| North C 1 Electrical I ies 
all in the Eagle line of 1400 items. eal es ecesical Induseeies 


Electrical Industry Convention 


> St. Paul Hotel & St. Paul Municipal 


Auditorium 
| St. Paul, Minn 

a 4 March 21-24 
Trade Show (Electrical supplies-appli- 

ances), speakers, meetings, technical 

THE ONLY COMBINATION ile panel discussions 
OT! Southeastern Electric Exchange 

RECEPTACLE with a ‘“T” SL | 

















21st Annual Meeting 
Boca Raton Hotel & Club 
Boca Raton, Fla 

March 22-24 

Conference 


Modern Living Exposition 
Electric Association & Metropolitan Home 
Builders Assn 
Navy Pier 
April 3-11 
Exhibits, demonstrations (appliances, 
itch. radio, TV 
ur rated switc 
oe & full 10 amp. 


heavy screws—backed out National Packaging Exposition 


e Large head American Management Assn. 
dy-to-use. - Convention Hall 
ready- enuine ni | Atlantic City, N. ] 
Receptacle contacts are & 
e 


April 5-8 
stot, heavy phosphor bronze. Conferences, exhibits, committee meet- 
stru 
e Heavy con 


service. 





ction gives 4 lifetime of ings, packaging operation features 


Edison Electric Institute 
20th Annual Sales Conference 


8 Combination Edgewater Beach Hotel 
GLE No. 19 ——T any 1cazo I] 

Comore eT" Slot Receptacle with any a 

Switc 


t et April 5-8 
7 will agree it’s the bes Y Meetings, general sessions, speakers, 
other. You 
costs no more. 


awards and luncheon 


Catalog Sheets No. 798W eo oe Representatives 
1954 Trade Show 
Mechanics Building 

ene Boston, Mass 
EAGLE means an organization of trained engineers, ved 
production experts and experienced factory em- agi 
ployees, quality-conscious. All EAGLE products The 1954 Electronic Components 
are sturdily built—attractively boxed. Prices are _ Symposium 
kept low by 3 modern plants that basically produce | Fifth. Conference 


, : Interior Department Auditorium 
all materials whether plastic, screw shells or screws. Washington, D. ( 


May 4-6 
SOLD THROUGH i , : ay oor at conference, techni- 
WHOLESALERS mG eee ae oe 
ONLY Pacific Coast Electrical Association 


Annual Convention 


° Hotel del Coronado 
EAGLE ELECTRIC MANUFACTURING CO., INC. | : lo, Calif 


Coronado, 
LONG ISLAND CITY 1 * NEW YORK May 19-21 


a! , , > ad Speakers, panel discussions, entertain- 
Perfection (2 aot an srtecideut | 7 


ment, banquet, golf, ladies program 


Write for 
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Triple Industrial Supply Convention 
Waldorf-Astoria Hotel & Madison Square 
Garden 
New York, N. Y. 
May 17-19 
Meetings, exhibits 


Edison Electric Institute 
Annual Convention 
Atlantic City, N. J 
June 1-3 
Conference 


NATIONAL ASSOCIATION OF 

ELECTRICAL DISTRIBUTORS 

46th Annual Convention 

Convention Hall 

Atlantic City, N. J. 

June 6-11 

Speakers, committee meetings, confer- 
ence booths, awards, ladies program 


Canadian Electrical Association 
Annual Convention 
Murray Bay 
Quebec, Que. 
June 24-26 
Meetings, speakers 


Michigan Electrical Association 
Annual Convention 
Grand Hotel 
Mackinac Island, Mich 
June ,27-30 
Meetings, speakers, entertainment 


National Housewares & Home Appliance 
Manufacturers Exhibit 
Convention Hall 
Atlantic City, N. J 
July 12-16 


Exhibits 


Houston Gift & Housewares Show 
Chamber of Commerce Trade Show Com- 
mittee 
Ben Milam Hotel 
Houston, Tex 
August 15-18 
Exhibits 


Western Electronic Show & Convention 

Pan Pacific Auditorium and Ambassador 
Hotel (Convention Hdatrs. ) 

Los Angeles, Calif. 

August 25-27 

Show, convention sponsored jointly by 
West Coast Mfrs. Assn. and Los 
Angeles, San Francisco I.R.E. sections 


Rocky Mountain Electrical League 
Fall Convention 
Stanley Hotel 
Estes Park, Colo. 
Sept. 12-15 
Speakers, committee meetings, demonstra 
tions, banquet, golf, entertainment 


International Association of Electrical 
Leagues 
The Bellevue-Stratford 
Philadelphia, Pa. 
September 29-October 2 
Meetings, discussions 


Eastern Canada All Electrical Show 
Show-Mart Exhibition Hall 
Montreal, Quebec 
October 6-10 
Exhibits 
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ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


ADJUSTABLE 
GANG FLOOR BOXES 
1-2-3 AND 4 


NOZZLES any 
ACCESSORiEs 


eLOOR JUNCTION 
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ARMORED 
CABLE SUPPORTS 
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gis we 


“Latrobe” Floor Boxes and Wiring Special- 
ties are top performers because they are 
expertly designed of the finest materials. 


“Latrobe” Products are proof that the 
shortest road to efficiency and economy 
lies through quality. 


Adjustable 
Watertight Floor Boxes 


Adjustable Floor Boxes are now bonded 
which makes them fire-proof —— come in 
single round or square bodies — also fur- 
nished in square single gang, two gang, 
three gang and four gang types. 


“Bull Dog” Pipe or 
Conduit Hanger 


This sure grip Bull Dog hanger is econom- 
ical and dependable. Hangs pipe or con- 
duit 42", 34", and 1” to steel beams 3%" 
thick. 


Pullman Manufacturing Co. 


ie ee ee 


JEFFERSON STREET 


LATROBE. PA. 








PEOPLE IN THE NEWS 


B NEW my U LT FLOODLIGHT Gordon Koppert, General Electric 


Supply Co., New Orleans, La., has 
been elected to the executive com- 
mittee of The Radio, Television and 
CHECK THESE Appliance Association of New Or- 
leans. 

QUALITY FEATURES Arthur M. Willmann has joined 
Edward Bostonian, Inc., 30 Church St., 
ALUMINUM REFLECTOR WITH New York City, a district sales office 
ALZAK FINISH for the Electro Silv-A-King Corp., 


ALUMINUM CAST HOUSING FOR Chicago and Bridgeport, Conn. Mr. 
SOCKET Willmann had been lamp and light- 


ing specialist for G.E. in New York 
HEAT AND IMPACT RESISTANT Cie tor 77 weaee 
GLASS LENS 

John A. Hill has joined the indus- 


WATERTIGHT COUPLING AT CABLE trial relations and personnel depart- 


ENTRANCE 16” DIAMETER:-J50" WATTS ment staff of the Minneapolis-Honey- 
well Regulator Co., as assistant to Glen 


LOCKING LEVER FOR POSITIVE ae eae os 
POSITIONING NARROW BEAM. Galles, personnel manager Mr. Hill 


| was assistant dean of the College of 
MALLEABLE MOUNTING FITTING Engineering, New York University, in 
—THOROUGHLY PLATED | charge of the evening division 
George A. Ryan is sales engineer, 
plastic division, Boston Woven Hose 


” ae » bs | & Rubber Co., Cambridge, Mass. For 
IMO Opie EL ECT R ( , M FG. IN C. the nag 2 sea Be: Sons a icon 
4223 W. LAKE ST. CHICAGO 24 with the Irvington Varnish & Insu- 


lator Co 























Philip B. Hoppin is manager, ad- 





vertising and sales promotion, General 


HOW RELIANCE PROTECTS | Electric Co.’s air conditioning division. 
Edmond Charles Falleur is chief 

e f an se 
fits technical engineer for Belgian Electric 
pro bad Sales Corp. He was former chief serv- 
| ice engineer of Ateliers de Construc- 
tion Electrique de Charleroi (ACEC) 





your time switch 





and was in charge of: the major test 
bank for ten years. Mr. Falleur ad- 


> 4 LOW INITIAL COST mi | vises on all technical matters relating 


The entire line of Reliance Time Switches ; | to the complete line of ACEC motors 
is competitively priced, and produced by a SE, 


pioneer in the industry. F. Lee Davis is manager, industrial 


be! hie he sales, The Pyle-National Co., Chicago 
- TROUBLE-FREE SERVICE + Youn | He was Detroit district representative 


With every Reliance time switch installa- | of the Benjamin Electric Mfg. Co 
tion you can feel sure. . . and secure that Frank M. Currie is supervisor of field 
you will keep your profit. That's because ; e : | soles 

Reliance products require a minimum of 

maintenance expense. 2 John E. Cahill is supervisor of 


+ BUILDS CUSTOMER 600D WILL eo | design engineering for the electrical 


Reliance time switches help build prestige products group, Minnesota Mining 


and extra sales for you, because they require 
so little service and provi much i RELIANCE 

; provide so much in MODEL 400” 
customer convenience. S.P.S.T. 20 AMPS, 125 VY. 


and Manufacturing Co 


Henry T. Allen is Milwaukee terri- 
tory representative for the Lappin 


Send for FREE catalog RELIANCE AUTOMATIC LIGHTING COMPANY Electric Company's industrial division 


1911 Mead St., Racine, Wis. 








Gordon P. Bowman is district 
manager of the Cincinnati sales office 

RELIANCE Tl Mi E SWITCHES for the BullDog Electric Products Co 
Mr. Bowman has returned to BullDog 
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after being recalled to active duty 
for a two year tour as a gunnery 
officer aboard a destroyer in Korean 
waters 


F. Lee Davis is manager of indus- 
trial sales of The Pyle-National Co., 
Chicago. He was formerly Detroit 
district manager of the Benjamin Elec- 
tric Mfg. Co., and replaces F. M. Cur- 


rie, now supervisor of outside sales 


Ben T. Clark and Harry Roit have 
joined the fan division of The Lau 
Blower Co., Dayton, Ohio. Edward V. 
Sullivan, sales manager, made the an 
nouncement. 


Richard S. Smith is district sales 
engineer of the Sola Electric Co.'s 
branch office for specialty transformer 
sales in Los Angeles. The new branch 
is located at 2025 Sunset Blvd 


Everett M. Myers, 32, former sales 
operations manager for The F. E. My 
ers & Bro. Co., Ashland, Ohio has 
been elected vice president in charge 
of sales by the company’s board of 
directors. He succeeds C. D. Leiter, 
64, who will continue as a vice presi- 
dent and director of the company. 


Murray J. Whitfield, president of 
Revere Electric Manufacturing Co., 
Chicago, announces the appointment 
of Stanley M. Starr as manager of 
street lighting sales 


William H. Struckman is sales 
manager of radio, television and traffic 
appliances for Gesco, San Francisco 
Eugene F. Graff, formerly advertising 
and sales promotion manager for 





DISCUSSING the program at SEWA’s 
Atlanta meeting are Alvin H. Phillips, 
manager, Sullivan Hardware Co., Green- 
ville, S.C.; Henry Long, H. C. Beglin Co., 
Atlanta; and A. P. McGraw, Trumbull 
dept., General Electric Co 


4 ged 


Twist-Lock 


SINGLE 
FLUSH RECEPTACLES 
NO. 7582 
and 


UJ 


| 


BACK 
IRED 


TO SAVE WIRING TIME... 
PROVIDE GREATER VERSATILITY 


Versatility . . . Suitable for back wiring, side 
wiring, or for the continuation of a circuit 
using combination of both. Back wiring makes 
unit adaptable for more products, especially 
where close wiring tolerances are encountered. 
Unit is available grounded. 


Convenience . . . Back wiring permits easier, 
faster installation with no wire looping re- 
quired. Strip gauge indicates exact amount of 
insulation to remove. 


Electrician always has choice of side or back wir- 
ing method, or of continuing circuit using both. 
In this case, the same binding screw anchors 
both the back wire and the side looped wire. 
Positive contact is assured. 

7580 Duplex Receptacle iy also 


eveilable with these same 
features. 


SOLD ONLY 
THROUGH 
ELECTRICAL 
WHOLESALERS 


ata 


HEAVY DUTY 


4 


Oar of 


7 Deep - slotted bind- 
ing screws suitable 
for back wiring, 
side wiring or 
(see diagram 
below). 


Bock wired holes 
provide for in- 
serting wires 
straight into bock 
of receptacle. 





Strip -, indicotes 
ae atl 


to remove . . . elimi- 
nates wire looping. 


Shows how circuit may be ex- 
tended utilizing both back and 
side wiring. Same binding 
screw anchors both the wire 
inserted through hole in back 
and the side-looped wire. 


This attractive Twist-Lock Fold 
er may very well hove the 
answer to many of your wiring 
problems. Send for it today! 


2/ 


HARVEY HUBBELL, tc. 


i DEPT. D, BRIDGEPORT, CONNECTICUT 





Trine’s newest display with beauti- 
ful, simulated wood grain back- 
— provides a perfect setting 
or your 24 proven best selling 
push buttons—all different—in as- 
sorted finishes on solid brass. Size 
15%” x 2214” x 3/16” thick. Easel 
for standing; eyelets for hanging. 
Packaged Deal includes sample 
display and introductory “back 
up” stock of 39 assorted push 
buttons (packed in _ individual, 
colorful Trine boxes) for a total 
of 63 push buttons. You pay only 
for push buttons. Labeled shipping 
carton suitable for mailing to 
your customer. 


TRINE MANUFACTURING CORP., 


This attractive 


8 
selling, contains 
- » « Brice card 
with spaces for 
your retail prices 


utor-Dealer price 
information for 
selling and re- 
ordering. 








Complete reliability is the one thing we demand from a 

fire alarm system. Therefore, when ordering Interior Fire Alarm Systems, be 
sure to specify equipment (control panels, stations, and fire alarm bells) 
produced by Signal Engineering & Manufacturing Co., the originators 

of A-C Fire Alarm Systems. 


Both coded and non-code types are available in various arrange- 
ments depending on type of building or establishment. Although 
Interior Fire Alarrn Systems are intended primarily for warning 
occupants of a building, they can be connected into a munici- 

pal system. 


Write for Bulletin FA-5 


FIRE ALARM 


‘ SIGNAL 





| 
| 
| 
| 
| 
| 
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major appliances, succeeds Mr. Struck- 
man as traffic appliance sales manager. 
F. L. Garrison, who had been traffic 
appliance manager, has received an- 
other assignment within the company. 
Richard LaPado is advertising and 
sales promotion manager, major appli- 


Charles Knox is manager of 
Crouse-Hinds Co.'s Philadelphia divi- 
sion. He heads a sales territory made 
up of eastern Pennsylvania, southern 
New Jersey, Delaware and Maryland. 


Leonard J. Neary is western sales 
manager of the Rival Mfg. Co., Kan- 
sas City, Mo. He is responsible for 
sales in all states west of Denver, in- 
cluding western Texas. His headquar- 
ters are 3120 West 9th St, Los An- 
geles, Calif. 


S. R. “Ted” Herkes is vice presi- 
dent and general manager of Moto- 
rola-Chicago, the wholly-owned com- 
pany branch handling distribution of 
consumer products through the Chi- 
cago-land market area. He succeeds 


Gil Thorne. 


T. C. Hadden, Jr., is purchasing 
agent for the Ward Leonard Electric 
Co., Mt. Vernon, N. Y. He was former- 
ly associated with the Western Elec- 
tric Co., Inc., as a buyer at their pur- 
chasing division headquarters, N. Y. C. 


Joe Chapman Lane, Jr., has been 
appointed manager of advertising and 
sales promotion for the Westinghouse 
electronic tube division, Elmira, N. Y. 


Bob Lamsden of the O. A. Sutton 
Corp., Wichita, Kan., has recently been 
appointed district sales manager of 
the central Atlantic district with head- 
quarters in Charlotte, N. C. Tony 
Reale, district sales manager has been 
transferred to the north eastern district 
of the United States. His territory in- 
cludes Boston Providences; Portland, 
Maine; and Burlington, Vermont. 


George Stallman is district sales 
manager for the Electro-Silv-A-King 
Corp., Chicago, in their Seattle district. 
His office is located at 568 1st Avenue 
South, Seattle 4, Wash 


J. H. Edwards, Rome Cable Corp., 
New York, was awarded a certificate of 
service last month by the American 
Standards Association. He is a member 
of the Standards Council, one of the 
ASA’s two governing bodies. 
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Randolph Querbes, Sr. 


Randolph Querbes, Sr., president of 
Interstate Electric Company of Shreve- 
port, Inc., was killed in a plane crash 
on January 10th. Among 11 other 
victims were Mr. Querbes’ brother, 
Justin R. Querbes, a prominent Shreve- 
port, La, financier, and Thomas E. 
Braniff, president of Braniff Airways. 


Randolph Querbes, Sr. 


All twelve passengers and crewmen 
perished in the disaster when a twin- 
engine amphibian, fighting sleet and 
rain, crashed into the tree tops of a 
lake ten miles south of Shreveport 
and exploded into flames. The men 
had been returning from a duck hunt- 


This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 


85% Copper Alloy @ Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 


236 VINE ST * CINCINNATI 2, OHIO 
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NEW 


Efficient, Easily Installed 
PROPELLER FANS 


for Factory Ventilation! 


New 
NV-BREEZO 
Line 
In Size 
Range 
Up to 
84 Inches, 
or 
90,000 
CFM 


oo Dey 54” Design 65 


These new, larger “Buffalo” 
Package Units are specifically designed 
to solve practically any factory venti- 
lating problem. Often, they can handle 
jobs that formerly called for much 
more expensive units. And, they pro- 
vide steady performance with minimum 
power pull, either on free air delivery 
or against pressures of up to 1”. Special 
models for high temperature and/or 
corrosive fume applications. 


Send NOW for Complete Data on Neu 


Disk Fan 


Direct or V-belt types available, 
in sizes from 24” to 84”, or from 
4,000 to 90,000 CFM. They're 
huskily built in the “Buffalo” 
tradition for long-run performance 
with practically no maintenance. 
Get FULL DETAILS TODAY on 
this new line of “Buffalo” Breezo 
Fans. You can cash in on sizeable 
profits by recommending them. 
Write now. 


“Buffalo” “NV” 


Propeller Fans 


BUFFALO ee COMPANY 


214 Mortimer St. 


Buffalo, New York 


PUBLISHERS OF "FAN ENGINEERING” HANDBOOK 


Canadian Blower & Forge Co., 


Led., Kitchener, Ont 


Sales Representative in all Principal Cities 


PANEL BREEZO FANS 


BELTED VENT SETS 


BELT-AIR FANS 


BREEZ-AIR ATTIC FANS “L” BREEZO FANS “NV” BREEZO FANS 





with 


 VAP-OIL-TITE 


Fouled contacts cause costly 
burnouts and down-time. Use 
VAP-OIL-TITE FITTINGS 
with Plastic Covered Flexible 
Metallic Conduit for Sure Seal- 
ing of wiring on oil, water, dust 
and vapor tite equipment. 
VAP-OIL-TITE’S exclusive 
threaded bushing not only 
insures positive grounding but 
also makes fitting easier to install 





FITTINGS 


because a collar covers metal 
edges making burring unneces- 
sary. Furnished in numerous 
types with body sizes from 
34” to 2”. Write or wire today 
for bulletin #MT-104 giving 
types, sizes and prices. 


SIMPLET ELECTRIC COMPANY 











rue UNIVERSAL 


1549 EAST FIRST STREET 





ing trip when the tragedy occurred. 

Randolph Querbes was born in 
Shreveport on August 4, 1894. He 
attended Spring Hill College, Ala., 
Louisiana State University and the 
University of Colorado. He was con- 
nected with the Standard Oil Co., for 
a short time. 

Prominent in business, Mr. Querbes 
was president of the firm which he 
pioneered from a small operation into 
one of the largest electrical distributors 
in the South. He held other business 
interests including Interim Television 
Corp., but his main activity was with 
Interstate Electric. 

Mr. Querbes was a former member 
of the Shreveport chamber of com- 
merce and a strong contributor to its 
growth. He had been associated with 
R. H. Hargrove, another victim of the 
accident, in the Caddo Abstract Co. 

Randolph Querbes was a member 
of the Shreveport Club, Shreveport 
Country Club, American Legion, the 
Rotary Club and NAED. 

In 1916 he married the former Miss 
Mary Gertrude Ingersoll, who survives. 
Also surviving are two daughters and 
five grandchildren 

A funeral Mass was held on Tues- 
day, January 12th, in St. John’s Church 





NEED REPRESENTATION 
IN NORTHERN OHIO? 


Newly formed agency offer- 
ing strong missionary work 
with architects, engineers, 
contractors, and with elec- 
trical wholesaler following, 
available to you. 


IRVIN H. SPERO 
3309 Beechwood 
Cleveland 18, Ohio 














UNIVERSAL 
PORCELAIN 
INSULATORS 


« CLAY PRODUCTS CO. 


OHIO 


SANDUSKY 








WANT TO BUY 
MANUFACTURING 
BUSINESS 


e@ Electrical supplies or appliances 
@ Hardware, tools or mill supplies 
@ Electronics, nucleonics or industrial 
Negotiations completely confidential 
Fee paid by client 
Brokers Protected 


John C. J. Wirth 


Marketing Engineer 


52 Vanderbilt Ave., New York 17, N.Y. 
Murray Hill 3-1756 
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for both Randolph and Justin Querbes. 
Pallbearers for Randolph were C. C. 


Colquette, R. M. Jemison, H. A. St. | 


John, E. C. Willey, W. H. Cheatwood, 
H. E. Kirby, Sr., W. A. Parish and D. D. 


Hall. Employees of Interstate Electric | 


were honorary pallbearers. 


Harry M. Gansman 


Harry M. Gansman, formerly with 
the Westinghouse Electric Supply 
Company, Philadelphia, Pa. died on 
January 21. He was with the H. C 
Roberts Electric Supply Company and 
had been vice president and manager 
of Wesco’s Middle Atlantic district. 
He was an honorary life member of 


the NAED. 


Kemp Haythorne 


Kemp Haythorne, manager of new 
product sales for the electrical wire 
and cable dept., United States Rubber 
Co., died suddenly on December 27th. 
He was 55 years of age. 

Mr. Haythorne had been with the 
company since 1919 and was a sales 
agent in Texas for many years. For 
the last 12 years he had been in the 
wire and cable sales department in 


New York City. 


Millions of Steel 


Specify 
MINERALLAC 
HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 
materials and con- 
trolled manufacture 
have built‘ 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street— Chicago 7, Ilinois 


MINERALLAC 
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Super-Current Slayer 


Here are just a few of those who use 
Amp-trap to prevent the development 
of heavy short-circuit currents. Light- 
ning fast Amp-trap with its Interrupt- 
ing Rating of 100,000 Amperes R.M.S. 
at 600 Volts and below, saves them 
money. It provides complete and posi- 
tive short-circuit protection at lowest 
cost and permits the safe, quick and 
economical expansion of existing power 
circuits. It will pay you to investigate 
Amp-trap. Do it now. Write for Amp- 
trap bulletin and ask for prices. 


® 


’ 74 ei) a 
éE . * etties S| 


In Canada — POWERLITE DEVICES Ltd., Toronto & Montreal 


AMP.TRAF 


THE CHASE-SHAWMUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


had 
=~ t3 ~~ C-@-T Frionet ox @-T eee PSE Wine 
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Maurice C. Taradash 


Maurice C. (Mike) Taradash, 62, 
president of Hyland Electrical Supply 
Co., Chicago, Ill., died January 6th. 

Mr. Taradash founded Hyland Elec- 
trical Supply Co. in 1918 and served 
as its first and only president. During 
the last few years he had been only 
partially active in the business, suffer- 
ing from a heart ailment. 

He was the National 
Association of Electrical Distributors, 


active in 
as well as various 
Surviving him are his wife, Florence; 


son, Warren L.; and daughters, Mrs. 


philanthropies. 


Roslyn Finkel and Carol Ann. 
* * * 

Some excerpts on the early business 
life of Mr. Taradash, as published in a 
“Men You Should Know” article in the 
January 1937 issue of ELECTRICAL 
WHOLESALING, are as follows: 

“At a very tender age, Mike Tara- 
dash must have sensed a great future 
in the electrical business in Chicago. 

. the very first job he landed was 
with an electrical wholesale house. 
The boss needed a young fellow who 
errands, pack orders and 
sort of odd job. So he 
figuring that 


could run 
handle any 


seized the opportunity, 


lhe Emblem Of (OT: iy Mice lvE7S 
SIGNALS and SYSTEMS‘ 


app SPEED... SAFETY 


Properly designed and installed signals and systems are 
real time-savers that smooth out many a plant problem— 
help stop wasted motion. And solving individual signal- 
ing problems has been Faraday’s business for seventy- 
eight years. These years of experience assure correct 
plans, correct Seculitilen. To be sure that your signal- 
ing system is operating at top efficiency, check with 
Faraday. No obligation. 


Consult your electrical wholesaler for i 
details on the complete Faraday line. 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTI FARADAY IMC. rowan, wicn 


VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 


BELLS - BUZZERS HORNS ° CHIMES 


Save Time! Save Wire! SAVE with a new HYKON 
WIRE MEASURING Unit 


Model SRM-18 Unit features Storeroom Reel, 

Wire Meter and Take-up Reel for quick, easy 

and accurate measuring and coil handling. 

Compact, portable, all-welded construction. 

Meter reads up to 1000 ft. Take-up Reel holds 

up to 1500 ft. of No. 14 wire. Hundreds in use. 
Write for details and catalog. 


Box 923, Mt. Union 
ALLIANCE, OHIO 


he could learn many angles of the 
business while moving from depart- 
ment to department. 

“After several years of this work, 
during which he made the most of 
his opportunity to acquire knowledge, 
young Taradash figured that he should 
be able to sell electrical products. He 
broached the idea to the boss and won 
his point. 

“Two or three years more 
spent in sales work. Then his natural 
ambition, backed by his hard-earned 
savings, began shouting for action. 
Therefore . . . he went into business 
for himself. Today, recalling that 
‘I set sail with loads 


were 


period, he says, 
of courage but totally ignorant of the 
pitfalls that lay before anyone who 
tries to conduct a business on limited 
resources.’ 
“But Mike 
sidestepped these pitfalls. He couldn't 
afford to hire any help, so it was up 
to him to perform, as best he could, 
the several functions of a wholesale 
house. He would go out and sell a 
bill of goods, then rush back to his 
place of business . wrap up the 
orders and make the deliveries.” 


Taradash successfully 


George H. Wahn 

George H. Wahn, president and 
treasurer of the George H. Wahn 
Company, Boston, Mass., died on Janu- 
ary 17th at his Back Bay residence. 
He was 67 years of age. 

Mr. Wahn, a past director of the 
National Association of Electrical Dis- 
tributors, had been elected president 
of the Electric Institute of Boston, Inc., 
in 1950. 

An annonymous supporter of many 


local charities, Mr. Wahn was also 


George H. Wahn 


affiliated with the Prospect Lodge of 
Masons, St. Paul's Chapter, St. Omer 
| Commandery, Aleppe Temple, Engi- 
| neers Club, Algonquin Club and the 
Greater Boston Chamber of Com- 
merce. 


' 
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MANUFACTURERS NAME 
SALES REPRESENTATIVES 











Day-Brite Lighting, Inc., St. Louis, 
Mo., has appointed Edward L. Peterson 
as representative for the San Diego 
and southeastern California territory. 
His address is 709 Bank of America 
Building, San Diego 1, Calif. 


The Miller Co., Meriden, Conn., has 
named F. E. Lott to represent the 
illuminating division in Florida, with 
the exception of Escambia, Okalcosa, 
Santa Rosa and Walton counties. Mr. 
Lott has operated out of Miami for 
the past eight years. 


Electro Silv-A-King Corp., Chicago, 
Ill, announces that Wayne Trimpe 
has joined Hemphill & Co., district 
sales representatives representing the 
manufacturer in the Michigan cities 
of Lansing, Grand Rapids, Muskegon, 
Cadillac, Traverse City and Petoskey. 


Signal Electric Mfg. Co., Meno- 
minee, Mich., has re-appointed the E. 
W. McGrade Co., Kansas City and 
St. Louis, as factory representatives 
for Missouri, Kansas, Nebraska and 


To handle com- 
petitive line of qual- 
ity drum controls and 
pushbutton stations. 
Contact electrical 
and mill supply firms 
and machinery man- 
ufacturers. 





Choice Territories 
Now Open. Write: 
Lindell Electric, Control Cora. 


57 LISPENARD ST. » NEW YORK 13, N.Y 


STRINGER TOOL POUCHES 
and Linemen’s 
Equipment 


FREE 
DISPLAY 
BOARD 


WRITE FOR 
INFORMATION 


Manufactured 
and sold by 


UTILITIES SAFETY 
SUPPLY COMPANY 
3112 Indiana Ave. 
Kansas City 28, Mo. 














February, 1954—ELECTRICAL WHOLESALING 


BE SURE! USE M&W 
e Cut-away View 
Shows new conical com- 
wd er 2 pression ring that seals 
bushing tight around 
cable. 


with new protection you need! 


Now! A good connector: with a conical 
compression ring that pulls up watertight, 
seals the tapered Neoprene bushing uni- 
formly around the cable. Has extra take- 
up capacity, too. 


LOW IN COST! HIGH IN PERFORMANCE! 


Made in 2-screw or hex-nut types. Fit 4” 
to 14” hub or knock-out; cable sizes from 
10/2 to 2/3. Write for details and new 
Catalog No. 20-B. 
Water-Tight Connectors — Non-Water-Tight 
Connectors — Service Entrance Kits — Service 


Entrance Caps, Straps and Sill Plates 
— BX and Romex Connectors. 





The M. &W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


MEET SPECIAL WI 
WITH KEYSTONE STANDARD EQUIPMENT! 


Whether it’s a big wiring job or a small one, you can depend 
on quality, delivery, and service when you specify Keystone 
Wiring Installation Equipment. And you can select exactly 
what you need, too, from the complete Keystone line. 


Cutout and Pull Boxes, for example, are available in both 
Type “A” Hinged Cover and Type “SC” Screw Cover. Both 
types feature a formed construction strongly fabricated and 
securely welded ... with adequate, easily removable knockouts. 
And both types are available in a complete range of stock sizes 
to meet your specific requirements. 


FREE CATALOG describes and 
illustrates the entire line of Keystone 


Wireways and Fittings, Cutout Boxes, KEYSTONE MANUFACTURING COMPANY 


Pull Boxes, Outlet Boxes, Switch 
Boxes, Covers, and Bar Hangers. 23328 SHERWOOD AVENUE 
Contains complete specifications and CENTER LINE (Detroit), MICHIGAN 


prices. Send for your free copy today! 


Sold’ Through Leading Electrical Distributors .Coast-to-Coast 





You Catt 
ont-FOR SAFETY,.. 


FOR SERVICE 


Yes, safety and service are the 
two big reasons why Kleins are the 
choice of the man on the pole. Look 
for the familiar Klein trade-mark 
on pliers and climbers, safety straps 
and belts, lag wrenches and grips. 
It has been a trade-mark of quality 
“Since 1857.” 
ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


Write for your 
free Copy of 
the Klein 
Pocket Tool 
Guide today! 


“Since 1857” 


3200 BELMONT AVE., CHICAGO 18, iLL 


southern Illinois. The was 
formerly covered by the Wood and 


Anderson Co., St 


territory 


Louis 


Abolite Lighting div., Jones Metal 
Co., West Lafayette, Ohio, 
has appointed Bunston, Ltd., 
Yew Sc. Vancouver, B.C., as 
representative in British Columbia, 
Alberta, Saskatchewan, Manitoba and 
the Ontario lakehead regions 


Products 
25 4 ) 


sales 





ASSOCIATION NEWS 











BALTIMORE—The 


Manufacturers 


officers for the 
Representa 
Chrence 


George 


Electrical 
tives Assn. Inc., for 1954 are 
L. Walker, president; W 
Ridgely, Edward | 
Osbourne, Alfred | 


Daniels, treasurer. The executive com 


vice president; 


secretary; and 
mittee consits of Roy J. Buress, chait 
man, William J. Batchler 


C. Butts 


BOSTON—Edward E. Martin, New 
England district manager for Graybar 


and Frank 


Electric Co., Inc., is president of the 
Electric Institute of Boston for 1954 
Other Thomas H 
Carens, Boston Edison Co.., 
DeLoid, Westin zhousse 
Electric Co., treasurer; John 
J. Reddington, J. J. Reddington Elec 


tric Service, secretary 


CHICAGO—Henry 
manager, Westinghouse Electric Sup- 
ply Co., is president of the Electric 
Association He 
John McC. Price, district manager of 
the Allen-Bradley Co. Other 
elected at the first meeting of the new 
board of directors Vice 
Arthur H. Schneider, 

sales manager of Commonwealth Edi- 
Co.: Jack W. Collins, 


secretary, Electrical Contractors Assn., 


officers include 


vice presi 
dent; Ralph E 
Supply 


Czech, regional 


for 1954 succeeds 


officers 
were Presi- 
general 


dent, 


son Treasurer, 


City of Chicago 


DETROIT—Austin Dunham, Ana- 
conda Copper, is president of the Elec 
trical Association of Detroit. Other 
officers are Edwin O. George, Detroit 
Lin- 
ca. 


vice president; H. | 
Sales 


stevenson, 


Edison Co., 
der, H. L. Linder Electric 
secretary; and Howard R 
Detroit Edison Co., treasurer 
KANSAS CITY, MO.—K. G. Gil- 
lespie is president of The Electric 
Association of Kansas City for 1954. 
The following are vice presidents: M. 
A. Paulin, R. R. Marvin, R. B. Brown- 
lee, D. A. Smith, Frank Miles, J. E 


Sadewhite, John E. Launder, L. S. Ger- 


JACKSON 


e Gor ees. a 
Or urkeys 


1 BROODER PRODUCTS 


lambs 
hogs 


Market Unlimited in 
Farm and Broiler 
Plants 


4 


* Send for complete 
Jackson Quality 


JACKSON 


900-910 W. Van 


4-light 
#7414TG 
Infra-Red 


BROODER 


Brooding capacity 20 
sq. ft.—accommodates 
300 to 350 chicks 
Wafer thermostat au- 
tomatically controls 
two of four lamps 
and can be adjusted 
to regulate burning 
f lamps as needed 
18°’ dia. steel reflec 
tor—Iinfra-Red Baked 
Enamel finish—6-foot 
cord and 
plug — completely 
wired — ready to in 
stall 


approved 


3-light 
#73138 
Infra-Red 


BROODER 


Simple, sure method 
of bringing a brood 
of 250 chicks to ma- 
turity. The three 
lamps provide effec 
tive heat pattern of 
about 16 sq. ft. As 
chicks mature some 
space can be made 
available by raising 
the brooder approxi - 
mately 3° a week 
which increases the 


heat pattern 


1-light 
2#7208G 
Infra-Red 


BROODER 


This Universal 
Brooder is versatile 

application—ideal 
for breeding poultry 
of all kinds — pigs, 
lambs, calves, tur- 
keys, ete. Can be 
used many other ways 
on the farm. Com- 
pletely assembled and 
factory wired—ready 
for instant use by 
plugging into electri - 
cal outlet. 


« The Jackson Line 
of Brooders, like the 
Jackson Line of In- 
dustrial Reflectors 
and Yardlights, is a 
good business build- 
er. Jackson Quality 
is well known thru 
out the country 


e Sold only 
Wholesalers 


thru 


ELECTRICAL 
COMPANY 


Buren St. 


CHICAGO 7, ILLINOIS 


ELECTRICAL WHOLESALING—February, 1954 





Customer Wiring | 


Overloaded? 


t Sprague instru- 
ment and quickly checks 
wiringampsee if it’s adequate for 
presen®or contemplated loads. 

Prove to customers the effect 
of increasing loads on their wir- 
ing right in their own home. 
Direct reading meter indi- 
cates percentage voltage drop 
on 115 or 230 volt circuits 
under load without trouble- 
some calculations. 

Connectors for convenience 
outlets, appliances, panel 
boards, etc., are furnished— 
ideal for use in home, farm, or 
plant. 

Write for Bulletin PF-600— 
Sprague Electric Company, 
385 Marshall Street, 
North Adams, Massachusetts 


PIONEERS IN ELECTRIC AND 
ELECTRONIC DEVELOPMENT 
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Higgins. C. M 
Anderson is secretary-treasurer 
Directors for 1954 are: C. E. Bar- 
nickel, William Carter, E. L 
John D. Hilburn, Robert F 


shon and George J 


Janda, 


C. C. Miller, John W. Puckett, Yale 


Witschner, Floyd G 
C. T. Phillips 


Conkright and 


PITTSBURGH—Warren P. Thayer, 
manager, Allegheny sales district, 
General Electric Co.'s lamp division, 
is president of the Electric League of 
Western Pennsylvania. He 
Bernard D. LeVaur, 
president in charge of sales at the 
Pittsburgh Reflector Co. Other officers 
Vice President, R. G 
Eckhardt, president of Danforth Co 
Secretary, R. W. Heller, Duquesne 
Light Co.; Warren P 


Shreve, General Electric Supply Co 


WASHINGTON, D.C.—A 


ship Training Course For Distributor 


succeeds 


formerly vice 


elected include 


Treasurer, 


Leader 


Salesmen,” started on January 25th 


It will continue to be held through 
February 15th. Classes were conducted 
by Dr. E. L. Stevens of George Wash 


ineton Univers'ty 





NEW LITERATURE 











Industrial Fixtures Fluorescent 
industrial fixtures are illustrated and 
lescribed in a six-page folder. A spe- 


A.L.S 


attains the high efficiency of 90 per 


cial section shows how the 


cent while maintaining an extremely 
low brightness. Copies may be re- 
quested from the Smithcraft Lighting 
Division, Chelsea 50, Mass 
Anchoring Devices—Selector chart 
is to acquaint users with the specific 
uses of anchoring devices. Chart classi- 
fies each anchoring device according 
to lot type, masonry classification, safe 
work lot and metal table. It was also 
designed to increase the general un- 
derstanding of important but little 
known facts about anchoring devices. 
Chart is available by writing to the 
U.S. Expansion Bolt Co., York, Pa. 


Controls—Motor starter and pushbut- 
ton selection guide provides buying 
information on ac Magnetic motor 

‘eters (1/6 to 50 hp), a.c. combina 
. un starters (42 to 25 hp.), push- 
manual 


tarters and magnetic reversing con- 


button stations, a.c. motor 
trollers. In addition to rating and sug- 
gested prices, the six-page, two-color 


bulletin contains photos of the equip- 


CG »dshalk, 


Dealers! Mfg. Reps.! 
Contractors! Inquire 
About the Profits With 


LOW COST 
LINE OF 


(Clear- Cire 


FANS AND 
SUMP PUMPS 


ef 


Compare 


quality, 





workmanship, per- 
formance and price 

and you'll choose 
Clear - Aire! 
plete line of standard 


Com- 

and De-Luxe wall and ceiling 
model kitchen exhaust fans. Sump 
pumps have G.E. Motors, avail- 
able in Brass, Iron, Aluminum, 
Steel. All Clear-Aire products 
fully guaranteed! If you SELL, 
if you USI 

Sump Pumps, write for details, 


Exhaust Fans or 


literature, and price lists! 


Sin-Jin Products Co 
Baltimore 15, Md. 
Please send me details and price lists. 


Name 


Address 














for easier cafer 
facter 
testing... 


Voltage Tester 


with the patented 


PROD - MOUNT 


Has 5 Safety Features 
osemany uses 


When you sell the pace-setting Knopp Voltage 
Tester your customers say ‘Goodbye to risky, 
time-wasting fuss in testing’ because of 5 main 
safety features: (1) exclusive Prod-mounting 
Socket in housing, making this tester easier, 
faster, and safer to use, and ending time-wasting 
“three-handed” testing; (2) protection through 
Dual indication of voltage by solenoid and neon 
lamp working independently; (3) positive scale 
readings; (4) signal by hum and vibration; and 
(5) thorough insulation throughout, even to the 
shorp point of each prod 


Well-built and shock-proof in a LAMINATED 
Bakelite housing (not molded plastic), the Knopp 
Voltage Tester tells immediately and simply if 
circuit is open or closed; magnitude of voltage 
between 110 and 600; a-c or d-c; pure or recti- 
fied; 25 or 60 cycles for testing old and new 
circuits, fuses, locating grounds, etc 


Some of the nation’s largest utilities, after 
testing all brands, use Knopp Voltage Testers by 
the hundreds 


Sell the widely-used, reliable Knopp Voltage 
Tester with the original time-proved Prod-mount 
and other safety features. Write for illustrated, 
free new descriptive Bulletin No. 425, prices and 
discounts. 


THE KNOPP 
Phase Sequence 
Indicotor 
60 v. to 600 v.; 
25 to 60 cycles; 
Rotating Indica- 
tor shows se- 
quence A-B-C or 
C-B-A. Light- 
weight. Compact. 
Big time saver. 


Lhoctrical laciiiies lr. 
_——s— 


4283 HOLDEN ST., OAKLAND 8, CALIF. 





ment, circuit diagrams and brief appli- 
cation data. Published by General 
Electric Co., Schenectady 5, N.Y. 
| 
Service Drop, Secondary Cable— | 
Specifications, physical data, sag and | 
tension data on triplex service drop 
and secondary cable (both copper and | 
aluminum conductors) are given in| 
an 8-page booklet. Product has either | 


| neoprene, (polychloroprene) or poly- 


ethylene insulation. Copies may be ob- | 
tained from the Rome Cable Corp., 
Rome, N.Y. and Torrance, Calif. 


Reflectors—Fluorescent and slimline 
lamp reflectors are described in a 4- 
page pulletin. Eight basic units are | 
shown with detailed specifications, ap- 
plication notes and installation data. | 
Copies may be had from Gruber 
Lighting, 125 South First St., Brook- 
lyn 11, N.Y. 


Fluorescent Fixtures—Complete de- 
scriptions, illustrations and list prices 
are contained in a catalog concerning 
industrial, commercial and institution- 
al fluorescent lighting. The catalog is 
published by the Leadlight Fixture Co., 
division of Oakland Engineering Co., 
Inc., 800-100th Ave., Oakland 3, Calif. 


Contactors—Magnetic contactor in- 


formation includes dimensions and 
weights. They are electric switches in 
which the make and break action is 
controlled by an electro-magnet and 
are used for resistance loads as well as 
a wide variety of electric motor loads, 
where overload protection is not re- 
quired or is otherwise provided for. 
Bulletin describing product is pub- 
lished by Federal Electric Products 
Co., 50 Paris St., Newark 5, N.J. 


Purchasing Guide — The purchase 
Guide of products made by its seven | 
divisions is now being distributed by 


. md) 
Continental Copper & Steel Industries, | 


Established *® 


Ypgart, 


COVERAGE 


For Manufacturers of Electrical Products 


Four Salesmen 
Warehouse 


8000 Sq. Ft. Ground Floor 


Truck-load Dock Faciliti 


Ain: ELECTRIC 


SALES, INC 
2323 W. 18TH STREET 
CHICAGO 8, ILL 


ELECT OUR 
QUALITY FITTINGS 


#901 


Non Metallic 
Connector 


#523 


Entrance 














ATLANTIC CONDUIT 
FITTINGS CO. 


BOSTON, MASS. 


presents 


200 oistinctive, 


INDIVIDUALIZED LIGHTING 
FIXTURES 
The world’s largest line of orna- 
mental fixtures . . . many sizes 
. for exterior or interior in- 
stallation. 
Lanterns Lamp Posts Brackets 
Modern Colonial Gothic 
Always in demand for 
Public Buildings — Churches — 


Fine Homes—Restaurants— 
Clubs—Industrial Plants 


The 
HERWIG 


Established 
1907 


XN 
‘\ 


1759 
KA SEDGEWICK ST. 


AN CHICAGO 14, 
iLL. 


Send for 
CATALOG 
No. 50 


ss 
be” 
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ELECTRIC SOLDERING TOO 


o_-—IRBE 
—_——— 


A Complete Line 


Vulcan makes a complete line of 
electric soldering tools—Screw Tip, 
the professional tool (9 sizes), 
Plug Tip, of which all parts are 
replaceable (6 sizes) and Pygmy, 
the light weight pencil type for 
delicate work (3 tip sizes). 
And of course, a var- 
iety of electric solder- 
ing pots, glue pots, 
wax melting pots, 
safety soldering tool 
holders and other 
articles using electric 
heat. 
Practically every concern, from the 
one-man shop up, is a prospect 
,for one or more Vulcan tools. 


VULCAN ELECTRIC CO 


Danvers 9 mass. 





SPERO ‘HB’ 


ALUMINUM SHIELDS!! 


as for the protection of GE R-52 | 
and WESTINGHOUSE R-57 LAMPS. 


Protection from moisture 
assures full lamp life. Supply the best 
-.~- Spero H-B Shields!t 


* One piece heavy aluminum spinning 
affords greater heat dissipation. 

* Ventilated. 

* Two piece spring contact socket. 

* ," and ¥," pipe mounting. 

*® Wire guards available for bottom of units, 


SPERO also makes “GUARANTEED” PORCELAIN 
ENAMEL REFLECTORS... FLOODLIGHTS... VAPOR - 
TIGHT UNITS ... INSULATORS . . . SWITCHPLATES 


THE SPERO ELECTRIC CORPORATION 


14838 EUCLID AVE CLEVELAND 12, OHIO 
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| Inc. The 12-page guide contains such 

| classifications as plant process equip- 

| ment, tool steels, wire screen, insulated 

and cable, non-ferrous alloys, 

pipe and other products. One of the 

| divisions included is the Hatfield Wire 
& Cable division 


wire 


Floodlight — Sports and industrial 
floodlight units feature a new thermal 
shock and impact lens, mounted in a 
combination slide-on and hinged lens 
| ring with weatherproof gasket. In- 
| cluded in a 4-page bulletin is informa- 
| tion about a built-on service wrench 
| and repositioning stop and indicator 
| scales for easy setting. Bulletin is pub- 
| lished by the Steber Manufacturing 
| Co., Broadview, III 








SALES AIDS 











Weller Electric Corp., Easton, Pa 
Customer urge to handle merchandise 
| is intended to be satisfied by a counter 
| display which invites handling of new 
| models of soldering guns. The 3-D 
| color display cradles three guns so that 
the pistol-type grip extends forward 
| to the customer. Cord attachment pre- 
vents pilferage. Purpose is to provide 
a practical demonstration of the im- 
provement in the manufacturer's prod- 
uct. Main theme of the carton’s sales 
message is instant heat at a touch 
of the trigger. It also ties in with the 
current “do-it-yourself” trend by em- 
phasizing home uses for these versatile 
| tools 


Royal Electric Co., Inc., Pawtucket, 
| R. 1—New catalog sheet emphasizes 
individual corrugated cartons for the 
firm’s line of heavy-duty extensions 
The new cartons, in various sizes for 
the many sizes and lengths of cord in 
the line, are attractively printed for 
display purposes, and are rugged 








1455 SPRING GARDEN AVE 
PITTSBURGH 12, PA. 





|: Lele}-) mp7 1 8 3.) 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
With a Green.ee 
Bender one man in 
but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to §’ 
Compact, portable 

. Saves hours, 
saves materials. 


HAND BENDERS 

POR TUBING, PIPE, 

CONDUIT 

Quickly form small- 

radius bends without 

flattening or kinking 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many jobs 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, easy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi- 
nets, panels. Various sizes 
and models for making open- 
ings for conduit sizes from 
16” up to 3'9". To operate, 
simply turn with a wrench. 


HYDRAULIC 
KNOCKOUT PUNCH 
DRIVER 

Portable hydraulic unit 
for driving Greences 
Knockout 


Speeds jobs 


Punches. 

easily 

operated. Develops over 

11 tons of pressure so that conduit openings 
are cut in 10-gauge metal with case. 


CABLE PULLER 
AND BORING 
TOOLS 
Specifically de- 
signed to save 
time, speed jobs... 
eliminate tedious, heavy ¢ 
work. Companion tools to ? 
many other Greences timesavers for the 


mn: —s 


Write for new Electrical Tool Folder, Greenlec 
Tool Co. 1842 Columbia Ave., Rockford, III 


VooseUr- 


127 





enough to be used by owners for stor- 
a new policy... of importance to YOU! ing the cords when not in use. The 
line comprises 22 extensions, from 15 
. ; to 150 ft. long, of Royal rubber- 
EVERY i jacketed type S and SJ cords, up to 
aes sla /& size awg. 14. Heavy-duty rubber caps 
Precision and connectors, with built-in strain 
Ny reliefs, are molded to the cord to in- 
sure both safety and long life. They are 
fully listed by Underwriters’ Labora 
tories 


now backed by a J | Kisco Co., Inc., St. Louis, Mo.—"Use 


Showmanship for More Sales and 

5-YEAR GUARANTEE Profits,’ is the title of a new sales 
manual. A billfold is inserted with the 

suggestion that the correct use of the 
sales facts will result in the billfold 


Protection and assurance you want, oe always being well filled The manual 
need and deserve! It’s yours with yours: contains a story of how the first floor 


Built to exceed latest NEMA standards : } 
model air circulator was designed and 





Precision Transformer's industry- 


‘ rr". : Class ""B" insulating materials 
shaking 5-year guarantee! This ° 


a 
; is P “eR ® Rugged, long-lasting construction introduced. It also contains informa- 
Tn eee Se © Easy installetion end meint e | tion on how to use the many advertis- 
way of proving complete confidence © Efficient, trouble-free service ian eRe dealin eel ad on, thee 
= : , ' y aids made available anc > bes 
in the unexcelled dependability of . ee by leading engineers end & caps 
indwewies methods of displaying and demonstrat- 
their products. Be protected, be Aeti. 
precise—order Precision! 
Y% TO 1000 KVA 
VOLTAGES TO 15KV 





ing floor and window fans. In order to 
stimulate interest in sales demonstra 
tions, a cash prize is offered for each 
new idea submitted. 


Write today for FREE Catalog and valu- 
able technical data sheets. PRECISION TRANSFORMER CORP. | General Electric Co., Nela Park 


= apa ae taaecaatinaians Cleveland, Ohio—Lamp division will 

launch a white bulb “sales blitz” on 
March 3. Highlight will be a new 
package design for the four-lamp 
packages, in both 60 and 100-watt 
sizes. Included in a promotional cam- 
paign are: trade and consumer adver- 
tising; radio and TV commercials; 
special window and store displays; 
direct mail ideas; “3-D” stereo slides 
in full color. 














Fenton Co., New York, N.Y.—Guy 
wire is spotmarked every ten-feet for 
easy measuring. A seven-inch circle on 
top of the box is perforated for easy 
lifting. The wire is unwound from the 
center 


* SNCs , 


5 SIZES 
“14-600 MCM 


SPECIALISTS 


FLUX FOR SODERING 
BRAZING e WELDING 








COPPER TUBE AND PRODUCTS, INC. - L.B. ALLEN CO., Inc. 


6701 BRYN MAWR AYE 


5746 MARIEMONT AVE. « CINCINNATI 27, OHIO 
CHICAGO 31, ILL. 
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cLassiFleD SELLING OPPORTUNITIES sovertisinc 


AGENTS WANTED LINES WANTED PCSITIONS WANTED BUSINESS OPPORTUNITIES 


UNDISPLAYED RATE DISPLAYED RATE 


$1.20 a line, minimum 3 lines. 


To figure advance payment count 5 average words as a line 
BOX NUMBERS count as one line additional in undisplayed ads 
DISCOUNT OF 10% if full payment is made in advance for 


The advertising rate is $11.50 per inch for all advertising ap 


four consecutive insertions of undisplayed ads page 
Send NEW ADVERTISEMENTS to N. Y. Office, 330 W. 42nd St., N. Y. 36, N. Y., for March issue closing February 24th 


pearing on other than a contract basis. Contract rates quoted 
on request. AN ADVERTISING INCH is measured % inch 
vertically on one column, 3 columns 


30 inches to a 





ONE GOOD LINE WANTED 


Four (4) Sales Engineers at your service 
We call on architects, Engineers, Con 
tractors, Industrial Plants, but sell 
through wholesale distributors. We need 
one (1) more good line. Must be a 
good line; no lighting, fans, or motors 
We cover Western Pennsylvania, West 
ern Maryland, West Virginia and adjoin 
ing counties in Ohio. 


Offices in Erie, Youngstown, and Pitts 
burgh. 

RA 1369 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, III 


SALES REPRESENTATIVES 
WANTED 


in the following states 


Louisiana 

Mississippi 

North Carolina 

South Carolina 

Tennessee 
Texas 


STATE WIRE AND CABLE CORP. 


Coxsackie, New York 


Alabama 
Arkansas 
California 
Georgia 
Kentucky 











For YOUR Active Representation! 


Manufacturers’ Agent travels two 
men in the following territory: 


e Eastern Pennsylvania, 

e Southern Jersey, 

¢ Maryland, 

e Delaware and the 

e District of Columbia 
desires additional line to be sold to 
Electrical Wholesalers. 


RA 1426 Electrical Wholesaling 
330 West 42nd Street, New York 36, N.Y. 


MANUFACTURERS REPRESENTATIVE 
WANTED 


@ Progressive established manufac- 
turer of conduit and cable fittings has 
excellent opportunity for live wire rep- 
resentatives now selling to wholesalers 
and jobbers. 

e Choice territories open, excellent re- 
muneration. (Have increased our pro- 
duction facilities. 

e State lines now carried, and terri- 
tories covered, with complete resume. 


RW-1332 ELECTRICAL WHOLESALING 
330 W. 42 St. New York 36, N.Y 


REPRESENTATIVE WANTED 


Chicago manufacturer of “‘Slide-O- 
Nette”’ sliding door bathroom cabinet 
has open territories to the jobbers as 
follows: 

Texas — Florida — Alabama — 
Georgia — Tennessee — Mississippi — 
Pittsburgh East to Harrisburg, including 
West Virginia — Pennsylvania East of 
Harrisburg including Philadelphia and 
Southern New Jersey — Denver and 
the Intermountain States —- New York 
State exclusive of New York City. 

Consideration will be given only to 
financially responsible and established 
offices. Representatives with warehouse 
facilities preferred, but we will consider 
such an operation for the future for the 
right man. Attractive commission and 
warehouse expense. We are a small 
“Quality’’ company with a rapidly ex- 
panding line and a national advertising 
program. We want no “Chair Warmers’ 
or “Telephone Salesmen’’. When writ- 
ing please outline exact territory cov- 
ered, length of service, other lines car- 
ried, types of wholesalers called on. 


PREMIER-HALL MANUFACTURING CO. 
3955 W. Fullerton Avenue 
Chicago 47, Illinois 














@®eee WANTS? 


Other readers can pro- 
vide what you want if 
they know what you 
want. TELL THEM HERE! 
Through ELECTRICAL 
WHOLESALING’s NEW 
SELLING OPPORTUNITIES 


Section. 


for information write: 


Classified Advertising Division 


330 W. 42nd St., N. Y. 36, N. Y. 


WANTED 
MANUFACTURER'S REPRESENTATIVES 


For a quality line of Conduit 
Fittings. Please state length of 
service in territory, territory 
covered and the lines handled. 


RW9970 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 














ASSOCIATE WANTED 


e Electrical Wholesale Distributor estab 
lished 17 years seeks experienced associate 
to start and operate mail order business as 
a new venture separate from our regular 
business. Owner of building we occupy and 
have all facilities as Office, Warehouse, etc 
Located in Metropolitan New York City 
area. 


If interested write in confidence to 


BO 1578 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 








Field 
Sales Supervisor 


Major producer of Wire and 
Cable requires man to supervise 
and aid in the direction of Nation- 
al Sales Organization. Experience 
in field, contacting Wholesalers is 
desirable, but lacking that experi- 
ence, a knowledge of the Electrical 
Wholesaler’s business and prob- 
lems will receive favorable consid- 
eration. A good wholesaler’s man 
might qualify. 

This is a salaried position, under 
the direction of our Sales Mana- 
ger. Will require relocation and 
very extensive traveling. If you 
feel you are qualified give us, in 
confidence, your age, education, 
marital status, experience in de- 
tail, present and past earnings, and 
any other information you think 
will have bearing on our decision. 

This is a very desirable connec- 
tion, with on outstanding com- 
pany. 


SW 1443 Electrical Wholesaling 
520 WN. Michigan Ave., Chicago 11, Ill. 
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It’s smart to 


speeity Geo 
ELECTRICAL FITTINGS 


because they are: 


% Made of Malleable Iron and 
Steel 


* Engineered for improved 
performance 


* A complete line of fittings 
for every type 
of job 








ie ‘. 
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Tougher! For 
Performance 


Plus 


Economy 


Faster! 
Neater'! 


World's 
Largest Selling 
FRICTION TAPE 


PLYMOUTH RUBBER COMPANY, INC. 


ESTABLISHED IN 1896 


CANTON, MASSACHUSETTS 





Now you can sell fuses with an 
Interrupting Rating of 100,000 Amperes 


for every circuit in the entire electrical system 


If interrupting capacity of protective 
devices on high fault currents is worry- 
ing your customer, tell him these facts. 


In 1947, tests made by the Electrical Testing Labora- 
tories, New York, showed that on a 240 volt—60 cycle 
—3 phase—four wire circuit, set to deliver 50,000 
amperes, the 250 volt FUSETRON fuses in all tests 
cleared the circuit safely. 


50,000 amp. Interrupting Capacity in 1947 
becomes 
100,000 amp. Interrupting Capacity in 1952 


In 1952, after seven years of intensive development 
work on Fusetron fuses, tests were conducted under 
conditions that simulated the most severe field condi- 
tions and these tests were reported upon by the Elec- 
trical Testing Laboratories of New York. On circuits 
set to deliver in excess of 100,000 amperes, 30, 60, 100, 
200, 400 and 600 ampere, 250 vok and 600 volt 
FUSETRON fuses on each and every test cleared the 
circuit without belching flame or venting hot gases 
and with comparattvely little noise. 

The 250 volt Fusetron fuses were tested at 240 volts 
and the 600 volt FUSETRON fuses were tested at 535 
voits on 60 cycle circuits set to deliver in excess of 
100,000 amperes. In all these tests only one fuse was in 
series with the short-circuit. 

Oscillograms of these tests, interpreted by the Elec- 
trical Testing Laboratories, showed that the total avail- 
able amperes including the direct current component, 


reached values as great as 165,000 peak amperes on 
240 volt tests, and as high as 212,000 peak amperes on 
the 535 volt tests. 

This indicates that an interrupting rating of 100,000 
amperes for FUSETRON fuses is a conservative one. 


Most severe field conditions simulated 


In these tests a single fuse in series with a short-circuit was 
used because it presented the most severe conditions that might 
be experienced in the field where a phase to ground fault or 
a phase to phase fault in a grounded system develops. Under 
such conditions, the entire short-circuit must be handled by 
a single fuse. 

But to simulate other possible fault conditions, 3 phase 
short-circuit tests were made, first with a fase in each of the 
three conductors—second, with a fuse in two conductors and 
a neutral in the remaining conductor. Additional tests were 
also made on a single phase short-circuit with a fuse in each 
conductor. 


No interference with time-lag 


In the development work on FUSETRON dual-element 
fuses to increase their interrupting capacity, it was kept in 
mind that the time-lag characteristics of these fuses must be 
mantained. Time-lag is of utmost importance to give proper 
motor and electrical protection, and to eliminate needless 
blowing that causes costly interruptions of service. 

Remarkable results were achieved. Interrupting capacity 
was greatly increased while the time-lag characteristics were 
in no way disturbed. 

Results of tests that were witnessed and verified by the 
Electrical Testing Laboratories are available in chart form. 


BUSSMANN MFG. CO. 
ST. LOUIS 7, MO. 


OUTSTANDING 
DEVELOPMENT 
BY THE MAKERS OF 





Division McGraw Electric Co. 


rR INSTALLATION THROUGHOUT THE ENTIRE SLECTRICAL SYSTEM 





